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Once again, RED DEVIL has perfected a 
leader in quality and usefulness. Yes, the 
new GB1 Vertical Glass Board is the final 
answer to measuring, clamping, cutting and 
breaking flat glass. Its all-metal construction 
will never warp, and for further accuracy, 
the two easy-to-read scales with raised letters, 
are made of metal. Will cut strips, as well 
as lites, from maximum of 42 inches down 
to 5/16 inch. 


Just set the glass to measure, lock glass in clamp; 
cut glass using side of clamp for straight edge. 
Then lower shearing arm which “runs the cut” and 
makes clean break. Release clamp and remove 
Easy, isn’t it? 


glass. 





pee No. C-888, the new RED DEVIL 

GLASS CUTTER with the CARBO- 
LOY WHEEL—hardest metal made by man. 
Gives keener cuts and cleaner breaks, lasts 
miles longer. Included FREE with each No. 
GB1 GLASS BOARD. 


Also available at extra cost for inexperienced 
operators is the new RED DEVIL ROLLER 
GUIDE, made especially for the GB! Board. 
(Comes complete with Allan Key for attach- 
ing to any RED DEVIL Glass Cutter.) 








Rod Devil, 


No. GB1 ALL STEEL VERTICAL 


GLASS BOARD 
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“CAPACITY 36” x 42” 


Standard size for Glass Racks 
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Typical installation of No. GBI on 
standard Glass Rack. 
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“When I say YALE 


they’re already half sold!” 
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an ..and when I show my customers the extra selling 

features in YALE hardware, they're completely sold. 

a I've made an excellent profit on YALE 3-WAY 
LOCKS, for example, simply by showing my cus- 

tomers how many uses they have. And the installa- 

tion is a cinch—just drill one hole.” 


Says Thomas W. Norris of Tracy Robinson Williams Co., Hartford, Conn. 
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Combine this “selling name” with 


all these other extra profit features! 


YALE 
Bway. 
LOCKS 


@ It's a YALE exclusive! 


@ One lock fits any drawer or right or left hand ° 
cabinet or cupboard door. This means 
small inventory requirements. 






@ It's priced low for volume selling! 
, ‘ Yale's 3-W 
® It's a multiple sales item—every home or ae 


store needs several. Cabinet Lock (#5591) 


® Anyone can install it—just drill a hole and 
screw on lock. 





When you say “YALE” to your customers you'll 


see for yourself how fast this combination of 
fine name and fine product makes sales. These TRADE MARK 
YALE 3-WAY LOCKS are a particularly good 


item for “suggestion selling” because everybody 
needs them, anybody can install them and 
they're priced so that everybody can afford THE YALE AND TOWNE MANUFACTURING COMPANY 
them. Order a good supply. Stamford, Conn. 


©1951, The Yale and Towne Manufacturing Company 
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THE SIGH OF SECURITY 





THE EAGLE LOCK COMPANY Subsidiary of Bowser, Inc., TERRYVILLE. CONNECTICUT 
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THE J. R. CLARK COMPANY 


SPRING PARK, MINNESOTA 
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Happy New Year— 
Don't Be a Sucker 


“Don’t Be a Sucker” is the appropriate title of a 
warning issued by Cleve Amis, secretary of the 
Chicago Retail Hardware Assn. Mr. Amis’ timely 
warning is inspired by the reappearance of the old 
nail racket . . . you send the cash and then you 
wait and wait and wait, but no nails. 

The new year, with its slow tightening of sup- 
plies, is undoubtedly going to bring many old and 
new rackets designed to mulct the dealer of his 
hard earned funds. A good insurance against being 
a victim of these rackets is to clip the headlines of 
this item and paste them in your check book. 

Mr. Amis’ warning to his members is based on 
several recent reports of dealers who were victim- 
ized by firms promising nails and demanding cash 
with the order. The cash was forwarded, but the 
nails never came. And in some cases it was im- 
possible to locate the firms. 

This racket is not limited to nails, but no matter 
what the merchandise is, these deals all have one 
characteristic in common, a characteristic that 
should serve as a red flag to warn you of danger 
... they all ask for cash with order. 

Don’t do business on that basis. If they will 
ship the merchandise COD, you’re reasonably safe, 
but you still have no assurance of what you’re 
getting. 

Buy only from reputable, established firms. 
Don’t deal with unknowns. Play it safe, when they 
ask for cash with order. . . . “Don’t be a sucker.” 





Store Sales Meetings 
Rate High With Dealers 


Use of speakers supplied by manufacturers for 
store sales meetings is rated very highly by most 
hardware dealers. This was shown in a recent sur- 
vey conducted by the Assn. of National Advertis- 
ers. In this survey retailers in various fields were 
asked, among other questions, “In what other way 
can advertisers help you sell more goods?” 
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Informal Editorial Comments 


By W. A. Phair 


Hardware dealers gave meetings held with the 
store sales force a top rating of 56 pct, with dis- 
play cartons, sales bulletins and information tags 
following in importance in the order listed. 

This was also pretty much the reply given by 
appliance dealers, while, in contrast, drug and food 
stores put the greatest emphasis on bargain sale 
material. Department stores also gave top billing 
to meetings with the store sales staff. 

The results of this survey indicate that hardware 
dealers are alert to the importance of more sales 
staff training. And it ties in directly with the prob- 
lems of manpower shortages that store managers 
will be facing in the future. 

The survey should also suggest to manufactur- 
ers a means of building good will by making a 
greater effort to supply larger numbers of qualified 
men to speak at these store meetings. 





Victory Models? 
Or No Models? 


We listened in recently on a discussion by two 
manufacturers of whether or not “Victory,” or 
stripped, models were desirable in periods of mer- 
chandise shortages such as we now face. 

One executive said he would refuse to produce 
a stripped-down wartime model. He was convinced 
that consumers would down grade his product and 
thus destroy the work he had done to build up a 
reputation for high quality. His policy, he insisted, 
would be to produce the same models he produced 
in peace time .. . or stop producing completely. 

The other manufacturer said he felt that he 
would rather turn out 100 Victory models than only 
75 regular peace time models. He felt that many 
trimmings and luxury features could be stripped 
from, for example, present appliances, without ef- 
fecting their basic performances. He would rather 
keep his company name before the public, even on 
stripped down models, than disappear completely 
from the scene. 

Unfortunately, neither of the speakers touched 
on what to us is a vital consideration in making 
such a decision .. . the welfare of the dealers han- 
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dling the product. To stay in business and keep 
healthy the deaier must have merchandise to sell. 
To us it seems basic that it would be far better to 
produce 100 Victory models and allocate them so 
that 100 dealers would have a unit to sell, than 
make only 75 which would leave 25 dealers without 
merchandise. 

We know that other manufacturers—the bulk of 
hardware manufacturers—are keenly aware of this 
phase of the problem and are definitely seeking 
ways of keeping as many dealers as possible sup- 
plied with at least some merchandise, even though 
they can’t meet all the needs. It is to the manu- 
facturer’s own good to follow this course. 

Very likely discussions of this sort will become 
purely academic in the very near future. Govern- 
ment control orders under consideration will force 
standardization and simplification in the interest 
of spreading available supplies as far as possible. 
Every manufacturer who decides to stop producing, 
rather than produce Victory models, certainly has 
every right to make that decision. 

But such a decision is not in the interest of the 
civilian population at large, nor is it a proper de- 
cision to make in consideration of the task which 
all of us face of keeping retail outlets functioning. 

While on the subject of producing civilian goods 
under wartime conditions, we should all be very 
appreciative of the tremendous job which so many 
hardware merchandise manufacturers are putting 
into efforts to continue to produce goods, despite 
the thousand and one obstacles that confront them. 
The dealers of the nation need, and deserve the 
very best of such efforts. 





Notes on “Price at 
Time of Shipment” 


There is a fast growing trend on the part of 
manufacturers and wholesalers to accept new or- 
ders only on the basis of “price prevailing at time 
of shipment.’”’ We have heard some dealers express 
resentment at this policy, claiming they were being 
forced to buy blindly. 

Certainly, doing business on “price prevailing” 
basis is not a happy way. But what is the alterna- 
tive? And, in all fairness, can a dealer say that he 
practices what he preaches? 

Under today’s business conditions, how can any- 
one guarantee a price, especially on future orders, 
and stay in business? The only way one could 
guarantee a price would be to set it so high that it 
covers every possible contingency, but this method 
would be most unfair. 

From our observation of the picture, blame for 
the use of this pricing method lies not with the 
manufacturer or the wholesaler, but rather with 
world conditions. And just as world conditions are 
being reflected in changes in all phases of our ac- 
tivities, so is it being reflected in pricing methods. 

Some of the complaints from dealers on this 
pricing method come with ill grace, for these very 
same dealers employ this identical practice in sell- 
ing many items. Your editor still recalls the post- 
war refrigerator he purchased. He made his deposit 
when the price was $240. Shipment was promised 
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in two months. It came four 
months later with a price tag 
ot $276, the price prevailing 
at that time and the dealer 
got that price. lt would have 
been unreasonable to ask the 
dealer to give us price pro- 
tection over that period. He 
would soon be out of busi- 
ness if he did. Manufactur- 
ers and wholesalers’ face 
much the same problem. 

In the coming period when 
your prime interest will be in 
getting merchandise into 
your stockroom, you will be doing yourself a dis- 
service if you establish price limits on your orders. 
If prices rise above the limit you set, you may lose 
your place on the order books while the necessary 
correspondence is undertaken to get your permis- 
sion to raise the limits on your orders. 

If a dealer will keep marking his prices up with 
each change in his buying price, he will not lose 
money on open price orders. This takes a lot of 
work, we know, but it is one of the unavoidable 
headaches that go with today’s conditions. 
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Random Notes 


Newest idea for speeding up inventory taking 
is the use of a tape recorder. A clerk takes the 
inventory and speaks the necessary information 
into a microphone as he moves from section to 
section. Then the tape is played back and tran- 
scribed in the quiet of the office or at home. Those 
who have used this technique report it to be con- 
siderably faster than the usual method. 

Managers of hardware sections of department 
stores and the chains have been showing a new 
interest in sales training over the past two weeks. 
The editors have received a number of requests 
from such sources asking for articles on store 
meetings and other sales training methods that 
have been published in Hardware Age. They are 
anticipating future salesclerk shortages and are 
going to get training programs underway. It’s 
a smart idea. Regular readers of Hardware Age 
will find a wealth of material in our pages for 
developing such a program. 

In looking over the photographs that appear in 
Hardware Age, haven’t you noticed the striking 
difference a tie makes on a man? An owner or 
sales person neatly dressed and with a tie has an 
appearance of knowing his job. You feel you can 
have confidence in his advice. The tieless clerks 
are difficult to distinguish from the customers. 

If you know a friend who is still dreamy-eyed 
about the Utopia represented by socialism, make 
certain he reads the article in a recent issue of 
Reader’s Digest entitled “What They Learned 
About Socialism in Australia and New Zealand.” 
The article tells how life and liberty in those 
two nations were slowly being strangled by 
socialism, and how their people finally awoke to 
their danger and, in one of the most dramatic 
political reversals of our times, threw the social- 
ists out of government. 
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THE LOCKWOOD BALL-BEARING DOOR CLOSER 
has ALL these ESSENTIAL FEATURES! 


Compare the new precision Lockwood Ball- 
Bearing Rack and Pinion Door Closer with any 
other leading make. On every point that counts 
most with users and buyers, the Lockwood 
Closer will pass with flying colors . . . proving 
the superiority of Lockwood's design and oper- 


FIT 


ating principle. ; 

Basic factors that make up the backbone of 
any door closer test are listed on 
the chart at the right. Use them 
to compare the Lockwood Ball 
Bearing closer to any other closer. 


BONA Se 


Item by item you'll agree: Lock- 
wood is far and away out front... 


SPP ES ee 


in efficiency just as it is in sales. 


EN 
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Make Your Own Comparison Test! 


Here are 10 basic features of design in the 
Lockwood Ball Bearing closer. Use them to ‘ 
make your own comparison between the 
Lockwood closer and any other make. . . . 














{Lockwood Any 
Ball-Bearing other 
Closer make 








HARDWARE MANUFACTURING CoO. 


DIVISION OF INDEPENDENT LOCK COMPANY e¢ FITCHBURG, MASS. 


. Ball Bearing Yes 
. Precision Ma- Yes 


- Minimum of In- Yes 


. Minimum Resist- Yes 
. Maximum Clos- Ves ’ 
. Oversized Shaft. Yes 
. Shaft and Pinion Yes 
‘notaed Ratcher, | + OS 
-. Patented Leak- Yes 


. Climatic (All 
Weather Liquid) Yes 





Shaft. 







chining through- 





out. 





ternal Friction. 




























ance to opening. 


ing Power. N 


in one piece. 


proof Gland. 








What’s BEHIND this test 
is important TO YOU! 


This comparative test will prove without doubt 
the superiority of the Lockwood Ball Bearing 
closer. But more than that, it will demonstrate 
to you why this closer performs in a way custom- 
ers can see and appreciate. . . why it lets doors 
open at a child's touch, almost as if no closer was 
mounted there at all . . . why it closes doors 
quickly and positively right down to the final 
click of the latch — with enough reserve strength 
to meet adverse conditions — yet gently and 
quietly so there is no unexpected sharp closing 
or slamming. 

This test arms you with a powerful sales mes- 
sage worth telling over and over again. Use it 
to back up your story of Lockwood superiority . . . 
with a net result of more sales than ever before! 


L-12 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


1951 to Bring Economic Austerity: 
Wage-Price Controls Lie Ahead 


An unfolding picture of an increasingly austere 
civilian economy greeted the hardware trade as the 
new year got underway in official Washington. Per- 
haps the tone was set by the fifth annual report to the 
President by The Council of Economic Advisers. 





For latest digest on priorities 
see page 168 of this issue. 





This report, reportedly endorsed by Defense Mobili- 
zation Director C. E. Wilson, warned the American 
public of higher taxes, income and excise, to put de- 
fense costs on a pay-as-you-go basis; blanket wage and 
price controls and ever-tightening production controls 
which will slash the supply of civilian goods. 

The National Production Authority gives concrete 
evidence of this speed-up in the control tempo with the 
orders on copper, cadmium, cobalt, rubber and packag- 
ing materials. The revised controls on inventories are 
only the beginning. 

Price and wage controls will be a part of the national 
scene as soon as the staff to administer them can be 
built up. The Economic Stabilization Agency recog- 
nized that its “voluntary” Dec. 1 freeze would not work 
beyond setting the pattern for future mandatory price 
edicts. 


OUTLOOK—Barring all-out war, The Coun- ' 


cil of Economic Advisers feels that living 
standards can be maintained even though a lot 
of substitute materials will have to be accepted 
by consumers. In two to three years, the Coun- 
cil notes, “it may be feasible to resume some 
gains in living standards even if the defense 
program remains high.” This optimistic out- 
look is based on an anticipated 25 pct increase 
in national output over the next five years. 





% 


ESA Sets Up 13 Regional Offices: 
Seen As Start of Price Network 


The operational framework of the price control 
organization was emerging as 1951 began with the 
announcement by the Economic Stabilization Agency 
that it had picked locations for its regional field offices. 
Administrative officials are to be dispatched to these 
cities at once and ESA hopes to have most of them open 
for business by the end of January. 
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Regional headquarters will be established at Boston, 
Mass. (for Me., N. H., Vt., Mass., Conn. and R. I.) ; 
New York City (for N. Y. and N. J.); Philadelphia 
(for Pa. and Del.) ; Richmond (for Va., W. Va., Md., 
D.C.) ; Atlanta (for Ga., Tenn., S. C., Ala., Miss. and 
Fla.) ; Cleveland (for Ohio, Mich., Ky.) ; Chicago (for 
Ill., Wis., Ind.) ; Minneapolis (for Minn., N. D., S. D. 
and Mont.); Kansas City (for Mo., Iowa, Neb., 
Kans.); Dallas (for Tex., Okla., Ark., La.) ; Denver 
(for Colo., Wyo., Utah, N. Mex.) ; San Francisco (for 
Calif., Nev., Ariz. and Seattle (for Wash., Ore., ldaho). 


In addition to these 13 regional offices, whose work 
will be largely administrative, the ESA plans to set up 
two branch headquarters. These will be located in Los 
Angeles and Detroit. 


OUTLOOK—Work of regional offices will be 

largely to boss the numerous district offices 

4 which will actually handle controls on the local 
levels. The total and locations for district 

offices are still in the paper stage and cannot 

be set up until regional offices are established. 


Builders, Other Hardware Items 
Hit By New Ban on Copper Use 


The first materials order to cut deeply into hard- 
ware stocks will be Amendment 1 to NPA Order M-12, 
which forbids the use of copper in the manufacture of 
a long list of items, effective March 1. 

The amendment does not change the basic limita- 
tions of M-12 which impose a general cutback in non- 
defense use of copper. It does establish a specific list 
of nearly 300 items which may not contain the metal 
except for functional parts, but it does not ban the 
manufacture of items as such. In other words, substi- 
tute materials may be used. 

The prohibited list includes hinges, locks and other 
builders’ hardware, pipe, drains and fittings, screens 
and moldings, nails and siding, water tanks and heat- 
ers, and other building materials furniture and fixtures 
including cooking utensils and appliances, bicycles, 
miscellaneous hardware including cutlery, shears and 
toys and scores of other items. 

However, builders’ hardware, building materials and 
snap hooks can contain copper “where the properties 
supplied by copper are essential and satisfactory sub- 
stitutes not available.’ This means for functional 


(Continued on page 164) 
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1d heat- 
fixtures 
yicycles, 
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Master Jock Company, Milwaukee, Wis. © Woré"2 Keading Padlock Manufactérn 
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LATEST 


Mail Plate 


Draft free design mail plate with 
openings large enough for maga- 
zines. Double gravity drops are 
used over the openings of both the 
outside and inside of the door. 
Mail plate is finished identically on 
the inside and the outside. Styling 
of the plate harmonizes with most 
any hardware design except Old 
Iron patterns. Mail plate is avail- 





able in polished brass and bronze, 
dull bronze and nickel and chrome. 
National Brass Co., Grand Rapids, 
Mich. 


Murray Fan Line 


Murray ventilating fan line for 
1951 includes four fans. A 20 in. 
portable home installed window 
fan with life-time lubricated bear- 
ings, Torrington patented balanced 
blades, direct drive motor in vari- 
abie horsepowers, two speed con- 
trol and removable — screen-grill 
guard. The 24 in. window fan. 
duplicate of the 20 in. model, ex- 
cept larger motors are available 
and it is belt driven rather than 
direct. The 24 to 48 in. vertical- 
mount horizontal draft attic far 
features extra heavy gauge metal 


i2 


INFORMATION ON NEW 





welded construction; deep pitch 
blades and mass air movement. The 
lie-down, low space installed hori- 
zontal mount, vertical discharge 
fan comes with the same features 
as the vertical mount attic fan. The 
Murray Co. of Texas, 3200 Canton, 
Dallas, Tex. 


Plaid Sports Cap 

Plaid cap for men, women and 
children with solid crown panels, 
Texon visor with plaid underbrim. 
Model 441 made in small and large 
sizes with shirred elastic back. The 
Brearley Co., Rockford, IIl. 





PRODUCTS AND SERVICES 





Universal Sockets 


Five Proto universal power 
sockets and a universal joint em- 
ploy a ball type coupling. Designed 
for pneumatic or electric power 
impact wrenches with 1% in. square 
drive but are equally serviceable on 
adapter equipped 5, and *% in. 
drive wrenches. Advantages in- 
clude: Smooth operation at all 
angles; only one pin needed; use 





of pin retainer ring permits quick 
replacement of any part. All 
sockets use same size driver end, 
spring, pin and pin retainer ring; 
each socket has minimum break- 
over of 35-37 deg. Plomb Tool Co., 
Los Angeles, Cal. 


Fishing Lure 

Tony Accetta nylon skirt lure 
designed for extra and replacement 
bucktails, feathers, rinds. May be 
used alone when rigged as a fly. 
Lure is efficient with panfish, 
trout and mackerel. Each nylon 
fiber quivers and glistens—in ac- 
tion. Tony Accetta & Son, 890 E. 
140th St., Cleveland 10, Ohio. 
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Cased Steel Tape 


Lufkin Leader steel tape encased 
in maroon Vinylite plastic. Case 
resists water, will not stain or 
scuff. Has roller type throat, flat 
stainless steel edge band flush in- 
set and name plate. Nickel plated 
winding mechanism has folding 
plush handle opened by push pin. 
Markings are bonded to the steel 
line and sunk below the surface. 


TTT 
rn 
: = 

lal 





In 25, 50, 75, and 100 ft. lengths 
with standard or hook ring. The 
Lufkin Rule Co., Saginaw, Mich. 





Telescope Sight 

Mossberg f-power telescope sight 
that can be used in, either the high 
or low position. New scope fea- 
tures a heavier constructed mount, 
a casting, than previous models. 





te cet ele HDL me 
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FOR THE HARDWARE DEALER 


in hardware merchandise. . 





Lense surfaces are hard coated; 
equipped with internal adjustment 
feature. This scope replaces the 
5M4 for low mounting and the 
8M4 for high mounting. It fits 
most every rifle make up to 25-30 


caliber. Retail: $9.95. O. F. Moss- 
berg & Sons, Inc., New Haven, 
Conn. 


improved Paint Roller 


Lonel, pile fabric made of dynel, 
is employed in the construction of 
an all-purpose paint roller. Almost 
all types of paints can be applied 
with this roller, including rubber- 
base, water-thinned paints, enam- 
els, aluminum. Lonel does not mat 
or slip with resin-emulsion paints; 
cleans easily and is uniform. EF Z 
Paintr Corp., 4817 N. 124 St., But- 
ler, Wis. 


Aluminum Nail 
File grip aluminum asbestos sid- 


ing nail with spiral threading. 
Nail is free from notch fractures 





and is capable of efficient holding 
power even after partially with- 
(Continued on page 144) 















TO HELP YOU 


SELL 


AND OTHER DEALER 
SALES Http 








Garden Tool Salesman 


Disston garden tool counter sales- 
man No. 434 constructed of wood. 
Includes one each of four models 
of hedge shears, three types of 
hand pruners and four types of 
grass shears. Display occupies little 
more than one sq. ft. of counter 
space. Assortment costs dealer, 





$17.02. Retail value: $25.44. Henry 
Disston & Sons, Inc., Philadelphia 
35, Pa. 


Screw Catalog 


Continental Screw 1951 catalog 
contains the ASA B18.6 standards 
now in effect. Every table of head 
dimensions lists both slotted heads 
and Phillips recessed heads. The 
tapping screw section includes all 
such information in one _ place. 
Both these features appear for the 

(Continued on page 157) 
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Source: Dept. of Comm. 


Holiday Sales Spurt 
To Overcome Slow Start; 
May Approximate 1949's 


After getting off to a very slow 
start, the Christmas selling sea- 
son showed sharp improvement in 
the pre-Christmas week, with some 
sections reporting record-breaking 
volume. 

While final figures on the full ex- 
tent of this buying spurt are not 
available, they are expected to com- 
pare favorably with a year ago. 


Despite forebodings of wartime 
shortages, there was little evidence 
of anticipatory buying, but rather 
it seemed to follow the usual pat- 
tern of buying for gift-giving. 

Large department stores have 
made big post-Christmas promo- 
tions suggesting that they felt it 
desirable to turn over merchandise, 
especially in soft goods, rather than 
to hold for anticipated shortages. 
While inventories in most retail 
outlets are still sizable, there does 
not seem to be any let-down in sell- 
ing efforts. 

Meanwhile, the effects of the war 
years on the make-up of the retail 
hardware trade was revealed in 
new data released by the Census 
Bureau, on the 10-year Census of 
Business. 

In addition to indicating a 296 
pet gain in sales over the previous 
Census of 1939, the new data, ap- 
pearing on P. 194, shows some in- 
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Oct. The Dollar | 
1950 


As Measured 
by Consumer 


(1935-39 — 100) | 


Hardware stores raised volume 296%, in one 


decade . . . Nearly one-quarter more stores 


in business in 1948 .. . California sells more 


than Ohio or Pennsylvania, New Census Shows. 


teresting realignment of states, on 
hardware sales. 

While New York remains the 
No. 1 state in sales volume, Cali- 
fornia has moved from fourth to 
second place. 

The ESA price roll-back has had 
little effect at the retail level, other 
than to add confusion to an already 
confused picture. Pending clari- 
fication of the price freeze, most 
retailers are following the histori- 
cal procedure of keeping prices in 
line with customary margins based 
on wholesale prices. 

Latest data shows that manufac- 
turers’ sales, in November were 
kept at the October rate; Unfilled 
orders and inventories continued 
to rise. 


Purchasing Agents Expect 
Pinch in Civilian Goods 


Will Be Felt in March 


A fairly high output of civilian 
goods should come from factories 
during January and February, as 
in-process inventories are used up, 
according to the latest business 
survey of the National Association 
of Purchasing Agents. This sur- 
vey indicates that a pinch in ci- 
vilian goods will not be felt until 
March. 

The report was doubtful that 
accelerated defense orders could 
be placed in production in time 
to take up the expected slack in 


(Continued on page 194) 





Hardware Store Sales Tripled In Ten Years New 
Census Data Shows; 5527 More Stores in 1948 


The hardware stores of this 
country tripled their dollar volume 
in the decade between 1939 and 
1948. 

Hardware store sales in 1948, 
according to final Census of Busi- 
ness figures released by the Bureau 
of the Census amounted to $2,494 
million. This was 296 pct greater 
than the $629 million figure for 
1939, the year the last Census of 
Business was taken. 

This is the very latest informa- 
tion on hardware stores. It is the 
first time since the last census was 


taken in 1939 that data has been 
available on hardware store dis- 
tribution, payrolls, number of own- 
ers, employees, etc. 

Likewise, there was a marked in- 
crease in the number of hardware 
stores between the two latest Cen- 
suses of business. In 1948 there 
were 34,674 hardware stores in the 
United States compared with 29,147 
in 1939—an increase of 19 pct. 

Establishments classed as hard- 
ware stores are those primarily en- 
gaged in selling a number of basic 

(Continued on page 192) 
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Nationally Advertised 


FAIR TRADE Contract Price 
5] oe 


went athump OF 
rS” Guaranteed by 
Good Housekeeping 
wor as ADVERTISED SS P 











@ Women who have tried the MET-L-TOP 
sit-down way of ironing say: ‘“‘I never realized there would be 
such a difference. It’s so restful!’” The word is going around 
...a big new replacement market is open... every home is 
a prospect and every day more and more women are asking 



























These “Speed-Top” MET-L-TOP models 









for the... 


IRONING TABLE 


In MET-L-TOP you not only have the sales prestige of the, 


“Big Name” in ironing tables, but the advantage of more features 


that women want. You can sell “‘the difference’ . 


difference’’ that clinches sales. 


. and it’s “‘the 


HERE ARE SOME of the BUY-APPEAL FEATURES 
YOU CAN POINT OUT to CUSTOMERS 


@ Easily-Operated Touch Con- 
trol Lever—Convenient finger- 
touch control is located just under- 
neath the table edge... 


ly adjusted to the right height to 
avoid back and arm strain. 


@ Double Top is an_exclusive 


























give you a complete line of outstanding 









ADJUSTABLE-HEIGHT MODEL 


This famous MET-L-TOP Ironing Table is easily and 
quickly adjustable to seven different standing positions. . . 
just the right height for short, tall or medium women. Has 
the many features that have made MET-L-TOP famous 
.-including exclusive double-top with hollow channeling 
- all welded and riveted construction ...mo screws or 
bolts, no annoying squeaks or wobble, and many others. 
Nationally Advertised FAIR TRADE $ 1 095 
Contract Price, 
@ NON-ADJUSTABLE MODEL: For women of 
average height, this model is the ideal ironing table. Has 
all the features of the adjustable-height model, except 











eee 





farm a 

ironing tables | Cream 

s i T- ( [- = 4a \ dipped 
Ls ¥ zinc t 

- meio 





I : - 20 grop MET-L-TOP feature. Two sheets height adjustment. Should be tested to make sure that it . | 
My a wate pak pak eter gy apse — is the proper height for the customer. The advantages of i Line o. 
inches, made instantly. Seichien—Aate ‘15 = 54 inches ng Ano —_ ge tiga model, when needed, are well worth S trade. | 
Automatic Safety Lock: This Self-Leveling Front Foot al- . di . and 
ingenious, self-operating feature gs keeps aa eae level. The Nationally Advertised FAIR TRADE $995 = 
locks the table at the lowest posi- wide sturdy feet rest firmly on Contract Price, tomer s 
tion. Table cannot collapse acci- floor... will not tip, wobble or li : 
dentally. creep. Rubber tipped feet protect ine, in 
Extra Comfort: This new floor. kettles. 
MeT-L-ToP provides the extra Non-Snag Construction, ry 
comfort of sit-down ironing. For smooth, rounded metal parts, Re popular 


stand-up ironing the table is quick- 


by GEUDER, PAESCHKE*& FREY CO. 


Milwaukee 1, Wisconsin 





See opposite page for more of the wide G. P. & F. Line 


sturdy, rigid tubular legs. 















for extra profits 


feature MET-L-TOP tai- 
lored-to-fit pad and cover sets. 





Visit us at Booths 416 and 418 
National Housewares and Appliance Show 
Navy Pier, Chicago, January 18-25 
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ADD TO YOUR PROFITS 
° By Stocking These Items 
From the Wide G.P.&F. Line 


@ For over 70 years, American 
farm and city homes have used and praised G. P. & F. 
Cream City Galvanized Ware. Individually hand- 
dipped . . . every seam and crevice is sealed with molten 
zinc to protect it against rust and corrosion. Special 
metals are added to give the finish an attractive spangle. 
J 




































Here are just a fow leaders 
in the Cream City Line 











@® The Cream City Tinplate 
Line of Dairyware is a profit line for the hardware 
trade. It’s complete in items that are well constructed 
and easy to clean. Gives you quality that creates cus- 
tomer satisfaction. There are a variety of items in the 
line, including pails, strainers, cream cans and milk 
kettles. The pails and strainers are available in all 
popular sizes and price ranges. 










———— 


See opposite page for more of the wide G. P. & F. Line 
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v7 § YOU CAN TELL 
A GOOD. 
ELECTRIC DRILL 




















If it’s a JACOBS 


It bears the name...look for it! 


Jacobs Plain Bearing Key 
Chuck the most widely used drill 
hu n the world. You can trust 


alma ole MA Asloh Malet Modal 2 


Jacobs Rubber-Flex ¢ 
Hex-Key Chucks on , 
home workshop power r r 
ifololh wm olgek 1 that their | 
nakers put quality first ; 


Jacobs Rubber-Flex 
Hand-Tite Chuck. 
Ons piece RUBBER 
FLEX jaw assemb 
holds tools tru 

tight. No loose jaws or 


springs 


iF IT’S A 








ew 





If HOLDS... Business for You 


Cire YOu! 


Your portable electric tool prospects, among 
the 8,100,000 readers of POPULAR MECHANICS 





and POPULAR SCIENCE, are being 
constantly reminded that the makers j \ 
of the best portable tools insist on Jacobs Chucks. \ / 
/ 
YOU KNOW IT ~/, / 
oo 


** JACOBS CHUCKS’’. You see it, too, in the 
leading toolmakers’ national advertising. You have 
probably used it in your own local advertising. 


. 

High upon the ‘‘spec’’ sheets of the best ty, 
portable electric tools, you always see \ Z 

3 

K 

5 

¥ 

4 


So keep looking for and talking about this 4 The 50-ft. 


time-tested ‘‘ quality ’’ sales-point when 
q y P 


7 
you order and sell portable electric tools. Week Ho 
It’s a sure way to keep a firm grip on your displaying 
customers. The Jacobs Manufacturing Company, easy displa 
West Hartford 10, Connecticut. Package is 
its sale at 
| M i 
IFIT’S A peecnandl 
coils of ho: 
4 or as many 
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/ Creates Greater Store Traffic! 


Hardware Week Boom! 


% Sells More Profitable | 


| 1 | 
‘ gan Swan Garden Hose! | 


SINGLE BRAID GREEN 
GAROEN HOSE 

@ Full %e Inch inside Diometer Hose 

© Reintorced with Stiong Body of Hose Yorn 

© Beauntyl Urven Corrugated Lover of Notua! Rubber 


2 Makes Your National a 
| 





NO. |COLOR|} SIZE PACKAGING SHIPPING UNIT wT. 





107 | Green | Full | 50-ft. coil coupled | 5 coils per 250-ft. carton | 70 Ibs. 

















































% 5 SWAN Hose Holders 5 lbs. : 
Inch TOTAL 75 \bs. 
4 Never before has any garden hose manufacturer made a spe- ‘ 
HANICS cial effort to help hardware merchants sell more garden hose 4 
during National Hardware Weck! . | 
‘huck Now Swan leads again with a ‘‘Package’’—designed cspe- ‘ | 
S. } 
we cially for the 1951 National Hardware Weck. This pack- 
age consists of: 
1. A HIGH-QUALITY 50-FT. LENGTH of full %-inch 
inside diameter Swan Single Braid Green Garden Hose, 
in the equipped with genuine solid brass MAXIVOLUME 
ouhave | coupling, plus— 
- 2. A STRONG ALL-METAL SWAN HOSE HOLDER 
3 The 50-ft. coil of special Swan Green National Hardware —a handy, practical item which makes it casy to safely 
| Week Hose is individually packaged in a colorful self- stow garden hose out of the way on the wall of the 
, ' displaying package which holds it securely upright for sitacianitiaias oe 
npany, g casy display in windows, on floors, or counters. 
‘ Package is NOT marked in any manner which would prevent 
4 its sale at regular prices after National Hardware Week. 
| Merchandise will be shipped in a carton containing 5 
coils of hose and 5 Swan Hose Holders. Order one carton, 
OF as many as you like! 
% 
: ORDER YOUR SWAN 
Z _— - . 
\ uf 
‘rai National Hardware Week Package’ through your - A/44/C Jobber Today! 
0 
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ORDER THESE 


4 yy R 
| 
| 
| you 
8 Swart s 
WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE ] 
(Gad DOUBLE BRAID GREEN 
Guaranteed in writing 15 years 5 
OCras SINGLE BRAID RED 
Guoranteed in writing 10 years ™ 


(cease SINGLE BRAID BLACK 
Guaranteed in writing 5 years 

























‘ 









Otoase SINGLE PRAID BLACK ‘ 
tjte Mie. TUR " SWAN HOSE SAMPLES 
Order this Swan retail sales tool today. Holds a sample six-inch 
length of each style and color of the Swan line. Colorful 
label attached to each sample gives pertinent sales fact. Helps 
Sarancld Onsen adap salesmen answer customer questions, and sell more Swan 
Hose. Order by code number through your Swan Jobber. 


(O@AGH SINGLE BRAID GREEN 
Style No. 100 


ScawidZd RED %-IN. DIAMETER 


Guoranteed in writing 10 years 





Oca GREEN 's-IN. DIAMETER 
Guaranteed in writing 10 years CODE NO. Y-100 





ALE RED ‘s-IN. DIAMETER 


Gvoranteed in writing 10 yeors 





(Scoraee PLASITE — ALL PLASTIC 
Guoranteed in writing 5 years 


Sterane INDUSTRIAL HOSE , ? 
hy Guin 
’ S 70 pe 
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Aid pu * wen 
TAN SINGLE OF 
swan Sack 


VIC 


— sells 
This colorful 4-page folder{® prefer 
complete story on Swanit @ 
Plasite—Swan’s new all-pit than 


hose. Ideal for stuffing a bined! 


asive: 


CODE NO. S# 


or direct mailings to yout 

CODE NO. X-6 tomers and prospects. Ord 
code number through ® 
Swan Jobber. 


Swan’s over-the-counter card helps clerks 
and retail salesmen sell more Swan Hose. This full color 4-page de 
Shows customer why it pays to buy the tells the complete story of 
best. Order by code number through your Neoprene-Covered rubber 
Swan Jobber today. Order by code number th# 
CODE NO. your Swan Jobber today. 
X-4 


SWAN RUBBER COMPANY: BUCYRUS, OHIQ = “°"'’*oF CarveN Hose 
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Remember this in planning 
your 1951 garden business: 













has made 










—< MORE PROFITS for 
re Se MORE DEALERS for MORE YEARS 


+ than any other 
plant food! 


A PRODUCT OF SWIFT 








| sell these two com- 
‘panion products: 


End-o-Weed 





Vi GORO sells faster 


— sells easier — because it’s 
age folder") = preferred by more people 





ODE NO. 











| 
: | 
on Swanitt afia 
aw an than all other brands com- End-o Pest Improved lawn weed 
uffing enve bined! All-purpose dust that {| control that kills over 
ys to —_ provides the 3-way pro- | 100 different 
pects. Or tection every garden I! ,; , 
through © *There is only one VIGORO “nee a | kin . s of 
. the trademark for Swift Bi | weeds! 
& Company’s complete, bal- | 
 4-page ; anced plant food. a 
e story of & 
ed rubber 


ane Presented by s W Hi F T & C Oo M PA N Y 


Plant Food Division, U. S$. Yards, Chicago 9, Illinois 
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Famous- 
Gimbel’ 
Macy's 
Maison 


Get easy profits now while the DUST-STOP i oN irene 
Air Filter season is booming. People who forgot 7% J NG Stix, Bae 
filters in the fall want ’em now. Others are ready af \ : : ve iy 
now to buy their second filter replacement for y | 
cleaner homes, better heating, lower fuel bills. 

Displays, stuffers, post cards are available to help 
you cash in on DUST-STOP, the nationally adver- 
tlsed, fast-turnover air filter. Ask your wholesaler for 
them. Or write Owens-Corning Fiberglas Corpora- 
tion, Department 38-A, Toledo 1, Ohio. 


It pays to push the original... 


OWENS-CORNIN 


FIBERGLAS 


*DUST-STOP is the trade-mark of Owens-Corning Fiberglas Corporation for impingement-type air filters made of glass fibers. FIBERGLAS 
is the trade-mark (Reg. U. S. Pat. Off.) of Owens-Corning Fiberglas Corporation for a variety of products made of or with glass fibers. 
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MILLIONS OF HOUSEWIVES DEMAND 


— WET MOPS! 
Pe 


0 ew™ 


| oY v ITY MOP... Ana” 
| BY cH, ABSORBENT. TOP-QUAL eo wet piv 


ssoer OUSEWIFE S$ BUDGET at $2.39 and $ 


E 
ow so. : qve wi P 
Sian ce QT A SPONGE OR | 
Carson, Pirie, Scott Co. _ 


D. H. Holmes Co. 










Eat 




















Famous-Barr Co. Mee ' 
Gimbe'’s = SATISFY THIS DEMAND! ~S™ sales 
Macy’s = New pr ofits! 






Maison Blanche 
Marshall Field & Co. 
Stix, Baer & Fuller Co. 
The H. & S. Pogue Co. 






\ 





Largest consumer advertising campaign in our 


/ 


history for ‘51 





ERE 






. New, handsome display 










hn dt aaetienn in racks and merchandising aids. SZ 
The May Co. ah 
ipo Immediate delivery with guaranteed : 








dependable future supply. 
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REPLACEABLE 
HEADS 
MEAN 
REPEAT 

BUSINESS! 
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Trade Discounts 
Insure Large Profits 


ORDER YOUR STOCK TODAY | 


Contact your jobber or write 


CONSOLIDATED MFG. CORP. 


(New manvtacturers of Squeez-Ezy mops) 
2801 FRENCHMEN STREET, NEW ORLEANS 22, LOUISIANA 


hh a MILLION satisfied users! 


23 
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[e's Choice: 
the Leo , a 
<<< Cc 


made in Lo5. 
and in a] 
NEW YORK CITY ; 


NEW ENGLAND 


/ 


a 


\ “PULSE” SURVEYS § 

_ a 

MADE_IN TWO i 

MAJOR MARKETS 4 
4s 


SHOW THAT f= e 





fs! 
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Jf 


OVENEX § 


9 out of 
nary tin 
ately th 
sticking, 


OVENEX ¢ 


Display i 
On your 
tells its | 


seams, s 


Colorful O 


Brightly | 
items de! 
tomers. 


EKCO PF 
1949 N. ¢ 


Mm BOTH Markets roma € 


Sold at Fair Traded prices The Beacon Co., Boston 30, Mass. 


~— _ in the 45 states that have Fair-Trode Lows 


. and 
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“SS —— Sweetheart Cake Pan 


Upside-Down Cake Pan No. 165 
No. 180-S 












-Teaturs 


1 | Py ae 







Surprise Cake Pan Set 
No. 718 
(individually boxed) 












Cook 'N Carry Pan yo 
No. x833 





a 
a 
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Coffee Cake and 
Upside-Down Cake Pan 
No. 1181 


9 out of 10 women pick OVENEX over ordi- 


nary tinware. Customers recognize immedi- 


ialty | 
ately that OVENEX means faster baking, no Specia ty tems 


sticking, easier cleaning. 













y Square 
Prepared Mix P 
No. x630 






OVENEX Sells Best 





Round 
ae Prepared Mix Pan 










OVENEX Quality Stands Out! 





Magic Cake Pan Set 
ay \ No. 777 
; } (individually boxed) 





Display is your best salesman—with OVENEX. 
On your counters, in your windows, OVENEX 







Shortcake Berry Pan 
No. 218 


tells its own story of better design, tighter 












seams, special shapes and sizes. 


Colorful OVENEX Labels Show Uses! 


Brightly colored labels on OVENEX specialty 
items demonstrate OVENEX uses to your cus- 
tomers. Dress up your displays, too. 












- 

EKCO PRODUCTS COMPANY 

F 1949 N. Cicero Ave., Chicago 39, il. 
; 
the biggest name in housewares Tubed Spring Form 

° Mo. 343 
s. 

...and a full range of AN Deep f aS /) J Bread or 
f 11, 1951 Of 


° ¢ Pie Biscuit 
ist selling staples, of course U J Plates (ye ff Pars Sheets y Ki Pans 
sd 






























oo 





Oxco makes a wide line of Spring clean-up brushes 


Oxco's 


and your customers’ 
brush-needs! 


“DUOFOLD” WRAPPER > 


sevwour asm me 
a” SEN 





including kalsomine, whitewash, smoothing, roof- 


ing and painters’ dusters. 


There’s a size and style 


for every customer’s need—for home or professional 
use, at a price to fit every customer’s pocketbook. 
And Oxco’s Spring clean-up brushes are backed by 
Ox Fibre’s 66 years of experience in the manufacture 


of quality brushes. 


Make a note to get the details and prices from your 
jobber now. Order your supply soon and be ready 
when the warm Spring weather fires your customers 


into “‘fixin’ up the old place’”’ 


Oxco brushes 


Be sure to specify 
accept no substitutes. 











KALSOMINE BRUSHES 


Filling materials include black China bristle, sterilized 
black and bleached horse hair, bleached and un- 
bleached white and light grey tampico fibre, as well as 
various blends of these materials. Lacquered seasoned 
hardwood blocks and handles—nickel ferrules. Sizes 
from 6” through 8”. Packed in unique ‘‘DUOFOLD”’ 
wrapper for long life and counter display. Ask about 
the Kalwash Assortment. 


WHITEWASH BRUSHES 
Filling materials, he te 
blocks and handles 
similar to kalsomine 
brushes with several 
blends available. 
Sizes from 6” up to 
8”. Ask about the 

















PAPER HANGERS’ 
SMOOTHING BRUSHES 








Stiff sterilized black horse hair, white tampico 
fibre and black plastic bristles. 


wood handles finished in natural lacquer. 





OX FIBRE BRUSH COMPANY, INC. 
lablcshet 


FREDERICK &, 


/SS4 


Seasoned hard- 


MARYLAND 


ROOFING 
BRUSHES 


Filling materials 
include grey and 
white tampico 
fibre. Seasoned 
hardwood 
handles. Ask a- 
bout the spe- 


cially packaged 


Tarboy Roof 
brush. 








MR. JOBBER 


White Way Assort- 
ment. 





PAINTERS’ 
DUSTERS 


Sterilized black 
horse hair and 
tampico blends. 
Seasoned hard- 
wood handles. 











How’s your inventory of Oxco kalsomine, whitewash, 
smoothing, roofing brushes and painters’ dusters? Better 
check it now—while there’s time. Then call in your 
friendly Oxco representative—he’s an expert on brushes 
and he has all the facts in Oxco’s colorful catalog and 
price list. 
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/ay GUN'S NEVER RUSTY | TO PREVENT RUST —~ MY REEL RUNS FREE LUBRIPLATE -~ 
( THE ACTION !15 QUICK, AND LUBRICATE, ) MY CASTING’S GREAT, THE HOUSEWIFE'S DREAM, 
'\use LUBRIPLATE NOTHING'S AS GOOD _ | LUBRICATE 7 CHASES SQUEAKS, 
\ AS AN OIL, AND AS A SLICK AS wey y i LUBRIPLATE AND IT'S WHITE AND CLEAN 
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2 a LUBRIPLATE 


0 \The white, clean, semi-tluid lubriearit that stays put! 














“NOT AN OLD 
FASHIONED OIL THAT 
RUNS OFF AND 

GETS GUMMY! 
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| ATTRACTIVELY PACKAGED 
‘ IN COUNTER DISPLAY CARTONS 
“A” TUBE— %: x 3% inches, for hunters and fishermen. 
1 doz. or 3 doz. to counter display carton. 


“B” TUBE—1x6 inches, for general household and sporting \" Fed gal’ 
uses. 1 doz. to counter display carton. / 3 


“C” TUBE—2x8 inches, large economy size for outboard 
motors and all other uses. Individually boxed, display 
easel on request. 


NATIONALLY ADVERTISED TO 
46,358,721 SPORTSMEN, HOMEOWNERS 
AND HOBBYISTS 


IN THEIR FAVORITE MAGAZINES POST at = LI] F E) bw 
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RED HEAD 


First in the field 
FAVORITES in the store 


es 


' 

if 
ee 
f 

: 


Over 90 years of craftsmanship and merchandising experience 
makes RED HEAD your quality assured complete line of Hunting 
Clothing and Accessories. All star features and fabrics skillfully 
meet every demand of experienced hunters. The RED HEAD 


"'Duck'’ gets immediate consumer acceptance everywhere 
like cast 


To build greater than ever profits for you, RED HEAD again is & Seon er to set 
ee (3) Acct 


backing their dealers with consumer advertising that blankets 
the market at the peak selling season. Feature RED HEAD and 


you build customer confidence and repeat sales 


RED HEAD Qin 
BRAND COMPANY 


4300 W. BELMONT AVE., CHICAGO, ILL. 
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96 Exclusive Shakespeare Howald Frocess fiber blass 
WONDERODS fi Al pes ot lishing! 


BAIT CASTING 
WONDERODS 


Bait casting Won- 

8 with exclu- 
sive 1-2-3 Zone 
Action: (1) Fast tip 
action for bullet- 
like casts; (2) Pow- 
er to set the hook; 
(3) Accuracy made 
easy as pointing a 
finger with Tru- 
Aim double offset 
handies. Four 
Series: 


WHITE—De Luxe 
& Super Deluxe 
$18.50 to $27.00 List 


AMBER-—Standard 
Series $12.50-$19.00 


SEA GREEN—S ‘yy 


Series $9.75 &$ 


= 


FLY FISHING 
WONDERODS 


By any standard 
of comparison, Fly 


power, brilliant ac- 
tion, are the finest 
fly rods ever built. 
We have never n 
able to meet e 
demand for these 
superb fly rods, so 
place your 1951 
order early. 


FLY FISHING 


WONDERODS 
$25.00 to $55.00 


LOOK TO THE LEADER FOR ALL THAT'S NEW 


oy, 


© 1950 Shakespeare Co. 


RODS -« 


4 
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SPINNING 
WONDERODS 


Shakespeare now 
offers three pop- 
ular spinning rods 
including a 2-piece 
model for onaping 
only, a 2-pie 

combination (fiy 
and spinning) and 
a i-piece model 
with detachable 
handle—a range of 
models for lures 
from \% to % ounce. 


SPINNING 
WONDERODS 
$20.50 to $41.50 


LINES « 


SALT WATER 
WONDERODS 


Powerful, action- 
packed 
rods for such pop- 
ular fish as salmon, 
tarpon, bonefish 
albacore, channel 
bass, stri bass, 
sailfish! de jer, 
ing. and boat fish- 
ng. light ened cast- 

, squidding, 
cad ling and bot- 
tom fishing. 


SALT WATER 
WONDERODS 


$13.90 to $44.00 


BAITS 





F.. 1951 Shakespeare offers you 46 genuine 
Howald Process Fiber Glass Wonderods—for 
all types of fishing, fresh and salt water. Now, 
with so many genuine Wonderods, priced so 
low, there’s no need to sell your customers a 
substitute or inferior imitation. There are doz- 
ens of these, but only ove genuine Wonderod, 
made by our own exclusive Howald Process 
—hundreds of thousands of parallel glass fibers— 
strung under tension, and DOUBLE bonded! 
Wonderods, containing up to 50% more 
actual glass fibers, are never ground to taper 
as are molded glass rods. The taper is con- 
trolled as the rod is formed—giving greater 
strength, positive uniformity -and that fast, 
live, brilliant Wonderod action that no other 
rods can match. Stock and sell WONDERODS— 

for faster turnover, 

better profits, 

great customer sat- 
’] isfaction. 











—_—— a ee ee ae ew ee ee 

r | 
t 

: SHAKESPEARE COMPANY ) 
5 Dept. HA-11, Kalamazoo 2, Michigan rl 
‘ Rush new 1951 Shakespeare trade catalog and 1 
i free cutaway sample showing Wonderod con- 5 
| struction to: i) 
‘ t 
: Name : 
t | 
' Address ’ 
' 

: City, Zone State i 
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LV 408779 Deverdable instrument 
for civilian defense! 





Safe, dependable, portable light is 
a “‘must’’ for the emergencies 
of civilian defense. 


Ray-O-Vac flashlights are precision 
built to assure top performance and long 
life under the most difficult conditions. 


Examine the outstanding construction 
features shown in this cutaway 
illustration. 


Famous Ray-O-Vac LEAK PROOF 


Flashlight Batteries 


Give you power that is Sealed in Steel for 
“Light When You Need It!” 


Only Ray-0-Vac has the 
“‘Added4—WorthMore”’ 


1. Steel top 
2. Steel bottom 
3. Multi-ply insulation. 


Many layers of protec- 
tion against corrosion. 


4. Steel jacket. This com- 
pletes an air-tight seal, 
to stop corrosion and 
keep the battery fresh 
and powerful. 


They Stay Fresh— 
They Are Not Dated 


*GUARANTEE on every Ray-O-Vac 
Leak Proof: “If your flashlight is dam- 
aged by corrosion, leakage or swelling 
of this battery, send it to us with the 
batteries and we will give you FREE 
a new, comparable flashlight with bat- 


5) teries.”’ 


OVER ONE BILLION SOLD 





























] Polished ground glass 
lens. 


2 Reflector channel insu- 
lation to prevent shorting, 


3 Scientifically designed 
parabolic reflector coated 
with pure silver on nickel- 
plated brass. 


4 Reflector retainer ring. 


5 Westinghouse pre- 
focused bulb. 


6 Shock absorbing 
spring bumper-block. 


7 Battery contact finder 
for easy loading. 


8 Solid brass contact 
strip. 









FLASHLIGHT ga 
BATTERY 4 9 Phosphor-bronze con- 
Sees tact member assures posi- 


tive contact, 




















if 


10 Three position switch 
with flasher button. 


MMM Ml 


1] Insulating tube for 
added protection against 
corrosion damage from 
ordinary batteries. 


12 Heavily chrome plat- 
ed corrugated barrel for 
added strength, beauty 
and durability. 


cL 


13 Equipped with Ray- 
O-Vac LEAK PROOF flash- 
light batteries for guaran- 
teed flashlight protection. 


ULL 

















4 Special steel contact 
spring. 





15 Streamlined for added 
beauty. 


RAY-O-VAC COMPANY e MADISON 10, WISCONSIN 
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AVAGE NATIONAL ADVERTISING 
BUILDS Present & Future BUSINESS 


FOR YOU! 


For more than a half-century, our consistent national advertising 








has told and sold the merits of Savage and Stevens shotguns 
and rifles to the shooters who are your best arms customers. 
Today, the demand for these models has reached a new high. 
Our consistent, hard-hitting advertising is your assurance that 
this demand will continue to grow in the future. 


In 1951, we’re planning more sales messages than ever, through 
the pages of the outstanding national consumer magazines. 
Sportsmen .. . hobbyists . . . youngsters and particularly rural 
shooters — we'll reach them all, in the magazines they read 
each month. 


Your Savage, Stevens and Fox sales prospects are bright for 1951 
— and for years to come. Savage advertising will keep future 
demand up — where it means real profit. So stock the “First in 
the Field” line. There’s a shotgun or rifle for every shooter and 
every kind of shooting — at low cost. 


SAVAGE ARMS CORPORATION, Firearms Division Chicopee Falls, Mass. 


--- PRE-SELLING YOUR BEST PROSPECTS 
F flash- IN ALL FOUR FIREARMS MARKETS: 


h Ray- 


guaran- 
tection. 


_, 


contact 


r added 


> 
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First in the Field 





Rifles and Shotguns 





STEVENS + FOX 





SAVAGE: 


SAVAGE * WORCESTER Power and Hand Lown Mowers 
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Plastic Garden Hose 


Women Love 
its Feather-Lightness 
..»Men Like its 
Lasting Toughness 











- a 
TIT LLM a 


Anathe: Qeaiiry Predect of 9O5TON WOVEN HOS! 5 2YBDEE CO. Besten, Mase. 





Sells like ho 
) strong reinf 
' use. Pliable, 
> resists wear 
slightly high 
500 ft. Bales 


ae 
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Get in on BWH Friction Tape Profits, too! For | 

















“BABY Bi 

<d—— BULL DOG FRICTION TAPE— Our best seller, and yours. Famed for tight, Engineere 
smooth, lasting adhesion, it stays fresh on the roll. In addition to the Plastic Ho 

No. 2 display container shown, Bull Dog is also packed in a similar hose cou 

No. 1 display container, 2 size No. 1 and No. 2 display containers, Veri-Lite 

No. 4 and No. 8 carton and a shop ee 
package. Select and order your com- i built a 
bination now. = makes ; 

Shower. 


fore leavir 


watertight joint. Gives fullest insulation 
against high voltages. For splicing 
compound, you can make no safer 
recommendation than when you say: 
“Better buy BULL DOG!” 


wT _ zs ~ . . 
sf ~> ‘ pit . 
c eA a ae a <$ " 
oor : po es > a 
gs See “gi” go ae 
NS a OO - SS % 
Nt se *.. < 
Ly, See Soe BULL DOG Ne 
My NS tt al SPLICING COMPOUND —P ~~ 
Ying» ‘ i og fi Self vulcanizing. Provides a_ solid, 
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Show Your 
Customers the 
Newest and 
Best in 
Garden Hose 


7 


SATEERSR CE 






at a popular 
price 
Guaranteed 
5 years 





VIXEN GARDEN HOSE 
3," size 
Black or Green Cover 
Sells like hot cakes! Sturdy molded hose with 
| strong reinforcing braid, good for years of 
> use. Pliable, easy to handle. Corrugated cover 
" resists wear and weathering. (Green cover 
slightly higher.) 25’s and 50's on cards; also 





he Brana jour 
jie 





SS Tha 
rp 


for heavy duty 


BULL DOG GARDEN HOSE 
¥%,"" size only 
Brown Neoprene Cover 
Stronger, lighter than ever. 2-braid construc- 
tion, rugged as granite. No checking, no 
cracking, clean and easy to handle. Wonderful 
for parks, estates. Sun and water resistant. 


withstands 
pressure 

Guaranteed 
10 years 


VIGILANT GARDEN HOSE 
5/g"" & 3%," size 
Black or Green Cover 
Rugged, long-lasting molded hose reinforced 
with two husky braids. Tough corrugated 
neoprene cover is easy to grip, highly re- 
sistant to sun and weather. (Green cover 
slightly higher.) 25's and 50's on cards; also 


Sal 
TOTO IT 


TIGER GARDEN HOSE 
5/,"" size 

Black Cover Only 
1 braid, black wear-resisting rubber cover. 
Priced right to be competitive. Reinforced 
with a strong braid of tough yarn. Handles 
easily — extremely flexible. Made 25's, 50's, 
and 500 ft. Bales. 


last word 
in service 


LEADER GARDEN HOSE 

5,"" & ¥%," size 

Red Cover Only 
Long life is built into every inch. Mandrel- 
built plied construction takes high pressures, 
withstands rough handling. Recommended 
for garages, contractors, all hard wear. Sun 



















and abrasion resistant cover. 25 and 50 ft. 
lengths coupled. Al c led 25 ft. lengths 
shipped 10 to a bale; 50 ft. lengths shipped 5 
to a bale. 


















500 ft. Bales. 





~ 500 ft. Bales. 







cE For Plus Profits You Can’t Beat BOSTON NOZZLES 


“BABY BOSTON” NOZZLE 


too! 


BOSTON NOZZLE— For new hose or replacement 


tight, Engineered Especially _ on old hose. Fits all garden hose couplings. 
o the Plastic Hose. Fits all garden Solidly made of fine brass. Shut-off control built 
milar : = couplings. Sell with in. Just a twist gives stream, shower or mist. 

> “Veri-Lite”’ las- 

ners, Rg ged ve GOOD LUCK WASHERS — Standard Red Color. 


tic hose. Solidly made of 
fine brass. Shut-off control 
built in. Twist of nozzle 
makes stream, mist, 
Shower. Spray forms be- 
fore leaving nozzle. 


Tough, springy washers that hold firmly in place, 
don’t harden or shrink. Fits couplings snugly 
... Saves water, protects pressure. Always in de- 
mand ... order plenty mow. Packed on con- 
venient pin for consumer use. 1 doz. washers 
per pin — 3 doz. pins per container, 4 containers 
to a shipping case (12 gross). 













Boston Woven HOse & RUBBER CO. 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS., U.S.A. + P.O. BOX 1071, BOSTON 3, MASS. 
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for you! 


Never before has Clemson 

backed you up with such 

hard-hitting, action-packed 

advertising! Lead-off for 1951 is 

a two-color, sales-compelling ad in 

the April 7 Saturday Evening Post— 

followed by two-color insertions 

in Better Homes and Gardens, American 

Home and House and Garden and three more 

“Post” ads. The Clemson story of easy action, top-quality 

mowers will reach close to 20 million readers! Hundreds 

—maybe thousands—live and buy right in your own 

territory. They'll come into your store— 
they’ ll look—and they'll BUY! ... 

if you tie in. 




















CLEMSON 16 
RETAIL PRICE 
$22.95 * 
Clemson is backing up this national Cuts 15-indonea 
campaign with sales helps designed 
especially for you. Newspaper mats— 
folders—counter cards—sales manuals— 
they’re all yours for the asking! Use the 
coupon. Send today for the most effective 
selling helps you’ve ever had. Get set for 


your biggest and best mower season. CLEMSON 17 


RETAIL PRICE 


$27.50* 


Cuts 17-inch swath 


BIGGER and BETTER 
than ever 


TH 


CLEMSON E-17 
RETAIL PRICE 
$32.95 * 


Cuts 17-inch swoth 





Clemson Lawn Machines are sold exclusively to 
retail outlets through recognized distributors 


CLEMSON BROS., INC. | *Prices slightly higher Denver West 











Middletown, N. Y. | and subject to change without notice 
RUSH ME [() NEWSPAPER MATS ([] FOLDERS 
( COUNTER CARDS [1] POCKET SALES MANUAL Fact-packed slide film 
oe RE EO.) <2 ee oh Clemson Mowers 
Addr NOW AVAILABLE for 
vt mii Distributor Sales Meetings! 




































the PROFIT 


feature 


STAR 
Moly fle 


Here’s the high speed hack saw blade for 
everybody! STAR Molyflex has extra 
flexibility plus high speed cutting qua!- 
ity that insures “STAR” performance 
even when the user is completely inex- | 
perienced. Used in a frame STAR Moly- 
flex is shatterproof—cuts 23.8% more 
metal than the average of 

leading high speed flexi- 

bles tested. 


STEELRITE 
MARKING CRAYONS : 








X= oT 


ra Fat 


i, 


Packaged for counter sales. 

Marks on hot, cold, damp or if 
grimy metals. Markings withstand pickling, 
do not affect enamel applications. 


GET THESE SELLING HELPS 
FROM YOUR JOBBER 


Clemson backs up a hard-hitting continu- 
ing advertising campaign in leading indus- 
trial papers with equally hard-hitting sales 
aids for you. Contact your jobber today for ; 
a supply of No. 166 Counter Display Cards, © 
holding 10 Molyflex Blades; No. 45 Display 
Card that sells 3 Unbreakable Special Flexi- | 
ble Blades at a time. Order fact-crammed 
Wall Charts and Metal Cutting booklets too. 





CLEMSON BRVS. A 


Mi a\evown, WN “ 


Makers of hand and power hack saw blades, frames, metol- ir 
cutting band saw blades and Clemson Lawn Machines 
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CASH-IN ON THE SPECIAL 


DIAMOND JUBILEE” 


ASSORTMENT OF 


STEELEBRATING Sevenry.rive YEARS 


VALLE 





Largest and Finest 
Ever Offered! 


ent 
OF Flower seep IMPROVE 


yes Spring the most outstanding assort- 
ment of Mandeville Triple-Tested Flower 







Seeds in our 75-year history will be displayed 
at more than 65,000 leading dealers. These 







dealers will have what flower gardeners want 
—a complete selection of the finest varieties 
rom America’s Flower Seed Specialists! Not 
only will Mandeville dealers benefit by the 


& Gardens 
© Flower Grower 


8% more 7 
© The Garden 







® House Beoutiful 
®@ Parents 
© Sunset 


increased sale of profitable flower seeds due 
to the special Jubilee Assortment, but they 


4 
ui 
| 
: “iN 
{IKNS\ 
One of the Gorgeous New 
T) W Varieties from the Mande- 
‘ ‘ ville Diamond Jubilee As- 
: ex NE sortment. 
yo All-America Award Winner 
blade for POWERFUL ADVERTISING 
has = to 8,984,159 People in the Mag- 
ting que-- azines Flower Gardeners Read 
rformance © American Home © The Home Garden 
tely inex: © Better Homes © Horticulture 
‘AR Moly- 4 
i 


will sell also many related items to flower 












ALL ADS offer Free Dia- 
mond Jubilee Mari- 
gold Mixture for Price 
Mark from packet. 








ge 


seed shoppers. 


To enjoy this double-profit opportunity, be 
sure your order has been placed. If not, use 





the convenient coupon below. 
id pickling, 7 


Sold Only Through Retail Stores 





HELPS 
-ER oH Colorful Mandeville Display Rack features an 
ontinu: outstanding new variety, and complete mer- 
Fi — dus chandising material in brilliant, dress-up USE COUPON TO ORDER 
ing indus @ Colors isincluded. =r ei ia es ce ere ee ee a a a ce ae ee ee ee oe ee = 


1itting sales 


»r today for { MANDEVILLE & KING CO. Flower Seed Specialists 





1 
yer Dept. H, Rochester 1, N. Y. Since 1876 
. 45 Display | Gentl : Send your Cc in ti 
a 7a : plete assortment in time for early sales. All 
pecial Flexi- — EVERY MANDEVILLE PACKET INCLUDES | | packets are to be remened to you for full credit at the end of the | 
ct-crammed | COMPLETE PLANTING DIRECTIONS | season. I am to pay only for seeds sold, on which my profit will be 40%, | 
§ | plus a bonus of 15% on all net sales over $15. You are to pay all trans- 
yooklets too. | | portation charges. 
SS | a ] 
; I 1 
| EEE EOE Te ACEC eee ee OI ae ae ee eRe | 
“Show How” map Seedling pictures ] | 
tells when to plant help you tell flow- | | 
. frames, metal: in any area. ers from weeds. a eS SR aN a ee ee ee eee =. 
wn Machines 
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| AUTOYRE’S 1951 CONSUMER ADVERTISING 


designed to send customers into your store 
FULL-PAGE, COLOR ADVERTISEMENTS IN AMERICA’S BIGGEST MAGAZINES 














We hope we'll be able to continue supplying you with 


merchandise ... all you want. . . but, in any event, we'll do 
our best to keep sending you customers! As you can see, Autoyre’s 
new consumer advertisements, reaching millions and millions 
of home-minded women, are designed to make these 
readers more home-conscious and send them shopping. At depart 

hardware 
Your housewares volume is bound to benefit! 5c and 1¢ 
THE AUTOYRE COMPANY «+ OAKVILLE, CONNECTICUT & 
Autoyre Fairfield matched accessories 

MAT 


for bathroom and kitchen... 
Booth 380, Housewares Show, Chicago 
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EVERYONE SAYS: 


d Kitchen 
Bat i TWIN TOWEL BAR 
- Clever space-saver, this two- 
. in-one bar! Holds twice as 
AY e much —displays a complete 


{u towel set beautifully! Serves 





as lingerie dryer, too. 





Gleaming new 
FAIRFIELD accessories make 
any bathroom or kitchen 
perk up! And they’re wonderfully 
convenient—give you loads 

more room to keep towels and 
toiletries and things always handy 
The luxurious lustre chrome 
finish stays clean and bright with 
just a wipe. Best of all, Fairfield 
fixtures are so low in cost, 

you'll want to get a complete 
matched “ensemble”! To be sure 
of these top values, ask for 
AuToyrRE (auto-wire) FAIRFIELD 
—at your favorite housewares 
counter or bath shop. 


GLASS SHELF BRACKETS | n> 
Unique brackets grip shelf =n & 


firmly from back —leave sur- 
face free, easy-to-clean.(Also “~ 
available complete with 7. 

glass.) LEN 









TOWEL BAR 

Comes in two popular sizes, 
18 and 24 inches long for guest 
towels, hand towels, bath 
towels. Fluted design pre- 
vents “slipping.” 
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— “A TUMBLER AND ALL-PURPOSE RACK 
TOWEL RING 48 TOOTHBRUSH HOLDER 





° 
Specially designed so that 


Distinctive stirrup shape. Silvery, satiny chrome finish arms swing freely but “stay , 
Extra decorative, used in complements your pastel put” at any stop position. / 
pairs. Extraconvenient under tumblers and toothbrush (Note: Makes the most prac- 
kitchen work counter — near 3 handles—goes with any bath- tical tie rack ever!) 
sink—near stove. k: room color scheme. 








weueeees°° 





eee? 
At department stores, 90000?" ° 
hardware stores, eooeee? 5 TOYRE COMPANY 
5c and 10c stores. THE AU VILLE, CONN. 
pet. As vee sour new 24- 


me my COPY O77 Ways to 


Please send ated booklet 





COL arthe/d : pase, Small Space Usefuland Attractive 
a 
MATCHLESS VALUES IN MATCHED ACCESSORIES re : ADDRES ee 
ior as . city —_—aaarrrs 
All fixtures carry the Autoyre guarantee ps soos” “intl 
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Is soap and water 
floor scrubbing nec- 
essary? Definitely no. 
Not only is soap and water scrubbing the hard- 
est, dirtiest job in housekeeping, but it is espe- 
cially harmful to wood floors. 


Can you really get floors clean any 
@ other way? Absolutely! Both Bruce Floor 
Cleaner and new Bruce Cleaning Wax contain 
effective dry-cleaning ingredients that actually 
clean deeper and more thoroughly than ordinary 
soap and water scrubbing and mopping. And 
because they wax as you clean, the entire floor 
care job is done in one easy operation. 


What is the difference between Bruce 
@ Floor Cleaner and Bruce Cleaning Wax? 
Bruce Floor Cleaner deposits about the same 
amount of wax as the average “‘self-polish,”’ 
making it ideal for linoleum and lightly traf- 
ficked wood floors. Bruce Cleaning Wax con- 
tains three times as much wax and is especially 
recommended to give extra protection and 
lustre to wood floors. 


ad Does floor cleaning and waxing have 

® to be done on the hands and knees? 
Not since the invention of the Bruce Doozit. 
This long-handled appliance is scientifically de- 


to your customers’ questions 


about floor care 


signed for use with either Bruce Floor Cleaner 
or Bruce Cleaning Wax. Its fine steel wool Pad 
is the most effective floor cleaning and polishing 
material known. 


Do women like this new kind of floor 
@ care? The best answer to this is found in 
the fact that nine out of ten who have ever tried 
Bruce Floor Cleaner are still enthusiastically 
buying and using it today. New Bruce Cleaning 
Wax is now receiving the same kind of response 
from those who try it. More than 1,000,000 
women are using the Bruce Doozit. 


How do you care for asphalt and rub- 

@ ber.tile? Recommend Bruce Asphalt Tile 
Cleaner and Self-Polishing Wax, especially de- 
veloped for this purpose. Solvent-type waxes 
and cleaners such as Bruce Floor Cleaner and 
Cleaning Wax should not be used on these floors. 


Are Bruce Floor Products guaranteed? 
@ Positively! Every Bruce product guaran- 
tees complete satisfaction or money back. 


What about unusual floor problems 
@ and other questions? Bruce floor care 
experts are always glad to help you and your 
customers with special problems. Feel free to 
write at any time or ask your local Bruce man. 





E.L. BRUCE CO. * Memphis, Tennessee 
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CHAMPION 


IS AS EASY AS 








Champion Lamps, both fluores- 
cent and incandescent, are care- 
fully made to the highest quality 
standards, equal to or exceed- 
ing government specifications. 
Champion quality means repeat 
business for you. 


Champion Lamps — manufac- 
tured by a financially responsible 
Company over 50 years old, with 
an AAAI rating — are nationally 
advertised, known and accepted 
everywhere. 


Lynn. Massachusetts 
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Champion Lamps are easy to 
handle and bring you a larger 
margin of profit. You own your 
own stock—no red tape, no 
bulky inventories. Champion also 
offers a wealth of newly designed, 
attractive packaging and §sales- 
helps that effectively remind, 
and sell, Champion means busi- 
ness; write for complete litera- 
ture and the name of your Jobber. 


CHAMPION LAMP WORKS 


A DIVISION OF CONSOLIDATED ELECIRIC LAMP CO 






























Cioer Stel propucts 


Month-in, month-out, the story of ATKINS is hammered home to potential 
buyers. For nearly a century the outstanding superiority of “Silver Steel” 
products has been stamped and re-stamped on the buying consciousness 
of the entire nation! ...In your particular field, for example, leading 
publications read by your customers carry the Atkins sales message! 
(See publications pictured above.) Attention-compelling forceful adver- 
tisements — and lots of them — stress the complete Atkins line — help YOU 
sell! And this isn’t new; it’s been going on for years and years — long 
enough and strong enough to establish Atkins “Silver Steel” products as 
top quality leaders in their fields. 


FREE NEWSPAPER MATS 


Tie-in your business with Atkins advertising 
— ask for FREE newspaper mats in various 
sizes, featuring Atkins products, to run in 
your local paper. 


co hy ey 











E. C. ATKINS AND COMPANY 
Home Office and Factory: 402 S. Illinois St., Indi polis 9, Indi 
Branch Factory: Portland, Oregon ¢ Knife Factory: Lancaster, New York 
Branch Offices: Atlanta « Chicago ¢ Portland « New York 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 









“ATEINS Atwats autas™ 
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(A244 
DRILL SETS 


No. 14—Wood Boring Drill Set— 
packaged in protective wood tray. 


Especially Designed for Rugged Service in Electric Hand Drills 


Sturdy Drill Sets—of High Speed Steel—especially built 
to withstand the shock and strain of Electric Hand Drill 
use. Adequate length for normal portable tool use—attrac- 
tively priced. Utility packaged in protective heavy canvas 
case that may be rolled or folded and carried in the pocket. 
Set #S-13—13 High Speed Drills, 44” to %" by 64ths; Set 
#S-11—11 High Speed Drills, 4%” to %” by 32nds; Set 
#S-8—8 High Speed Drills, 4%" to 4%” by 16ths. 

Wood Boring Drill Set, No. 14— Built to deliver maxi- 


mum efficiency in %-inch Electric Hand Drills. New, im- 
proved design—these drills produce unusually smooth 
holes—cooler running—faster chip disposal—diminish 
stalling on “break thru”, tempered to prevent damage on 
contact with metal. Attractively priced. Set consists of 5 
drills—%”" to %" by 16ths—all with %-inch round shanks. 
These sets of Shield Brand Tools are first quality, 100% 
inspected. They provide new convenience and new value 
for drill users. 


STANDARD [OOL (0. 


CLEVELAND 4, OHIO 
New York - Detroit - Chicago 


HARDWARE AGE, JANUARY 11, 1951 






























Duo-lherm announces- 
1951s hottest oil heater news! 


The new IMPERIALS 


See ’em at the Furniture Market—Space 517 


TE. 
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NEW Extra-sale Exclusives 





NEW, Eye-pleasing Beauty 







— magnificent modern designs —new Automatic Power-Air Blower 
—rich, deep-brown finish —new choice of thermostats — 
—brilliant brass trim either electric or manual 






—dramatic shadow-bex paneling Plus Famous Fuel-Saving 


NEW Pace-setting Prices Features 
—Exclusive Duo-Therm Dual 
Chamber Burner 







—generous discounts for 
extra-large profits 









—down-to-earth list prices — Automatic Draft Minder The 
that bring in customers —Waste Stopper nes 
— wide range of prices —Fully Coordinated Controls 
for every prospect for 
—— WEI 
Model 719 Model 718 ga _ omnes i 








Fast Facts for Dealers: The Imperial Models 718 and be 
719 (illustrated) are rated at 53,000 BTU output. Smaller 8 
models of each are rated at 41,500 BTU output. Auto- a 
matic Power-Air Blower is available on Imperial Models 4s 
619 and 719. It gives you a proved fuel saving story of A Pc 
up to 25%... plus the added comfort and convenience of F Has € 
a blower that turns itself on and off—automatically! (Note: t Mark 
Manual Power-Air Blowers available on request.) In ' 
addition to Imperial Models for 3 to 5 rooms, a complete 
line of Duo-Therm Oil Home Heaters for 1 to 6 rooms in cc 
a wide variety of styles—including beautiful period furni- res 
ture consoles—trim, streamlined uprights . .. with prices v 
and finishes to suit your market. 
ORI 
anc 
UQ- ir ERM Ps 
with more than 1,800,000 warmly satisfied customers! L E ( 
218 
Duo-Therm Division of Motor Wheel Corporation * Lansing 3, Michigan Cl. 


Duo-Therm is a registered trade mark of Motor Whee! Corp., Copyright, 1961 
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The Sensation of the hardware and paint busi- 
ness comes to town to give you new records 
for sales, turnover and profits. Now LECTRO 
WELD brings you this sensational tool in 2 
Improved Price Models. 


PRICE MODELS 
Retails 


13 — at only 
ELUXE Mode 

; Model 2—Retails at only 
STANDARD Not UL approved 


2 Improved 


A Powerful National Advertising Campaign 
Has Created Demand and Established a Proven 
Market for the Original ‘‘Lectro Paint Peeler’. 





CONSUMER ADS APPEARING IN 
OVER 50 NATIONAL MAGAZINES 


ORDER NOW from your Jobber or Save time 
and MAIL COUPON TODAY for direct ship- 
We'll bill you through your jobber. 


ment. 


LECTRO WELD, INC. 


2189 WwW. 26th Street 
Cleveland 13, Ohio 


opyright, 1961 
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4 4-99 
$3.95 


ONLY DELUXE MODEL 3—“LECTRO PAINT PEELER” 
GIVES YOU ALL THE 


Underwriters’ Laboratories approved Automatic 
Safety Stand attached for use in rest position. 
Not only the cord, but the complete “LECTRO PAINT 
PEELER” is approved by Underwriters’ Laboratories. 
Precision milled and ground straight peeling edge 
which insures removal of all paint. 

Metal insert (Patent Pending) Keeps handle cool and 
prevents charring and loosening. 

Welded cover to prevent loosening. 

Very durable 8’ Neoprene Jacketed Heater Cord 
that will not fray. 

Long lasting high temperature heating element. 


BE SAFE—SELL the QUALITY TOOL THAT IS UL APPROVED 


FREE SELLING AIDS 


Create Traffic — Help You Get Volume Sales 


2 COLOR COUNTER 

CARDS Make shop- 

STUFFERS Create pers STOP — LOOK 
store traffic. — and BUY! 


ie -@ 8 8 8f 8 6hLhLUmG.LUGLUD.LUGL UG. UG UG 
¥ ECTRO WELD, — 
Cleveland 13, Ohi 
Dept. H.A. ih, 2189 W. 26th St. 
Please rush the following: 
“LECTRO PAINT PEELER", Deluxe model 3, $4.95 
“LECTRO PAINT PEELER", Standard model 2, $3.95 
& Net UL approved Less 33-1/3%, 


é Dealer..... 
Address....... 


a : 
5 ye Through My Jobber 
ber 


Address 











FREE AD MATS 


Bring Customers 


2 COLOR ENVELOPE 


in to buy. 


Zone State 


z City... is 
Terms: 2/10 net 30 days 
a Freight: prepaid 100 Ibs. or more. 


At no charge, a counter display card, a 12" 
of stuffers will be included with orders for ' 


(7 doz. to 100 Ibs.) 
x 36" window streamer, and supply 
"LECTRO PAINT PEELERS". 
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| 4,131,000 & 


READERS 


3,285,000 } 


READERS 


2,600,000 
READERS 


1,062,000 
READERS 


450,000 
READERS 


231,000 
READERS 


4,100 
READERS 


Hand M 
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SELL PENNSYLVANIA 


LAWN MOWERS 


@ Magazines with a Total of More than 11,700,000 Readers 
tell and re-tell the story of PENNSYLVANIA’s new, 
improved power mowers. This colorful, power-packed 
advertising campaign—the greatest in Pennsylvania 
lawn mower history—is telling prospective buyers 

a what the Hardware Trade has known 

- for 3 generations—that there is no better 

lawn mower buy than a Pennsylvania. 





























Powered with Briggs & Stratton Engines 
Model T-15—21 inch cut—1 2 H.P. Engine 
with rewind starter and tool box 


Model R-15—18 inch cut— 
1 H.P. Engine 

















- f 





Pat. Pending 


ENNSYLVAN| A 


QUALITY LAWN MOWERS SINCE 1877 
f PENNSYLVANIA LAWN MOWER DIVISION — 
‘¢' AMERICAN CHAIN & CABLE 
= y Bridgeport, Conn. « Camden, N. J. > 
Hand Mowers: Great American — Pennsylvania Jr.— Meteor and Penna-lawn. Also Trimmer and Edger 
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PLANT THE SEEDS FOR SPRING PROFITS NOW! REA 
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NS new GARDEN TOOL LIN : 


STOO 
: se 1951 Selling Season... | 












f 
¢ 
Here’s the Garden Tool line you’ll really go . . 
to town on... come Spring! New items, new ) a 
| 

features, and . . . a colorful, eye-catching | 
display piece that lets you put a garden tool Sale: 
department on little more than one square | ceaalel 
foot of counter space! 2 
malleal 
TREE PI 
in thre 
‘ nection 
is Type v 
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eee 
Henry Disston & Sons, Inc. DISSTON D- 


154 Tacony, Philadelphia 35, Pa. 


Please send me complete information on 
GARDE 


LER trated | 

HO Strong; 

ARE Disston 
TABLISHED 1640 


[| The complete line of Disston Garden Tools. 


handle. 








REAP A HARVEST OF SALES FROM DISSTON’S ’51 LINE! 





























































KEYSTONE No. K-160 HEDGE SHEAR KEYSTONE No. 206 GRASS SHEAR 

















DISSTON No. 30 HEDGE SHEAR 6’ Blades DISSTON No.1100 GRASS SHEAR DISSTON No. 1104 GRASS SHEAR 
10” Blades 
L. . . 
| Shear profits from these Disston Tools! 
} HEDGE SHEARS — Disston Steel Blades, hollow ground. Hardwood 
é . handles. A variety of types; 8’’ and 10” blades. Also, popular priced 


KEYSTONE SHEARS. 
GRASS SHEARS—A complete DISSTON and KEYSTONE line... 
tempered steel blades, comfortable, easy-grip handles. Popular-priced 
shears in a variety of styles. 

LOPPING SHEARS—Easy-cutting DISSTON shears in various types 
DISSTON No. SL LOPPING SHEAR CSSTON io. 0-212 TREE PRENER from the powerful, all steel professional model to the wooden handled 
shears for home use. Popular priced KEYSTONE Lopping Shears. 


tie 




















Sales—like shrubs— grow in the pruning season ! 


HAND PRUNERS—For the home owner and pro- 
fessional user. Disston Pruners of hardened steel; 
with comfortable handles—easy cutting action. 
Also KEYSTONE general purpose pruners with 2S : 
malleable iron handles. =a a 
TREE PRUNERS—Tempered steel blades. Made . . 
in three types: “Waters Pattern” with wire con- Ce ——_ 
nection; Sliding Handle with wire; Extension 
Type with rope control operation. QUAKER CITY No. 106 HAND PRUNER 


PRUNING SAWS— Both solid and folding handle DISSTON No. 4 PRUNING SAW 
types in a wide variety of blade patterns and DISSTON No. 158 HAND PRUNER 
tooth sizes. Also pole pruning saws and shears. 
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? DISSTON No. 15 PRUNING SAW DISSTON No. 31 PRUNING SAW 
DISSTON No. 169 PRUNING SAW DISSTON No. 50 PRUNING SAW DISSTON No. 55 PRUNING SAW 
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q KEYSTONE No. K-11 RAKETTE KEYSTONE No. 10 GRASS SLASHER 
" DISSTON D-24 SPRING-ACTION RAKE DISSTON No. 3 GRASS HOOK DISSTON Ne. 47 GARDEN TROWEL 



































Turn up more sales—rake in extra profits — with these Disston Tools ! 


GARDEN TROWELS — Illus- LAWN RAKES—Spring-action lawn rakes; exclusive GRASS HOOKS and SLASHERS — 

4 trated is Disston No. 47. Disston design. Flat spring-steel teeth, hardened Tempered steel blades; keen cutting 
Strong; drop-forged from and tempered. Also, K-11 RAKETTE: popular edges; hardwood handles. A variety 
Disston Steel. Hardwood priced, hardened and tempered flat spring steel of short and long handle types; all 
handle. teeth. price ranges. 


HENRY DISSTON & SONS, Inc. 154 Tacony, Philadelphia 35, Pa., U.S. A. 


Canadian Factory: Toronto 3, Ontario 
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Here is .a special rope designed for Ski-Tows. It provides 
the safety and dependability your customers require. 
They won't need to worry about rope failure, when 
towing is heavy. 


Columbian Ski-Tow Rope ‘won't revolve while operating 
on properly designed tows. It is waterproofed to keep 


lubricated to withstand winter wear. 


stretch and shrinkage within “take-up” limits. Its fibres are 


Here is a profitable item you can sell with full confidence. 


% 
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Columbian Rope Company 
400-70 Genesee St., Auburn, “The Cordage City” N. Y. 


Send me free booklet on Columbian Pure Manila Ski-Tow Rope. 








[at 








r 7 


Address 
City Zone State 








FREE BOOKLET. Chock full of ski-tow 
advice and helpful pointers — including 
diagrams of ski-tow layout. It’s yours for 
the asking — just send in coupon. 
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There are fourteen, to be exact...and many more could be 
shown. But these should be enough to indicate what sales 
possibilities there will be if you stock and display chain... 
Campbell Chain! 


From dog leads to towing chains, you'll do better with Campbell. 
The chain merchandiser will make your sales easier and more 
profitable ... you stock it with the sizes and types most popular 
with your customers. Campbell Chain is also available in sturdy 
Cam-Pak containers—for attractive display and easy handling 
and dispensing. See your wholesaler or write today for com- 
plete information! 


CAMPBELL CHAIN @...:<n9 


Main Office—York, Pa. 
Factories—Y ork, Pa. and West Burlington, lowa 
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New, sturdy display mer- 
chandiser with easy-to-use 
chain cutter . . . stocked 
with the chain assortment 
of your choice. 
. * 

Tough fibre-board CAM- 
PAK container available 
for Proof Coil and BBB Coil 
Chain in regular and hot 
galvanized finishes in sizes 


Ye", “", He’, %". 








SARGENT 
HERCULES 


* Here’s the new counter display that sells the 
Sargent Hercules Golden Cutter Plane. You'll agree it’s 
a stopper when you see it. 


The new Golden Cutter plane is nationally advertised. Your 
customers will see ads like the one at right in Popular 
Mechanics, Popular Homecraft, The Home Craftsman, and 
The Carpenter. 


Get your counter display and complete merchandising aids 
and stock up for profitable plane sales. 


Order now from your jobber so you'll be ready to take 
advantage of this nationwide Sargent promotion. 


A better tool by — 
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Next time You pause at 
Check the gleaming bla 


A better tool by — 


SS Sargent and Company 


New York 


Sargent and Company =| 
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dvantages of this fine tool. 
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NEW HAVEN, CONN. Chicago 5 prineip 
Builders Hardware and Fine Tools since 1864 ; 
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Americ 
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The Lady says “YRS”... and 
EXTRA PROFITS roll in to you! 























BIG STORES... 
LITTLE STORES ... ALL STORES! 


Hit the jackpot of EXTRA PROFITS—-start a sander rental business in 

your store with American Machines! Home owners everywhere go for the 

idea of sanding and finishing their own floors with these machines that are 

so easy to operate—do a beautiful job—and SAVE MONEY for the user. 

At the same time—~you profit 3 ways—with a substantial profit in rental 

fees, extra sales of seals, paints, brushes, abrasives, etc., and customer goodwill! 
You get the utmost in profit-hours with American—because American 

Machines are expertly engineered ... precision manufactured . . . quality 

throughout. If service is needed, an American Distributor is 

nearby with authorized factory - trained mechanics in all 

principal cities. Cash in with an all - American line-up... 

American Sanders, Edgers and Maintenance Machines . . . also, 

American quality cleaners, seals, finishes and waxes for all floors. 
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The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3, Ohio 


(0 Send 12-page illustrated booklet showing how 
to make money in the floor sander rental 


ness. 

DC Send latest catalog on the following, without 
obligation: 

00 Floor Sanders Floor Edgers © Floor 
Maintenance Machines Floor Finishes 
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“Here is the oné alumifium pairlt—tailor made for \ 
’ those special jobs where ordinary and extreme Q 
heat is a necessity! One coat of Red Hot Alumi- 
num Paint and you have a brilliant aluminum 
finish that remains attractive for a long, long 
time. Now... you don’t have to apologize for T CORP. oy aia Tao 
“shabby appearances around boilers, stoves, . ; ; \@" Guaranteed by 


‘tediators and hegting pip@s. a Housekeepin 
a a < 43 aovgaristd WE 





Red Hot Meinm Paint is ‘made by amex. 
\ clusive formula .. that offers the answer to 

\paint protection problem that plantengineers 

‘! home owners! have been looking for. 


a 


a 


THE ONE ALUMINUM 
PAINT THAT DOES THE ENTIRE JOB 


Now... the new and improved SUPER-KROME, even better than ever 
before! Featuring an ADDED OIL LENGTH... the NEW SUPER-KROME 
needs no oil added... even for priming! More than ever before... it 
is the one aluminum paint that does the entire job ... covering wood... 
brick or metal surfaces with one coat! Interior or exterior... the NEW 
Super-Krome leaves a brilliant aluminum finish that lasts and lasts. 
Flows on satin smooth... NEW Super-Krome is ready mixed... and 
fills the bill every time. A great value... the fastest selling aluminum 
paint in hardware and paint stores everywhere. 

For further details...descriptive folders and advertising sales helps... 
write today to... 


Sheftielsl Zeoveze PAINT CORPORATION ; 


JF THE WORLD'S LARGEST 
CLEVELAND 19, OHTG 


TURERS OF ALUMINUM PALNTS 
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-NEOCETA® BRUSHES 


paint a better 
profit picture ! 


* Made by the manufacturers of famous 
PITTSBURGH Gold Stripe BRUSHES 





ONTACT the Pittsburgh branch nearest you for full infor- 

mation on how the fast-selling line of Pittsburgh Neoceta 
Brushes can help you boost your brush profits. Or write 
PITTSBURGH PLATE GLASS COMPANY, Brush Division, 
Dept. D2, 3221 Frederick Avenue, Baltimore 29, Maryland. 


° CHEMICALS ° PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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Chicago? verbo Accessories 
“GIVE YOU MORE YEAR-AROUND SALES” 


_ Farm tome. Industra 








BLOCKS 





PLANTS are now using power driven equipment. You can cash-in on this 
profitable year-around replacement business when you feature Chicago 
Stock Accessories in your power tool department. Order from your jobber | 
and start getting your share now. { 


GRINDING MANDRELS 





“v"-BELT PULLEYS 





“V"-STEP PULLEYS KNURLED KNOBS 
2 






“Adjustable Bronze” 














‘ 











MULTIPLE "V"-PULLEYS GROOVED KNOBS f 

j 

All th reno | 

ese... and many | | 

— ian. ~-ssaua other items are available : 

for immediate delivery. | | 

Ask your jobber or — ( 

write for Caf. 51-A. { 

FLEXIBLE COUPLINGS MACHINE WHEELS | 











SANDING & BUFFING 
STANDS 





SAW MANDRELS 








Chicago DIE CASTING MFG. CO. « 2510 w. Monroe st. » CHICAGO 12, ILL. 
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OVER 50,000,000 FARMS . . . HOMES . . . STORES . . . INDUSTRIAL 
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LES” u y | NEW | | 
| UNIT-USE PACKET |" — 
. of | 

| Gomi rae 

Shi ° 4 1] aT FO, F N ” Fis 

came “ x-it J ASNEEDED (= 
| No : b— 


\ 


: : { ‘ tes WELOWOUD 
~ laitic Resin 
th ME pans 6 P< Clue 


HOW TO USE WELDWOOD GLUE 
1. Empty one packet in smail glass or cup. 
(2, Add Yestandard ti 

3. Stir until smooth, and‘ apply evenly. 
4. For stronger joints apply on both sides. 

« $. Use ample pressure for 4 hours or more. 
Wet Weight 3.75 grams 
Weldwood give is also packed in 3%, 

8 and 16 ex cans and large sizes. 
UNITED STATES PLYWOOD CORP. 
Weldwood Building + New York 18, WY. 
Patent notice on display bex. 3 











po oe 


DISPLAY BOX 
HOLDS 24 
, mea B 3-PACKET UNITS 


0 
‘ . ~ Wait till you see these new “Unit-Use” packets of 
a F [ 9) con ‘A 0, DE 7) Weldwood Glue. You'll sell a “raft” of them. Just what 
many customers want: individual packets of Weldwood 
Glue—the largest selling wood glue in America—with 
just enough for a job or,two. 
Here’s the deal for you: 
Display Box of 24 units; retail price . $2.40 
CGMS << « 6 «'s « + ». Baw 


ee so MUCH DM: «wares « ~ & S 80 
We We introduced this package only a few months ago; and 


EL pwd gD already we’ve sold over a million. Mail the coupon 


sree nenstant PO ons below and get in on these new profits now. 


NATIONALLY ADVERTISED IN THE SATURDAY EVENING POST, AND 
OVER 20 OTHER PUBLICATIONS. WELDWOOD GLUE 1S, OF COURSE, 
ALSO AVAILABLE IN 15¢, 35¢, 65¢, 95¢ AND LARGER SIZES. 

i “UNITED STATES PLYWOOD CORPORATION 

Dept. 175, 55 West 44th Street, New York 18, N.Y. 


| 
! 
Ship vs —____—display boxes (24 Units of 3. packets each) i 
WELDWOOD GLUE in the new 10¢ “Unit-Use” packets; j 
| 
| 
l 
| 
j 









Exclusive with WELDWOOD GLUE 
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THROUGH OUR JOBBER: 


NAME 








ab OA 


ILL. 


¥ 11, 1951 © 

















a A Te SS. ee 
























Thi 

need t 

safe, sl 

cutting 

4 durab! 

: . : “DO 

They give that extra sales appeal, that final i Seidl 

finishing touch $ yerone 

4 s outstat 

Here’s why... } integr: 

Hexagon heads —full finished —completely machined ; also w 

, ‘ blade : 

—top and bottem . . . bearing surface washer faced. i sate 

Top of head chamfered . . . sides parallel and smooth, 5 shatter 

mirror-finish. Clean-cut and precise. , interru 

Threads uniform and accurate to close tolerance dimen- \ an 

sions for perfect fit to standard gauges. , 
Points machine turned — flat and chamfered. 
: More and more buyers simply specify Shinyheads. Justi- 
eS 7 fiably famous — Shinyheads have earned the reputation 
Shiny heads as “America’s best looking cap screw.” Fi 
NC or NF Thread f 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD ° ° ° CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS > MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS - HARDENED AND GROUND BOLTS - SPECIAL 
(ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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dS, i 
A GREAT F. 
Shatterproof, Extra Strong Body, | 


kA . 
POWER BLADE 


High Speed Steel Welded Edge 
for More, Straighter 
Cuts Per Blade 




































SAFE -FLEX wetocococ: 
POWER HACKSAW BLADES 


This great, new hacksaw blade gives you all the features you 
: need to boost your sales of power hacksaw blades — a completely SHATTERPROOF 
; safe, shatterproof, extra tough body combined with a high speed steel DOUBLE-WELDED STEEL INSURES 
cutting edge that makes it the safest, straightest cutting, most 
durable blade you’ve ever sold. 

“DOUBLE WELDED STEEL CONSTRUCTION”, an entirely new 





SAFER, STRAIGHTER CUTTING 


development in blade design, backs up the performance of this Super-Teugh Steel 
: : ° . Back For Extra Tough- 

outstanding blade. Its hard, high speed steel cutting edge is ness 

integrally welded to a medium hard, extra strong steel center 

also welded to a super tough steel back. Result is a far stronger rot See 
. enter For Extra 

blade with a perfect balance between hardness and toughness Strength 

that makes the Starrett SAFE-FLEX cut straighter, completely 

shatterproof and ideal for heavy feeds and rugged jobs such as tae A ac ll 

interrupted cuts and sawing multiple work. tion Cutting. Heavy 


H, S. Edge — No Tooth 


Urge your customers to prove it for themselves. Order a stock Shiegine 


“f Starrett SAFE-FLEX Welded Edge Power Blades today. 





E There's a Starrett Blade for Every Job — S-M Molybdenum, High Speed Tungsten 18-4-1, 
: Safe-Flex, Standard — Hand and Power Sizes 


torre 





5 i am é 1 - = ss gn P oe 
especial THE L. S. STARRETT CO. . World’s Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S.A. 
ORM NUTS ; 
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seven the Chick CMS secs 
know the difference 
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They can’t help but know the difference—when so many men, whose 
profits depend on successful Poultry handling and production, prefer 
Keystone Improved Poultry Netting. 





Why do Poultrymen prefer Keystone? It’s because Keystone 
Improved Poultry Netting is precision built, it has a neat uniform 
weave... it’s made with a reverse-twist weave producing a mesh that 
is unusually strong, that stretches up evenly... and it unrolls flat, 
like a rug, there’s no buckling. 


And Dealers know the difference, too. "Made by 

Keystone” means customer acceptance and preference. 

The bright trim rolls help sales and the Inventory Tag ee 

is a real merchandising help. Just a number jotted at the iN Se 
time of the previous sale tells you how many feet are 2 
left. You'll find it on every roll. Free envelope stuffers, 

local newspaper mats and radio scripts are available 

to help you make bigger NET profits. Order from your 

jobber, or write him for catalog sheets and prices. 


KEYSTONE POULTRY NETTING 
Keystone Steel and Wire Company, Peoria 7, Illinois 
Red Brand Fence. Red Top Steel Posts. Gates. Keymesh plaster and concrete reinforcement 
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APPROXIMATE WEIGHT 
34 TO 3% LBS. 


Blade and front strap a single unit. 


Blade and straps forged from High 
Carbon Steel. 


Blade and lower section of socket care- 


fully tempered. 
4 Straps are pre-formed. 


Uniformity in lift and balance of every 
tool — hang and balance never change. 


Pre-forming of straps the guarantee. 


Strength comes from its tubular shaped 
tempered socket filled by handle driven 


in under great pressure. 


Featherlite meets railroad track shovel 
weight test of 200 pounds. 


PARKERSBURG, W. VA. AMES BALDWIN WYOMING Co. NORTH EASTON, MASS. 
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An exclusive locking device on this new 
Stanley Screen and Storm Door Latch 
makes it a latch that can’t lock you out! 
Surface applied, available in steel or brass 
with wide choice of finishes, it’s a year- 
round item that you ¢an start selling 
right now! 


Reg. U.S. Pat. Off. 
THE STANLEY WORKS, NEW BRITAIN, CONN, 
+ HARDWARE ® TOOLS ® ELECTRIC TOOLS 
SOR eeeeese! STEEL STRAPPING © STEEL 


+ 








REPRESENTATIVE ITEMS 


oe > Ly Re 
TS Ye 
aa Sy 


Corner brace 175) 


1724 Hanger Screen door 210 477-479 


n lift Door pull 


Snappy catch Screen door set 


eee 
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Make it easy 
to Sell NEW MYERS 
Water Softeners! 


Everybody wants to save money. That fact alone makes 
Myers Water Softeners one of your best sales bets in 
many a year! Because soft water can save most every 
family ten dollars or more every month —as proved by 
unbiased laboratory tests. And water softening the Myers 
way is the extra-saving way. All Myers units are de- 
signed and built to insure easiest, trouble-free operation 
— greater softening capacity over longer periods of time 
—more soft water per dollar by any standard of com- 
parison! Right now, a big national magazine campaign is 
pre-selling your best prospects on the superiority of Myers 
Water Softeners. Right now, is the time to write for 
dealership details! 


MYERS WATER SOFTENERS 
Match Every Need and Budget! 


MYERS SOFTMASTER (right) is com- 
pletely automatic in operation — just 
push the button and electrical controls 
do the work! No fussing with valves 
or levers. Simply add salt 2 or 3 
times a year. 


MYERS “‘Autorinse” (left) is semi- 
automatic. Myers ‘“‘Hydrochief’’ is 
same as “‘Autorinse”’ except for manu- 
ally operated re- 
generating valve. 
Both offer 44% 
greater softening 
capacity than any 
comparable make. 
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RSET TRE cane 





Write for full 
trade information to: 
THE F. E. MYERS & BRO. CO. 
Dept. W-67, Ashland, Ohio 
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Selected from the complete Washburn line as 


BEST SELLERS FOR 1951! 


NO. 2532 BEATER WITH 
1-QUART PYREX MEASURE— 
A winning combination—beater 
and measure available as a set 
or as individual items. 


NO. 5000 LINE STAINLESS TOOLS— 
distinguished, new group of bright, 
polished Stainless Steel tools with red and 
ivory plastic handles. 


NO. 3000 LINE KITCHEN TOOLS— 
proven sellers in nickel-plated kitchen 
tools with red and ivory plastic handles. 


ee ee 





| STAINLESS OUTDOOR 
COOKING TOOLS 


Smart, novel, branded wood 
handles, some with rawhide 
thongs. Available in open 
stock. Includes these tools 
needed for outdoor cooking, 
from left to right: 

No. 221 Barbecue Speon 
No. 222 Barbecue Fork 

No. 122 Hamburg Turner 
NO. 130 . | j j No. 452 Extension Fork 

fe] dill fe}, | = | ‘ No. 451 Hamburgrill 


it 
(Ue 





a 


.. with new selling features —two-level No. 424X Red Hot Roaster 


grill, windshield that doubles as frying 5 
surface, ash catcher, improved ventila- We. 461K Seat Greer 


tion, folds compactly for packing 





CT 
Pin A 





No. 452 No. 221 WNo.222 No. 122 No. 451 








NO. 3484 
EGG BEATER 
ee 
Ball beering, smooth 
operation. Easy to clean, 
Stainless Steel wings, 


plastic handles. . 


NO. 822 PLASTIC COATED 
DISH DRAINER— heovy plastic 


NO. 373 FLOUR SIFTER 


Three screen Hand-!-Sift. 


NO. 49 NUT CHOPPER 


One-hand operation. 4-cup 
capacity. Floral designs on 
lithographed tin plate. 


Attractive gloss bow! holds one cup 
of nut meats. Colorful red decorated 
metal top. Needed in every kitchen. 


coating over sturdy wire frame— 
edorless, easy to clean, withstands 
greose and hot water. 


TNT) Yoret @ © 1950 


THE WASHBURN COMPANY 


WORCESTER, MASS. e ROCKFORD, ILL. 
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Another Masterpiece from the Burrite 
LEADING LINE OF ORIGINAL Line of Distinctive Plastic Housewares 


PLASTIC HOUSEWARES IN MODERN 
futuro) and TRADITIONAL (hande 


A new pinnacle of achievement is reached in this sparkling addi- 
tion to the Burrite line. The master. touch of America’s leading 
sAtien SOwss ENSEMBLES plastic housewares creator is evident in every feature—from design 


SALAD SETS COOKIE JARS and grace of line to practical, functional styling and construction. 


BEVERAGE SETS PITCHERS 
cotta menpens set AnD Exquisite orange blossom decorations replace traditional contents 


SALAD BOWLS —- TUMBLERS labeling. Thus the containers can be used for many extra purposes, 


CPE TRATES . eee such as for serving ice cubes, storing cookies, candies, cereals, etc. 
PIECE AND UTILITY BOWLS 


PIE & PASTRY COVERED DISH 


Extra Use « Extra Value «* Extra Sales 


No. 312 “Hande” Canister Set ..(4-piece) MAXIMUM CA- 
PACITY with MINIMUM SHELF SPACE...Streamflow Styling 
invited dere view simplifies cleaning... Extra Heavy Tapered Sidewalls give greatest 
this new Burrite Orig strength, added durability... Tzpered Design provides finger clear- 
inal ot the ance for easier lifting...Elongated Finger Grip Handles make it 
NATIONAL easier to remove tops... Burrite PERMANENT colors in red, green 
HOUSEWARES or yellow base with contrasting ivory tops. Packed 1 doz. sets to 
SHOW shipping container. Each set nested in individual inner carton. 
fees seater Shipping wt. 2414 Ibs. 


Navy Pier, Chicago 


rr Sh... A -4 LO 


“OG hitk aaa” cordictly 
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THE 


What’s Cookin’ in Chicago... ? 


RED HOT TAYLOR LINE! 


L 





POULTRY 
FRESH PORK] pee Ff 








You'll see what every woman wants 
@ —the famous Taylor Roast Meat 
Thermometer! Tells when any 
roast is rare, medium or well-done 
... from rare beef to fresh pork. 
Armored bulb can’t affect accuracy 

— does protect against breakage. 

5936 retails for $2.00 


IN BOOTHS 
177 AND 179 
You'll see the io? 
Candy and Jelly Ther- 
mometer that brings 


perfect results by 
“catching” candy, ic- 








| 
t 
: 


At IR RRA IR Mt NEI 








You'll see this Taylor Binoc* 
Oven Thermometer. Wanted 
and needed for better baking 
results. Tells precise tempera- 
ture variation in different areas 
of the oven which can be as 
much as 50°F. off. 5928 retails 











ing and jelly tempera- 








for $3.25. 


tures at precisely the d ne 
right time. Easy-read- sod ye 
ing BINOC* tubing. | od |e 
Stainless steel scale. i ood oo 
Adjustable clip. 5908 ce 
retails for $3.25.Deep =| 20- ES 
Frying Thermometer to004  . 
just the same only with 204 ry 
special scale for deep 009 be 
fat cookery. 5910 re- 409 es 
tails for $3.25. tee Fd 
1004 a 
t0- | 5 
You'll see the Taylor FREEZE- oom dE S 
GUIDE* Thermometer that aoe it 





makes a customer out of any- 
one owning a refrigerator 























or home freezer. Small, com- 
































3 pact, easy-to-read, smartly mies 80 
3 designed, lies flat, can’t tip. 
e f Steel clip fits on basket or 
Ss shelf. 59261 packaged 6 on 
a colorful display card. Re- 
i. tails for $1.75 per thermom- 
eter. 
+34 *Trade-Mark 
4s) 
n. . 
™ ; YOU'LL SEE TAYLOR’S FULL LINE=INCLUDING MANY 
S t INSTRUMENTS DESIGNED BY WALTER DORWIN TEAGUE 
C. ' 
F AZZLING new Teague-styled thermometers, ba- 
8 \ rometers and humidity instruments priced right for 
: fast turnover. For instance—this brand new High-Low 
A- Dial Thermometer that tells outdoor temperature now 
ns MK plus how hot or cold since last reset. 434” x 1” grey 
rst "1 weatherproof plastic case. Easy reading dial with trans- 
ar- : lucent back. To reset, just turn center knob clockwise, 
it then reverse until arm sets two indicating hands same as 
en present temperature pointer. 5321 retails for $7.50. 
to Without maximum-minimum feature 5320 retails for 
mn. $3.50. Of course, you'll also see the world-renowned 
standard line of Taylor weather instruments. See you in 
a i booths 177 and 179! Taylor Instrument Companies, 
Rochester, N. Y. 
TAYLOR INSTRUMENTS MEAN ACCURACY FIRST 
_ 
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WE OFTEN 
TRY THIS ON 
FOR SIZE! 
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SOUTHERN 


woopD 
SCREWS 


are made to exact tolerances 


When you sell a box of Southern wood screws, you can 
be sure that it contains a full gross of perfectly uniform 
fasteners, precision-made to give perfect fit. For Southern 
screws are manufactured to exact tolerances. And a 
unique and highly accurate inspection routine makes it 
actually impossible for any defective or off-size screws 
to leave our plant. 

That makes for satisfied customers — profitable repeat 
sales for you! 

Furthermore—Southern screws are strong in body and 
shank. Rugged single-thread construction and the finest 


materials are used to produce screws that won't twist 
or break while being driven. 


Southern wood screws are easy to stock and handle, 
thanks to expert packing. Bulk screws come in inde- 
structible steel cans with sealed locking covers—a con- 
venience exclusive with Southern. 


Write today for our new catalogue and the name of 
your nearest Southern jobber. 


FACTORY WAREHOUSES 


325 West Ohio Street 
a 


Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
STATESVILLE, NORTH CAROLINA 


4100 Dell Avenue 
North Bergen, N. J 














COPING SAWS 


App to your sales volume 
and your profits in 1951 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa- 
mous Parker “Klik-Klik” pat- 
ented ends which lock the 
keen, tempered blades in any 
position. 


#210 ALL-WIRE COPING SAW 
Sturdy round wire frame, 5“ 
deep. Blade faceable in four 


directions. 





>= _ 






#25 COPING SAW FRAME 

Excellent value — nickel plated. 
Fully adjustable. Complete with 
612" blade. 










#55 COPING SAW FRAME 
Heavy duty. Master quality. Pol- 
ished nicke! finish. Fully adjust- 
able. Hardwood mahogany finish 
handle. 642" pin end 
blade. 










#85 COPING SAW FRAME 

Heavy duty. Polished and buffed 
nickel finish, Hardwood mahogany 
finish handle, Fully adjustable. 
612" pin end blade, Individually 
packaged, 





EXTRA 
DEEP 
THROAT 












Fy te| Parker | Cre 


PARKER MANUFACTURING CO. 


MASS., U. S$. A. 
and ACKERMANN-STEFFAN DIVISION 


WORCESTER 1, 


Manufacturers of 


Famous Trojan Coping, Jig and Jewelers’ Saw Blades. 
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SIZE AND 
RETAIL PR 


1 Ib. 
4 |b. $ 











in four 


Pol- 
djust- 
finish 
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Black Leaf 40 is the original nicotine 
sulphate insecticide containing 40% 
nicotine. For spraying flowers, vege- 
tables, shrubs and fruit trees to kill 
aphids and similar insects by contact 
and by fumes. Never stains or burns 
and leaves no undesirable residue. Also 
widely used for delousing chickens; 
j Black dipping and drenching certain animals; 
beaf 40 repelling dogs. 





SIZE AND SUGGESTED DEALER PRICE 

RETAIL PRICE 
1 oz. ee ee doz. $ 2.79 
ye ee MON <5 500'0:s.0.08 doz. $ 8.55 
. Dy Es 2 vp eeeescnec doz. $20.70 
2 8 ere doz. $36.85 


Black Leaf Warfarin 





jack America’s best-known brand 
of pest control products! 


Well known to home gardeners, florists, fruit and vegetable growers, farmers 

and stockmen, the famous Black Leaf® trademark attracts customers to the profitable 
items listed below. Nationally advertised in thousands of publications — magazines, 
farm magazines and newspapers—Black Leaf products are always in big demand. 


is the amaz- 


ingnewrat and mouse killer. /t’s con- 


onies. Rats and mice 


SIZE AND SUGGESTED 
RETAIL PRICE 


% TH. BUTS... 6060s 
% ib. $3.00........ 
1 ib, $5.00........ 











Black Leaf Rotenone Dust is a blend of 
1% rotenone and 10% sulphur on a spe- 
cial carrier material with superior dusting J 
qualities. Controls bean beetles, cabbage Black 
worms, flea beetles and similar chewing JR 
insects infesting vegetables, flowers and 
fruits. Also controls cattle lice, and fleas Bit084. (0) }3 
and lice on domestic animals. DUST 











i SIZE AND SUGGESTED DEALER PRICE 
; RETAIL PRICE 

13 1 Ib. BSE weer cccvcces doz. $ 2.80 
hs © Os Gs sce cweccceess doz. $10.00 








eK RE 
j 
| 
i 
} 
| 


Black Leaf Garden Dust is a multi- 
purpose dust or spray, combining the 
advantages of nicotine, pyrethrum and 
rotenone for control of chewing and 
sucking insects—plus a concentrated 
fungicide for protection against fungus 
diseases of flowers, fruitsand vegetables. 
Ideally suited for home gardeners who 
desire a combination insecticide and 


ER tee: gee TR GAT. 


fungicide. 
SIZE AND SUGGESTED DEALER PRICE 
RETAIL PRICE 
VY. Ib. SS eee doz. $5.10 
ek Se re doz. $9.20 











Black Leaf Aerosol Insect Killer is an 
entirely new and different formula, 
containing concentrated pyrethrins and 
piperony! butoxide. Contains no DDT. 
Can be used anywhere. Ideal for home 
use. Push-button action. Quickly 
knocks down and kills flies, mosquitoes, 
ants, roaches, bed bugs, clothes moths 
and silver fish. Leaves no unpleasant 
odor, is non-inflammable and otherwise 
safe for normal handling, storage and 
use. Your best bet in a, push-button 
aerosol. 


SIZE AND SUGGESTED DEALER PRICE 
RETAIL PRICE 
12 @z. $1.45... ccccees doz. $11.60 


centrated! One part, mixed with 19 
parts of bait, destroys entire col- 


continue to 


eat it until they die without suffer- 
ing—with no convulsions and no 
dash for water. Tasteless, odorless 
—never causes “bait shyness.” 
Other rats and mice are not warned. 


DEALER PRICE 


doz. $13.80 
doz. $24.00 
six $19.92 





It will pay you to stock a complete line of Black 
Leaf pest control products. Place your order with 
your regular distributor. Every product is attrac- 
tively packaged and carries full directions. 


If you desire additional information 


on these 


and other Black Leaf products, communicate with 
the address below. Your inquiry will receive prompt 
attention without charge or obligation. Let us help 
you solve your customers’ pest control problems. 


Tobacco By-Products & Chemical Corporation 


RICHMOND, VIRGINIA 





SORE ani 
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4 Dependable Pest Control Products Since 1885 









over the Pyrex Ware dishes on this . 


There’s a HOT TURNOVER 


en A 


_ cits looks, the way it cooks, the many 


ou can use it. It doesn’t stain, it 


* mi f th | Bes 
Don’t miss any of these movers plenty peasureinevety YAY) 
single one! doesn’t hold odors. And it's truly a joy t0 
keep clean. 


pPYREX Ware Dishes! 


CHECK YOUR CUPBOARD now! 


Have you found the fun of cooking in @ 
rex Flameware Saucepan—seeing when 
things are done just right? Have you u' 
those wonderful new Hostess sets—casserole 
and ramekins in bright, gay color? Do you 
own all three sizes of Pyrex measures? 
of Pyrex Ware 


Check your cup’ 


board. Note what's miss 


ing. Then go to your nearest Pyrex Ware 


counter, and select 


the ones you need from 


the dozens of wonderful dishes. You'll find 


a wide assortment of shaj 
every use, for every 


pes and sizes—for 
kind of family! 


You'll enjoy every piece 














PYREX Measure 
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PYREX 
Flamewore Percolator PYREX Utility Dish New PYREX Hostes: Set PYREX Casserole 
For perfect coffee every time — Bake in it, serve in it! It's use- in color !VWVWa-y. COM od cas- Handy !-quart size for just-the- Easy to read! 1-cup, 1-pint, 
always the right strength! ful a dozen different ways- serole with 4 iedividuat rame- family. Cover doubles as an i-quart sizes. 
6-cup size $2.95 10Yp-inch size. kins. Red or ye"ow $2.95 extra pe plate! 79¢ 1-pint size. 59¢ 
t 





























PYREX Hostess Casserole 





































































PYREX 
Flovor-Sover Pie Plate PYREX Flameware Teapot 
High uted ediges keep juices oils water, brews wea, tooks | I color! Wa-quart casserole PYREX Loat Pon 
and flavors in your pie. handsome on your table! with cover, in gay red OF sunny Bakes your meat loaf—serves 
g.inch size. SOF $1.95 yellow. $2.25 itin style. 934-inch size. G9F 
a E 
od 
PYREX Hostess REX | PYREX Hostess Ramekins : 
Oven-and-Table Set PYREX: Custard Cups Flomeware Souceponr For baking individual meat PYREX Oven Rooster i 
2¥e-quart open bow! with four ‘Thecups youcouldn’t live with- Lets you see what's cooking. ies, for serving SOUP, cereal. See how the Sunday roast is ; 
12-02. individual dishes. Set in out! Bake, serve, store In them. and see it turn out right! 1'A- Red or yellow, 7-02. size. cooking. Use top and bottom y 
red of yellow. $2.95 $-02. size. Each 10* quart size 2. Each 29¢ separately, 109- $1.39 
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100th ANNIVERSARY SPECIAL fora limited time only! 


(Offer expires March 31, 1951) 












Join usin €elebrating a century of making glass 
better and more useful... the 100th Anniversary 
of Corning Glass Works. Better buy 2— 
For a limited time we're offering you 4 big to use for 
layer cakes! 





Jar round Pyrex Ware cake 
ing, for dozens of uses. 













saving on that popu’ 
dish—for baking, for serv 
erful dish at your dealer's now. 
pires March 31, 1951. 


PYREX ROUND CAKE DISH 
Regularly SIF 


SPECIALLY PRICED AT ONLY 3% 






PYREX Clear Bow! Set 


Anest of three clear glass bowls 
for mixing, serving, or for 


$1.39 










PYREX Flamewore 
Double Boiler 

- Get this wond 

For perfect sauces and frostungs The special nel 


or use as two separate sauce- 











pans. $3.45 | ins 
PYREX WARE- =a rroouct oF CORNING GLASS WORKS : 


pore toe recinered tara of Coin aes Wet ‘ 
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Here’s the BIG # 
traffic-puller 


Fair-Trade retail price is reduced from 59¢ to 39¢ 
for the period of Jan. 20—March 31st. 


} 


During February and March—one of the most pop- 
ular PYREX Ware dishes—at an incentive price! 

See this big-sale price—'4 off—a challenge to every 
bargain-hunting housewife in your neighborhood! It’s 
a profit-maker in itself . . . and it’s a traffic-builder that 
will help you sell your complete PYREX Ware line. 





Remember, 83% of women already own some PYREX 
Ware, and love it! Those women are your best prospects 
for more PYREX sales. They’ll see the ad. 


Here’s how to bring ’em into your store. Watch for 
material which you will receive about January 15... 


FREE MATS! 


Advertise in your local newspaper—we’ll furnish the 
mats! Two sizes! 1 col. x 28 lines, or 2 cols. x 100 lines. 


FREE COMMERCIALS! 
Use radio and TV! We’ll furnish free 30-second scripts 
for spot commercials. 


FREE DISPLAYS! 





xe LR. 


ki Shout “HERE’S THE PLACE”! Spot the colorful counter 
a cards around your store, as well as on your big PYREX 
A Ware display! 

rg 


This advertisement will appear in four of 
the top women’s magazines in 1951. It will 
occupy a full black and white page in the 
February issues of Country Gentleman, circ. 
2,341,209;*Ladies’ Home Journal, circ. 
4,429,028; Good Housekeeping, circ. 3,078,- 
656; and Woman’s Day, circ. 3,457,884. In 
this month, 13,306,777 women will have the 
chance to see this ad. 
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cooking in this PYREX ad! 





















Yes, your markup is protected! From December 26 to 
March 24, you will be able to buy this “Anniversary 
Special” cake dish from your regular PYREX Ware 
distributor at the regular discount from the special 
Hundredth Anniversary price! 


IMPORTANT 


Take another fast look at that big consumer ad. Note 
the headline. Note the fine showcase job it does for 
your complete PYREX Ware line. Take advantage of the 
hot turnover in this ad! 


Be sure your stocks of 
PYREX Ware are complete! 
ORDER TODAY 


A product of 
Corning Glass Works 





C 
“ASS WORKS. 


**PYREX"’ is a registered trade-mark in the U. S. of Corning Glass Works, Corning, N. Y. 
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There’s top value for your customers, steady 
profits for you, in competitively priced ‘‘Flying 
Pig’’ paint brushes. Pure Chinese hog bristles for 
performance-appeal; bright, vari-colored 
handles for eye-appeal. Assortments in a wide 
range of popular sizes and styles, in colorful, 
two-tier metal dispensers or shipping-box 
dispensers. WHITING-ADAMS Company, Inc., 
Boston 18, Massachusetts. 


Whiting- Adams 


Paint Brushes 


No Shed... No Streak... 
No Spatter 
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= 
TWO-TIER METAL DISPLAY 
ASSORTMENT 
Bristle 

Contains Size Length 

1 doz. 1” TROY Varnish Double Thick 2” 

1 doz. 1%" = 4 oe 

% doz. ” 2%" 

Yadoz. 24%" “ * ° oe 

Yadoz. 3” . " . “ 24" 

Ys doz. 3” ARGUS Wall%” Thick 2%” \ 

i) y," “ “ yf “ ” 

— 2 ss oe A 7 NO. 85 ASSORTMENT 
Contains Size 
1 doz. Yo’ WASP Varnish Single Thick 1/2” 
2 doz. i sa * 7 . i, 
1 doz. 1h" ss 
Yadoz. 2” ad 
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Sales Opportunities 


..- every day of the year! 








—) H ene’s a new idea to help you sell Pol-mer-ik Linseed Oil refinishes woodwork . . . protects wood and metal surfaces .. . 
for 101 handy home and farm uses. and gives a better paint job. Pol-mer-ik is fast becoming the 
Pol-mer-ik is now packed in a new twelve-quart counter handiest item in every home. 
and window display called ... The Handy-Pack. Why not investigate Pol-mer-ik Linseed Oil? Its powerful 
The Handy-Pack is one more step in a great merchandising advertising and merchandising program, will build sales for 
and advertising program that will swell your linseed oil you every day of the year. Mail the coupon now for complete 
profits . . . every day of the year. information. 
Year around advertising is running in The Saturday Eve- 
ning Post, Better Homes and Gardens, Good Housekeeping, PACKED WITH POWER! This Sales Kit outlines 101 
Popular Science, Popular Mechanics and painters magazines. 
It’s telling millions of buyers how Pol-mer-ik polishes . . 








be 


ways for you to make more linseed oil sales. And 
remember, Pol-mer-ik is the favorite linseed oil of 
oe the professional and te inter. 
a 







Archer-Daniels-Midland Company 
684 Roanoke Building * Minneapolis, Minnesota 


@ Please send me without obligation the 
free ‘“‘Power-packed Pol-mer-ik Sales Kit’’. 






ARCHER 
Pobmer 
100% PURE LINSEED OIL 

M3 dupertreated / 


HARDWARE AGE, JANUARY 11, 1951 71 


ORE crn Se eT RG oe 


x 


bates: 











11, 1951 





MOVABLE MINIATURE SHOWCASES ... 
together, they take up only 16 x 9 inches 
of counter space! 


FAST-SELLING PADLOCKS... 
solid cast brass and rustless alloy... all 
at popular prices. 


rom Slaymaker 


... the name that means modern merchandising! 


d >d in the Saturd, 
“SILVER SENTINELS”’ Pon real fatale Mastomed 
The newest Slaymaker merchandising sensation! Four rustless alloy pad- 


locks . . . high in quality, sales appeal, and turnover speed. Miniature 


showcase (‘Padlock Town") in six sparkling colors. 


inceugens 


me 
a 


d d the Saturd: 
“BRASS BEAUTIES’’ Seung feu Coinual TE ecaee, 


Four solid cast brass padlocks in a blue plush jewel-box miniature showcase. 
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Brass has always been the symbol of durability in padlocks. At popular 


t 
F-F-F 
*SEES ® 


saeauea 
F 


trr 

Th 
r 
an 


prices, these move fast! 
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What you want is a complete padlock department, with as few 


numbers and as little inventory as possible. That way, you sell 


more of each number, at bigger profit to yourself. 


You’re probably moving more and more toward the new 
display trend, too . . . movable displays, small displays. They let 


you take full advantage of impulse and related-item buying. 
These Slaymaker Padlocks fit right into that kind of operation. 


There’s a padlock for almost every customer who comes into 
your store. The displays are eye-catchers, pocketbook-openers. 
The padlocks glitter with quality and price appeal. 

You get both “Silver Sentinels” and “Brass Beauties” assort- 
ments . . . both miniature showcases . . . a complete inventory of 
eight sizes of padlocks in styles to meet popular demand... 


and your outlay is small. 


It’s mighty little investment for a line that goes right to work 
and gives you quick turnover and sweet profits. See your jobber 


or write us today. 


LOCK COMPANY 


Since 1888 LANCASTER, PA., U.S.A. 
World’s Most Complete Line of Padlocks 
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ELM TERRACE APARTMENTS, YORK, PA. © ARCHITECT, JOHN B. HAMME ¢ BUILDER, R. S. NOONAN 


asement operator maintenance cost 
of all windows since 1937...*19.50 


Why an internal gear? 


This exclusive Getty feature 
provides longer life and 
greater power than any other 
method of gearing. Internal 
gearing permits the entire 
length of the worm to be en- 
gaged at all times with the 
gear teeth. 


Operator 4703W 
is a precision-built instrument 
with the exclusive internal 
gear. It operates through 
screens, on all wooden case- 
ments equipped with butt or 
extension hinges. 


Operator 4703AF 
is identical to above, but 
drilled for metal casements. 








The price of a few 50c cigars has been the 
yearly maintenance cost of these 13-year-old 
Getty-operated casements. Such faithful year- 
after-year, troublefree service has eliminated 
the building bugaboos of repair, replacement 


and reproach. 


That’s why architects, builders, contractors, 
casement manufacturers, building material 
dealers, hardware jobbers and dealers specify, 
use and carry the Getty line. That’s why 
Getty operators are found on more casement 
windows than all other operators combined. 


Write for our descriptive brochure S- It contains complete 
information on our three operators (internal gear, external 
gear, horizontal drive) and our specialty hardware for 
every type of wood and metal casement. 


8 Co., Inc. 


PHILADELPHIA 40, PA. 


3348 NORTH 10th STREET 
74 HARDWARE AGE, JANUARY 11, 1951 
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BRAND NEW ha) Se EVANS OWNER 
WILL TELL YOU THAT EVANS IS 





IN GAS AND OIL 


«There are more than half a million satisfied Evans owners 
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SILVER STREAK 


R-W No. 1019 Vanishing Door 
Hangers and Aluminum Track 


Reg. U.S. Pat. Off. 
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Bedroom closet Door with Richards-Wilcox Vanishing Door Hardware. Note that the door 
does not interfere with the chair, and does not take up any passage space between the bed 


Every home-owner is a hot prospect! 
--- for R-W VANISHING DOORS 
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Another closet in same home. Note that door van- 
ishing into wall-pocket allows placing of furniture 
where conventional door would swing. 





Chairs, beds, and tables can be arranged permanently, more 
attractively and conveniently in homes where doors operate on 
Silver Streak R-W No. 1019 Vanishing Door Hangers and Track. 
Only Silver Streak “‘opens the door’’ so completely to modern 
living convenience. The newest development in hanger and track, 
by Richards-Wilcox, for the hanging of lightweight vanishing 
doors in thin wall-pockets built in a standard 2” x 4” studded 
wall, Silver Streak is also adapted for use on parallel residential 
wardrobe doors, *4” or more in thickness. 

Rolls on’ Ball Bearings—The Silver Streak hanger wheel, made 
of fine-weave cloth base bakelite, is equipped with extra high 
finish ball bearings for longer wear and smoother operation. 


Another Richards-Wilcox Standout 


R-W’s No. 020-2 BLUE STREAK 


Self-Lubricating Door Hanger with OILITE BRONZE BEAR- 
INGS (Providing Perpetual Lubrication) 


For doors 1-%” to 2-2" thick, weighing up to 300 pounds... on 





garages, warehouses, factories, stores, barns and similar buildings. 


“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities 
SLIDING DOOR HANGERS & TRACK ¢ FIRE DOORS & FIXTURES « GARAGE DOORS & EQUIPMENT 
INDUSTRIAL CONVEYORS & CRANES « SCHOOL WARDROBES & PARTITIONS 
ELEVATOR DOOR OPERATING EQUIPMENT 
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WESTERN : MICHIGAN 
Py 83 e Al 
Kansas City — Booth ; Detroit — Booth _ | Pry s om A " 
oe INDIANA BE a 
PR: Indianapolis — Booth 82 G03 v 
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LVANIA a 
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|| — onto Ee, 
adhe Cleveland — Booth 260 


_ 7 : | e... Welcome to 
08 ) It's Hardware Show se Orange Mowers 
























7, iN * 
Z Ee ° h Brigh 
Ww each p) ‘ B h ith t e 
: Net the Booth w 
“J \\ Find out about the new Jacobsen rear-wheel drive 
NEW ENGLAND Manor. Get the facts on the amazing Jacobsen 
re Boston — Booth 147 
sain <I Leaf Mill as well as the Lawn Queen, Bantam, and 
ok. the increasingly popular Jacobsen-Worthington 
m 
‘k Rotary Disc mowers — the most complete line 
ng 7 of grass-cutting equipment in the industry. 
ed 
| 
ide ; 
igh } 4 
i MANUFACTURING COMPANY . 
ae. Racine, Wisconsin —~ ) 
put : { 
1K :Be sure to ask for your copy of : : 
the Jacobsen Story. 
:AR- 








JACOBSEN LAWN QUEEN JACOBSEN-WORTHINGTON MODEL 18 
21-inch cutting width 18-inch cutting width 
Other models from 21 to 30-inch cutting widths Other models from 20 to 62-inch cutting widths 
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More and more stores are finding that Everedy’s 
specialties really “pull in’’ the customers to their 
Housewares sections. The reasons forthis grow- (y 
ing acceptance are not hard to find because @ 
Everedy’s specialties have these important advan- [| 
tages over most housewares items: 





1 Names that arouse natural curiosity 

2 Designs that stir up customer interest 

3 Prices that seem incredibly low for 
the value 

4 Consistent national advertising 


Add to these the genuine product-performance 
and satisfaction that builds customer goodwill 
and it’s no wonder that Everedy stands high on the 
Promotion list. 


Why not put new life into your slow Winter 
months by promoting Everedy’s specialties? You 
can get the complete story on prices and deliveries 
by simply writing us today. Or, if you plan to 
attend the Housewares Show in Chicago, see our 
representative at Booths No. 856-858 at the 
Navy Pier. 


7/7 one 2h 23 2 8) OS) 


FREDERICK, MARYLAN D 


7 SS Mfrs. of Speedy-Clean Cookware 
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ARGEST MAKERS OF CHROME KITCHEN | 
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PARAGON SPRAYER NO. 3 


NATIONALLY 

ADVERTISED 
for 

30 YEARS 














Ask your jobber 
or write for 


catalog and ey 


—— price list. 5 


THE CAMPBELL-HAUSFELD CO. 


46 State Street Harrison, Ohio 
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ONION RINGS, ETC. 


OR is PUB SLLRE BAER BS 0. 5 RS - 


‘Dominion 
FRY-0-MATIC 


Everybody likes French Fried foods! The whole family will be pulling 
for this Dominion “Fry-O-Matic.” It’s truly another Family Favorite. 


It has beautiful styling, light-weight, a round, seamless aluminum cook- 
ing chamber - easily cleaned, automatic temperature control, many other 
features (see below) which put it way out in front. 

Many new sales possibilities with this easy-to-use “Fry-O-Matic”. Women 
think of new recipes—heretofore untried. Men can now have tasty and 
unusual delicacies right at home. : 

Stimulate off season sales with this great Dominion profit maker! Order 
now through your regular distributor—in principal cities across the nation. 





Set Automatic Control! at Has famous Chromalox steel- Wire basket, specially design- Faucet at rear of fryer 


temperature desired. Pilot clad element, giving full, ed for this appliance, rests on permits easy draining 
light glows. When it goes even heat, built to last for edge of fryer to allow fatto of fat when cooking is 
out, fryer is ready. years. drain from food. finished. 


SEE THE FULL LINE 


HOUSEWARES 
SHOW 

Navy Pier, Chicago 
Jan. 18-25 

Booths 238-240-242 





DOMINION ELECTRIC CORPORATION e@ © MANSFIELD, OHIO, U.S.A. 
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More and more dealers are making more ™@: 
sales and profits by selling McKay ‘En- jv 
gineered”’ Chain. And with good reasons! a 

McKay is the one line that meets every # 
customer’s complete requirements for chain # 
whether it’s for farm, home or shop. It’s chain 7 
with a “‘recognized’’ name in the buyer's 
mind because chances are he’s used the sg: 
famous McKay Tire Chains on his car or ¥ 
truck. Chain is priced right, too, so that your 4 
customers receive full value for their dollar ‘ 
and you get a fair share of profit. 

Order and display McKay “Engineered” 
Chains now. 


McKAY CHAIN FOR EVERY USE 


} } ® for Farm... 


Cow Ties - Trace Chains - Well Chain - 
Log Chain - Passing Link Chain - Halter 
Chains - Wagon Chains - Breast Chains - 
Tie-Out Chains - and many others. 

@ for Home... 


Twist Link Machine Chain - Victor Pattern 
Coil Chain - Sash Chain - Repair Links - 
Tow Chains - Tire Chains - Jack Chains - 
and many others. 
@ for Shop... 
McK-Alloy Chain - Hi-Test Chain - Sling 
Chain - BBB Coil Chain - Iron Dredge Chain 
+ Hoisting Chain - and many others. 





WRITE TODAY FOR COMPLETE DETAILS 
Ask fo: Data Sheet on the new McKay “Silent 
Salesman" and the full line of McKay Chains. 


THE McKAY COMPANY 


440 McKAY BUILDING ¢ PITTSBURGH 22, PA. 








with HAWKINS 


Wrought Iron 


SCREEN 
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e Mild and Stainless 
Welding Electrodes 

© Industrial and 
Commercial Chain 


e McKay Metal-Fil 
e McKay-Rod Electrodes 
e Tire Chains 
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DOOR | 
GRILLES 


No large stocks neces- 
sary because all Hawkins 
grilles are adjustable to 
fit any door. 





Many styles to 
choose from. 


. en ee 













Silhouettes are individually 
cast, hand finished. Scrolls 
on silhouette grilles are /” ‘ 
by %.6”; others are 14” by 
Ye”. Will fit all sizes of | 
screen doors. Screws to 
frame and may be easily 
adjusted. 





Adjustable 

Window Guards G) 
Adjustable Window Guards 

will fit any window, installed fo C} } 


or removed quickly with (oO 
special key. Send for folder. 





























Adjustable 
Railings 











iw You can fill orders from stock 


al and SAVE your customers up to 
ul| 


| 200%. Use indoor or outdoor. 
Write us for NI 


Opens entirely new source of 
folders—all items. 



























income for Hardware and 
Supply Houses. 


IRON CO., INC. 


Birmingham 4, Ala 


HAWKINS 


315 North 4th St. 
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WHITEY MOPZUM SAYS: 













“SHOPPERS” WILL 
ALWAYS STOP QUICK 
WHEN YOU SHOW 


THEM A WHITE) 


MOP STICK 





Yes, shoppers stop — and BUY — 
when you show them these hand- 
some, husky WHITE mop sticks. 
You don’t have to say a word— 
because that famous WHITE qual- 
ity speaks for itself. Don’t take 
ehances with “just-as-goods.” Stock 
and display WHITE mop sticks; the 
line your customers know is tops. 


WHITE MOP WRINGER CO. 
FULTONVILLE 2. N.Y. 






No. 937 — Steel Handle 
A heavy duty mop stick for ne 
pitals, hotels, etc. — 5 light 
enough for easy handling. No 
slivers ... sanitary . longer 
lasting. Screw type head. 


No. 98 — Ezefill 

Malleable iron 7’ head on a 
sturdy 1%” hardwood handle. 
Free from slivers. Rust-proof 
finish. Change mop easily in a 
few seconds. 


No. 90 — Tymsaver 

Curved head of malleable iron. 
Sanded ond waxed hardwood 
handle. Simple adjustment. 
Choice of handle lengths on all 
WHITE mop sticks. 


Send for Catalog No. 150 


No. 98 


Your Customers know... 
it's RIGHT... If it’s 





A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 




















for quality 


~ nationally advertised 
to boost your sales 


There are two good reasons for stocking Accurate Tapes. 
One —they’re nationally known for quality and have 
been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate Friction and Rubber Tapes. Start 
cashing in on the big demand, now. t 





PROMINENTLY — 
DISPLAY THEM 

ACCURATE TAPES 
SELL THEMSELVES! 


Warehouse stocks and agents strategically located throughout 
the nation. For name of representative nearest you and a copy 
of the new illustrated Accurate catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 
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ASERVICE TOALL 
“TOASTMASTER” DEA LER 


—— 


People buy most 
where the clerks 
are best! 


GIVE YOUR SALESPEOPLE THIS SALES TRAINING 
COURSE AND SEE HOW MUCH BETTER THEY SELL! 












YOU HEAR IT EVERYWHERE. “So and so’s salespeople know their 
merchandise ... they really help me to buy...I like to go in 
there to shop.” And you hear the other kind of remarks, too, 
about the store whose sales personnel aren’t really salespeople. 


LET’S SAY YOU'RE BLESSED with a sales staff that’s top notch. 
Even so, you'll find “How to Sell “Toastmaster’ Toasters” a 
thought-provoking study in retail salesmanship. That’s because 
it’s written from the “how” angle—a refresher for your experi- 
enced salespeople, a stimulant for the new ones. In these days 
of big consumer demand it’s awfully easy for even the best of 
salespeople to “ease up,” to “coast” once in a while. And that 
can result in customer dissatisfaction that does your store per- 
manent harm. 


les **HOW TO SELL ‘TOASTMASTER’ TOASTERS” talks from inside the 
A FEW HIGH SPOTS FROM THE retail store. It was prepared by merchandising experts who 
e h bbed elb ith th ds of . This book- 

hues. ) TABLE OF CONTENTS: ave ruDbDed elbows with thousands Of customers is DOO 


let talks store-floor language—it’s practice, not dry-as-dust theory. 
It gives your salespeople tips that are usable immediately— 
dver- * What Makes People Buy? in selling not only ““Toastmaster’”’* Toasters—but every other 
a owt item you carry. 


have 


hood * ‘> . SO SEND FOR THIS GREAT SELLING AID. Then, too, if you want 
Start Showing Is Selling. really comprehensive sales training for your personnel, we'll 
poor 1 supply Meeting Guides to help you plan and carry through 


your own brief but highly profitable sales meetings. These, 
too, are free, are not overly time ¢onsuming, and will insure 
your salespeople getting the most from the Sales Training 
Manual. Use the coupon to order your material now. 


* Handling Difficult Customers. T0 f $T M it $] i R Automatic Popeltp aster 


* e ®*ToasTMasTeR” is a registered trademark of McGraw Electric Company, makers of 
Preventing Walkouts. “Toastmaster” Toasters, “Toastmaster” Electric Water Heaters, and other ‘Toastmaster’ Products. 


Copyright 1951, Toasrmastzr Propucrs Division, McGraw Electric Company, Elgin, Ill. 


* How to Treat the Question 
of Price. 





—— 
ee 





\ | Cje this 






pt. 8-11 VISION © McGraw Electric On neseetes 
Sousa es woease* 
t TOASTMASTER PR ; charge----- 3 ore % 
Coypon/ O Please vent ow Yo sell “Toastmaster a cae 
\ copies 0 les meetings. € 
¢ Q) { oF eyes hotssales Training Program: 
G Y VAY AN acest salespeople. 
“W GA j re ppg” 
AF, ees 
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My Distributor ‘ 
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NEW 195! 


HEVROLE 


New FEATURES! 


You'll find everything in these new 1951 Chev- 
rolet trucks —everything that has made Chevrolet 
the world’s most popular make p/us new features 


and improvements that put them still farther’ 


ahead of the field. As a truck user, you'll welcome 
Chevrolet's new, better designed brakes for their 
increased effectiveness ... their thrifty long life 
and extra safety! You'll recognize important 


ADVANCE- 


New QUALITY! 


DESIGN 





New VALUE! 


contributions to trucking in Chevrolet’s Dual- 
Shoe parking brake, the new Ventipanes, and 
Chevrolet’s new cab seats ... the very tops for 
riding comfort! See your Chevrolet dealer and 
take a good look at these 1951 Chevrolet trucks at 
your first opportunity. The “best in the business” 
are better than ever today! Chevrolet Motor 
Division, General Motors Corp., Detroit 2, Mich. 


TRUCKS 








TWO GREAT VALVE-IN-HEAD ENGINES—the 


CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 


shifting ¢ HYPOID REAR AXLES—for depend dels @ NEW CAB SEATS—for complete 





105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per gallon, 
lower cost per load « POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response « DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement « SYNCHRO- 
MESH TRANSMISSIONS — for fast, smooth 


ability and long life e NEW TORQUE-ACTION 
BRAKES—for light-duty models « PROVED 
DEPENDABLE DOUBLE-ARTICULATED BRAKES 
—for medium-duty models « NEW TWIN- 
ACTION REAR BRAKES—for heavy-duty 
models « NEW DUAL-SHOE PARKING BRAKE 
—for greater holding ability on heavy-duty 


riding comfort e¢ NEW VENTIPANES—for 
improved cab ventilation e WIDE-BASE 
WHEELS—for increased tire mileage @ BALL- 
TYPE STEERING—for easier handling e UNIT- 
DESIGN BODIES—for greater load protection 
e ADVANCE-DESIGN STYLING—for increased 
comfort and modern appearance. 
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MILLION TONS 





Latest Increase in Bethlehem’s Annual Capacity Climaxes 

: 5 Years of Postwar 3,100,000-Ton Expansion 

j 1951 ™ 

. On January 1 of this year Bethlehem’s steel making _ 
et. 

0 capacity stood at 16 million ingot-tons annually—an frm 

ir increase of 1 million tons over a year ago. ae. 10 


Since the war ended we have increased our annual 


steelmaking capacity 3,100,000 tons, or 24 per cent. 


5 


x 
— 
SNOl 13N 40 SNOMIW 


ar Moreover, as the chart at the right shows, Bethle- — 

aie Copccity ——< 
BALL- hem’s steel capacity has nearly doubled in 25 years. Ad- Production suamumms 
UNIT- e 1932 

ection | ditional capacity can and will be created as it is needed. 


eased 


_|} BETHLEHEM STEEL .« 
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NEW PUSH BROOMS 
MAKE 
ALL OTHERS OBSOLETE 


- 


Mb dM WA 
























MODGLIN PERMA-PUSH 
No. 800 Series 


{ 

' 
1, S/ Heavy duty garage broom of unbelievable 
so: ive durabiliry and sweeping qualities. Amber 


Permene plastic bristles wear “‘like iron” 





ns and retain their spring action for the life 
W.N. Modglin of the broom. Available in 14, 18 and 24 
inch widths. 


f i 


MODGLIN PERMA-PUSH 
No. 1024 
For extra heavy duty industrial and street 
use. Works equally well on concrete, as- 
phalkt, brick, stone and macadam. Resistant 
to acids, alkalis, petroleum. Will notabsorb 
water. Never becomes soggy, water-logged 
or matted. Retains “flicking action”’ at all 
times. Comes in 14in., 16in., 24 in. widths. 


MR. HARDWARE DEALER 


learn what these r 
new Modglin pro 
tO pay you faster 
from smaller floor 
for details includi 
sheets. 





Three years ago our Industrial 
Products Division started a research 
project...to develop a new type of 
pushbroom with synthetic fibres 
which would be free from all defects 
of ordinary pushbrooms. Our effort 
has been successful. These Modglin 
Perma-push brooms are tinques- 
tionably the most efficient and 
long-wearing pushbrooms ever 
made. They offer you better sweep- 
ing performance and greater main- 
tenance economy than you have 






evolutionary 
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Space. Write 
ng catalogue 


at wT odd 


PER LTE 






MODGLIN PERMA-PUSH 
No. 900 Series 


For office and general use. Three sizes (14 





ever known. in., 18 in. and 24 in.) are available to meet re 
sbldenunber colored lorg-wering Per MODGLIN CO., INC. 
en ee. i trecac ure iocplecy Les Angeles 65 + New York 1 
worn out. Chicago 9 + New Orleans 13 L 
ta 
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ONE OF THE FASTEST-SELLING NEW ITEMS 


. © BRING BIGGER PROFITS TO YOU gh fn a 


© DESIGNED TO DO A BETTER JOB 
© GIVE REAL CUSTOMER SATISFACTION 
































ELECTRIC “VACUUM ACTION” 
LAWN TRIMMER A SENSATION 
IN 1950 TEST CAMPAIGN! 


KantLeak Products . .. a proven 
line of brass valves and fittings 
designed in various sizes, 
shapes and types to meet all 
requirements. To keep up with 
demand, Anderson Kantleak Fs : 
Products are being produced in 5 vi | We used our entire 1950 production to test and 
ever increasing volume i ee , : prove that Trim Master, Jr. is made right, per- 
lowering your costs . . . increas- B57 ; forms right, and is priced right to sell fast! Hard- 
ing your profits. — pone across the ——- sold rt eee 
‘ imited test quotas in record time and hollerec 
° Kantleak Valves... designed — m FP \ ; for more! Now ... we're set for an all-out 
with solid bottom and packed R: ae national campaign—we're telling the world that 
top... the ideal shut-off for : ) i Trim Master, Jr. “does every trimming job” 

2 


hard to hold fuels. : : ] quickly, effortlessly —an hour’s trimming in 5 
























Bi Aaya ka = ato 


‘ = 1 minutes... and how its amazing “vacuum 
KantLeak pene pen fe ae action” pulls the grass into the blade from even 
manufacture true as to the most hard-to-get-at places! Weighs only 7 
thread dimensions and size ~~ ' - pounds. Nationally advertised to sell at $44.95 
to meet the most exacting i 4 Fully Guaranteed 
conditions. rude WIITE FOR COMPLETE DETAILS —TODAY ! 








See your local jobber or write to us for - ae ‘a 
. further information ) 





E. F. BRITTEN & CO. 
ANDERSON BRASS COMPANY 22-26 South Avenue W., Cranford, N. J. 


5306 TWELFTH STREET, DETROIT 6, MICHIGAN 





Pat. Pending 
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Srite- Lite 
AREAW ALLS 


Finest areawall available any- 
where . . . high quality fully 
corrugated areawalls made of 
heavy gauge, copper-bearing, zinc 
coated steel. Available in both the 
straight and round types in a wide va- 
riety of sizes. Ideal for new construction 
or remodeling ... flat leak-resistant 
flanges are a part of the areawall.. . at- 
tractive rounded top edge and full 
corrugations add to strength and 
appearance. ° 


=O-POST 


The original adjustable jack post... 
to correct sagging beams, prevent 
cracking plaster, sticking windows, etc. 

. - available in complete size range 
from 1‘ to 8’ 2” . . . comes complete in 
sealed carton . .. no parts can become 
lost . . . many patented features make 
Tel-O-Post strongest, longest lasting, 
easiest-to-use, most popular post on 
the market. 


SOSTHOOSSSSSSSSSSSSSSSSHHSESESESESS 







Staudard 
=| AREAWALLS 


For competitive, low cost building 
projects where low unit cost is es- 
sential. Inexpensive, sturdy, serv- 
iceable areawalls of prime steel, 
zinc coated for lifetime wear. Comes 
in round style in six heights. One width 



























Fixed or adjustable the Steel- 
Strong post is the easiest to in- 
stall and the most efficient build- 










with 5” adjustment... easily attaches : 1 th ket. Of 
to any standard basement window a - — oo ‘ 1 hers ” 
opening. Will not buckle... has a ae eS we 4 


painted inside and out with fub 
berized Rust Ban paint. Plates 
of heavy gauge steel painted to 
resist rust . . . attach to either 
wood or steel beams. Popular 
with construction firms for new 
construction and _ replacement. 
Complete range of sizes. Can 
be concrete filled where 
codes demand. 


attractive rounded top edge. Flat 
leak-resistant flanges are a 
part of areawall. 












I rear inn 


WATCH FOR OTHER NEW BRAINARD ALL-STEEL 
BUILDING PRODUCTS TO BE ANNOUNCED SOON! 








SHARONSTEEL 
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With America’s number 1 economy 
lockset there are only 2 holes to bore... 
only 3 units to slip into place and it’s 
installed—that fast! Here are other 
Kwikset “400” Line features: Rugged 
precision construction; durable high- 
quality materials; 5-pin-tumbler security; 
low unit cost; simplified, graceful beauty 
in lustrous, lifetime finishes . . . truly 
America’s number-one economy lockset. 
Preferred by builders, contractors, jobbers, 
dealers, architects and homeowners . . . 
write for your copy of our colorful catalog 
featuring Kwikset’s “400” Line and the 
new Kwikset “600” Line. 


\e Kwikset Sales and Service Company 



















ANAHEIM, CALIFORNIA 
Dept. K-1 
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ERCHANDISE shortages and 
manpower shortages, higher 
operating costs and mountains of 
government red-tape, headaches 
and ulcers—that’s a quick sum- 
mary of the debit side of the ledger 
for 1951. 

On the credit side is the very 
strong probability that sales volume 
in 1951 will be only slightly below 
1950 levels, and net income, before 
taxes, will compare favorably with 
the past year. 

Admittedly that is a rather vague 
picture and not particularly inspir- 
ing. But hardware dealers have 
faced much more depressing out- 
looks.in the past and have managed, 
by a display of ingenuity, salesman- 
ship and good common sense, to 
overcome obstacles and record a 
good, profitable year’s business. 

No one today can say specifically 
how much production will be di- 
verted to armaments in 1951. And 
until that question is answered it is 
equally impossible to estimate the 
probable range of civilian produc- 
tion. 

This confusing stage in the 
transition from civilian production 
to war production, wherein our na- 





fowl, will persist for some months 
to come. Then the specific needs, in 
products and quantities, of the mo- 
bilization program will be known 
and some reasonable predictions 
can be made on the size of future 
civilian production. 

This interim period of com- 
pounded confusion can be put to 
good use by hardware dealers to 
wipe out any remaining wishful 
hopes that a cutback in civilian out- 
put can be avoided. The die has 
been irrevocably cast and the wisest 
policy now is to adapt yourself and 
your store to the problems of op- 
erating in a wartime economy. 

The first, and probabiy most im- 
portant step in this mental conver- 
sion of your thinking, is to temper 
your pessimism with facts and do 
some constructive thinking instead 
of listening to rumors. 

There is no justification for some 
of the pessimism now in evidence. 
There will be merchandise to sell 
in 1951... there will be large quan- 
tities. Not as much as you could 
sell, but certainly a great deal more 
than many “experts” suggest. 

For example, one of the largest 
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vasis necessary on 
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manufacturers of appliances, large 
and small, has made the flat predic- 
tion that the appliance industry in 
1951 stands a good chance of pro- 
ducing as large a volume as it 
turned out in 1950. He expects 
there will be some changes in fea- 
tures and appearance, and probably 
wider use of substitute materials, 
but there will nevertheless be a 
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large volume of these consumer 
goods produced. 

To cite another example, a large 
producer of space heaters has pre- 
dicted that the output of his com- 
pany in 1951 will be very close to 
the past year. 

These are not idle statements; 
they are carefully considered before 
they are made, and they certainly 
support the contention that you 
will have large quantities of mer- 
chandise to sell in 1951. 

There’s another good reason for 
taking a more optimistic attitude 
toward the future, and that reason 
is simply that you operate a hard- 
ware store. As a hardware dealer 
you stand a _better-than-average 
chance of conducting a good profit- 
able business throughout a wartime 
economy. 


A Good Hedge 


Experience shows that a hard- 
ware store is as good a hedge 
against unfavorable conditions as 
one can find. Its diversity of mer- 
chandise, the essentiality of its 
merchandise, and its inherently 
sound financial status, give a hard- 
ware store a resistance to adverse 
conditions that few other retail 
businesses possess. 

Study the chart accompanying 
this discussion, which shows retail 
hardware sales plotted against all 
U. S. retail sales, on a percent of 
1929 basis. Note that over the years 
since 1929 hardware stores have 
turned in a proportionately better 
performance than the national aver- 
age. Note also that in the World 
War IT period retail hardware sales 
showed a gain in all but one year. 

In other words, despite merchan- 


90 


dise and manpower shortages and 
other operating problems, hardware 
dealers managed to acquire supple- 
mentary lines and added new ser- 
vices on top of their regular lines 
to enable them to do a better-than- 
average sales job. There is no rea- 
son evident at this time why the 
trade cannot again duplicate this 
accomplishment in 1951. It will 
certainly not be a simpie task, but 
it can be done. 

In the meantime, any relaxation 
of selling effort will be disastrous. 
There are too many other retail out- 
lets looking for opportunities to de- 
velop hardware lines to permit a 
hardware dealer to relax his efforts. 
We should all still have vivid memo- 
ries of the many new businesses 
that got a start and prospered dur- 
ing the war years by capitalizing on 
someone else’s laxity. It can happen 
again. 

The same holds true of store pro- 
motion efforts and advertising 
budgets. Any temptation to seri- 
ously reduce your advertising 
budget should be strenuously re- 
sisted for the sake of the store’s 
future. Cutting your advertising 
and promotion budget is the surest 
way to stagnation and ultimate 
strangulation. There is always some 
merchandise or service that can be 
promoted. 


Keep Promotion Budgets 


As a matter of cold fact the de- 
cision of whether or not to reduce 
your promotion budgets is not 
yours to make. Your competition 
will make the decision for you. And 
it’s a sure bet that the auto specialty 
stores and the chains are not going 
to eliminate their advertising and 
promotion efforts. 

Credit restrictions are going to 
be tighter, particularly those af- 
fecting installment buying. This 
can work to a hardware dealer’s 
advantage in some respects, for it 
will dampen purchases of automo- 
biles, new homes, television sets, 
etc., and with disposable income re- 
maining very high, a large portion 
of these excess funds can be fun- 
neled into your store... if you do 
some promotion. 


Prices are going to continue to 
slowly rise. Present voluntary price 
controls (in reality they are profit 
controls) will not work and even- 
tually will be replaced with specific 
price ceilings, as were used in World 
War II. The big problem in price 
controls is wage controls, for with- 
out ceilings on wages, prices can- 
not be held down. And how to 


handle the escalator type wage con- 
tracts now so widely used is going 
to be a very knotty problem. 

In the meantime, on the chance 
that prices may be frozen on the 
basis of your prices on a specific 
date, it is especially important that 
you keep your prices up to date. 
Keep marking up your merchandise 
as the manufacturer marks it up. 
Not only will this result in actual 
additional profits in your pockets, 
but it may also save you from 
embarrassment when prices are 
frozen. 


Manpower Picture 


The manpower picture is going 
to be very rugged. There is no 
easy way to overcome a shortage in 
sales help. But knowing that such 
a shortage is imminent, you can 
take some steps to alleviate its se- 
verity. Many dealers are planning 
to depend heavily on older sales- 
people, both full and part time. 
High school youngsters can be used 
on Saturdays, but be sure to check 
your local child labor laws before 
employing young people. 

With the many new, and probably 
inexperienced, faces coming into 
your sales staff, an organized effort 
on your part to teach them store 
policies, basic selling techniques, 
some product information, etc., will 
pay dividends. In other words, plan 
to give them a short, intensive 
store course in selling hardware. 

It needn’t be an elaborate course; 
it could be handled in short ses- 
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sions, after hours, two nights a 
week. This is what, many of the 
larger selling groups are planning 
to do. They are already laying the 
groundwork for such an effort, bas- 
ing their sessions on material which 
has appeared and will appear in 
HARDWARE AGE. 

Putting more emphasis on self- 
service will also aid in solving the 
manpower shortage. Plainly marked 
prices and prominently displayed 
manufacturers’ information cards 

(Continued on page 102) 
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Sell on Price 


And Everybody Loses 


Cheap hardware can be expensive for builder, 
dealer and home buyer when considered from 
a long term basis, says Mr. Bradfield. If you 
face the problems of the "price" buyer, you'll 
find in this article many worthwhile suggestions 
on how fo handle this type of customer. 


By J. S. BRADFIELD 
National Brass Co. 
Grand Rapids, Mich. 


Unprecedented volume construc- 
tion in the low-cost housing ‘field 
has revived an old refrain among 
some hardware dealers which has 
a familiar, if untrue, ring to vet- 
eran salesmen. 

“My customers,” these dealers 
are saying, “are builders whose 
programs call for erection of many 
houses each year at lowest pos- 
sible cost. Often a house is sold 
before the foundation is finished. 
Some builders buy only the cheap- 
est hardware, since they have no 
interest in the houses, and feel no 
responsibility for them after they 
are completed. Frequently the 
home owners never even know who 
built them. 

“The houses are built to sell to 
buyers who are often hard pressed 
to make even a small down pay- 
ment, which makes low price far 
more important than quality of 
hardware. Good hardware is too 
expensive and is out of the ques- 
tion for this trade.” 

Wise dealers, confronted with 
this situation will do well to weigh 
the facts. Salesmen of good hard- 
ware have here an opportunity to 
earn the friendship and the busi- 
ness of such dealers by pointing 





out to them that other dealers 
have solved this problem to the 
mutual advantage of themselves 
and their builder-customers, and 
have at the same time increased 
their own satisfaction with their 
builders’ hardware business. 
When a dealer stocks hardware 
merely to satisfy a trade demand 
for cheapness, he is accepting a 
serious handicap. When, on the 
other hand, he stocks hardware 
which he knows is good and which 
he is proud to display and demon- 
strate, he affirms his own integrity 
and appeals directly to customers 
who, like himself, are interested 
in building equally reputable, en- 





made 
that he who sells cheapness taxes his 


"The observation has been 


energy to sell each item in his inven- 
tory, while the man who sells high 
grade merchandise need sell but 
once. In short, a dealer who sells 
price, makes a sale; a dealer who 
sells quality makes a customer." 


—VJ.S. Bradfield 
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during businesses. The builders’ 
businesses are the backbone of his 
business. If their businesses suc- 
ceed, his succeeds. 

The cost factor, comparing good 
and poor hardware is actually 
small. It is important to remem- 
ber that while a customer may 
argue about price, if the item he 
buys préves unsatisfactory, he is 
not likely to praise the dealer for 
selling him cheap hardware, In- 
stead he will criticize and con- 
demn that dealer. | 

When a dealer supplies a cus- 
tomer with an item which is pur- 
chased merely because it is cheap, 
the dealer exposes himself to the 
greatest possible number of com- 
petitors. Most of these competi- 
tors are price conscious and focus 
their efforts on getting business 
by quoting the lowest prices. When 
price is the only consideration, 
then the best answer is the lowest 
figure in dollars and cents. When 
price alone gets the business then 
profits have to be sacrificed and at 
times entirely eliminated. When 
this downgrade spiral goes to its 
natural conclusion — everybody 
loses. 

Let the dealer consider further 
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that if price alone controls the 
purchase, every time a builder—his 
potential customer—has a new job, 
he will again contact all the price- 
minded suppliers to see if he can 
get a still lower price. A dealer who 
sells good hardware to a builder 
and takes the trouble to convince 
him of its superiority, does not 
make a sale for just that day. He 
makes a customer who will be 
back for more hardware for more 
houses—not for a price to peddle 
to competitors. 

The observation has been made 
that he who sells cheapness taxes 
his energy to sell each item in his 
inventory, while the man who sells 
high-grade merchandise need sell 
but once. In short, a dealer who 
sells price, makes a sale; a dealer 
who sells quality, makes a cus- 
tomer. 

It is to the advantage of the 
dealer to consider carefully the 
builder’s side of this subject, and 
to be prepared to discuss with him 
the practical reasons for using 
good hardware on the low-cost 
houses he builds. 

Regardless of cost, a buyer is 
justified in expecting his purchase 
to perform the functions for which 
it is intended. Otherwise, there 
is no excuse for making that par- 
ticular purchase at all. He does 
not expect luxury in a low-cost 
house. He is justified in expecting 
the roof to keep out rain, the win- 
dows to admit light and the heat- 
ing plant to operate according to 
advertised standards. The buyer’s 
satisfaction with his investment 
rests upon the extent to which the 
house he buys fulfills his expecta- 
tions of protection, comfort, and 
durability with a minimum of up- 
keep. A satisfied buyer is the 
builder’s best investment in his 
own future. It is no less true 
that a dealer’s best asset is a long 
list of customers consisting of 
builders whose buyers are sat- 
isfied. 

When a builder erects houses 
with the conviction that his in- 
terests are best served by skimp- 
ing in every possible way, getting 
the sale made, pocketing the profit, 
and moving on to the next house, 
he deprives himself forever of the 
greatest satisfaction that a real 
businessman enjoys: the knowl- 
edge that he has done a good job 
and given a square deal. 

Such a builder may have con- 
vinced himself that no one is going 
to know who built his houses, so 
there will be no kick-backs. He 
may salve his own conscience by 
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indulging in the thought that he 
sold the houses so cheaply that 
he does not need to concern him- 
self about the feelings of the 
owner. But the only benefit or 
profit he will ever realize from 
these operations will be the money 
in hand when the transaction is 
completed. Sound and enduring 
businesses are not built on these 
principles. The day will come 
when buyers will become fewer 
and more cautious in time to come. 
Thoughtful builders need no crys- 
tal ball. 

Perhaps both the dealer and the 
builder can benefit from a glance 
at this present-day home buyer. 
Actually the man who has a hard 
time making the necessary small 
down payment cannot afford cheap 
hardware on the house he buys. 

Locks and latches have to be in- 
stalled on all houses; they are 
neither a luxury nor something that 
can be bought at some later date. 
Locks are placed on exterior doors 
to provide security for the family 
and its possessions. Locks which 
fail to function properly do not 
provide that protection and there- 
fore their cost is wasted. 

The average small house has 
about nine doors of which two are 
exterior units. If the cheapest 
locks and latches on the market 
are installed, the cost cannot pos- 
sibly be reduced $20.00 under the 
cost of the best solid brass and 
steel, guaranteed hardware. The 
difference is more likely to be less 
than $10. 


Let us assume that the home 
buyer is making a 10 pct down 
payment, with the balance han- 
dled in small monthly payments 
over a period of several years. If 
the difference in cost were as 
much as $20, which it will not be, 
the additional down payment due 
to the use of good reliable hard- 
ware would be as little as $2—and 
probably less than $1. The in- 
crease in monthly payments would 
be too small to mention. The max- 
imum increase in down payment 
may cause the buyer and his fam- 
ily to miss one picture show, but 
good hardware will last for a life- 
time. 

However, if cheap hardware is 
used, the first time the home owner 
has to call a man to repair a de- 
fective latch or lock, the cost of 
the repairs will be greater than 
the amount saved in the down pay- 
ment. 

Good hardware contributes to 
the home owner’s peace of mind 
when he is away from home be- 
cause it is a safe-guard against 
easy burglary. It contributes daily 
to his own and his family’s equa- 
nimity and to their enjoyment of 
the home. What is more aggrava- 
ting, after all, than a latch that 
won’t keep a door closed, a key 
that won’t operate a lock, a knob 
that turns on a spindle and so 
does not open the door? 

Locks and latches are given 
constant use; they are handled 
every hour, and because they are 

(Continued on page 116) 


Bids for Valentine Trade With Simple Decorations 


Although the traditional 
red of Valentine's Day was 
not the dominant shade of 
this window the effective 
design in white, on the 
window glass itself, helped 
quickly convey the mes- 
sage. The heart design, 
was applied by use of a 
white powder type cleanser, 
by Mrs. A. E. Nicholson 
and Mrs. Eskel Olson, wives 
of partners in Nicholson 
Hardware, Rockford, Ill. 
This and an adjoining light 
of the big show window 
had like designs, each of 
which was embellished with 
Valentine cutouts in each 
of the lower corners. Thin 
gage red linoleum on the 
step-up display, plus a red © 
cardboard and white lace 
paper Valentine in the cen- 
ter further carried through 
the sentimental motif. Gifts 
for girls, young women and 





more mature ladies were all featured in this attractive setting, merchandise including @ 


variety of aluminum bowls and novelty items. 
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Typical of the window displays used at White's is this setup including a tool on 
a bench, plus portable power tools and a variety of accessories on a lower level. 































Sells 200 Power Tools Yearly 


Were ample stocks of power 
tools now available, White Hard- 
ware Co. of Boise, Idaho, would be 
selling them at the rate of 200 
units a year. Limited stocks cur- 
rently prevent that rate although 
the firm is continuing to do a good 
volume in these lines. 

Four complete lines of power 
tools, plus numerous specialty 
items, are regularly offered by the 
firm and are constantly given dis- 
Play room attention and window 
Space. Fully 40 pct of these units 
are sold on a cash basis, about 30 
Pet on deferred payment trans- 
actions—paper being handled by 
a financial institution — and the 
balance on open account. Down 
Payments average about 10 pct, 
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How White Hardware Co. of Boise merchandises 


power tools, 40 pct of which are sold for cash 


with 27 months to pay, the pur- 
chaser exercising the option of 
payment at the bank or at one of 
the firm’s two stores in Boise. To 
date no repossessions have been 
necessary. 

White Hardware has sponsored 
demonstrations at schools and col- 
leges and has had an outside sales- 
man, accompanied by a manufac- 
turer’s salesman, make calls on 
power tool prospects as far as 50 
miles distant. These calls were on 
cabinet shops, sign shops, schvols 
and other likely prospects. Ship- 
ments of power tools and acces- 
sories have been made to points 
as far as 150 miles away. Numer- 
ous phone and mail order sales 
are made. 


Power tool customers are usu- 
ally repeat customers, many of 
them starting their home or busi- 
ness power tool setup with a single 
unit. Often the initial purchase is 
an 8-in. tilting arbor saw, selling 
at $65, less motor and stand—or 
$125, including the latter equip- 
ment. Although the firm has ac- 
cepted trade-ins it avoids handling 
used equipment as far as prac- 
tical. 

George R. White, manager, 
points out that people purchasing 
a single power tool will come back 
later for accessories or order them 
by phone or mail, including such 
sales as band saw blades and bits 
for routers and various types of 
hand tools. 
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Basic home kitchen 
and laundry centers 
are featured in 
homelike surround. 
ings. Of colorful ap- 
pearance, employing 
shades of yellow, 
chartreuse and blue, 
the display room has 
a purple ceiling. 





New Appliance Center 
Is a Demonstration Unit 





When the retail division of Swank Hardware Co., Johnstown, Pa., 
opened its new appliance center, the showroom was designed to 
give the firm better facilities for demonstrations for individual 
prospects as well as for groups invited to special showings. With 
very little shifting of equipment the company demonstrates before 
groups of 20 to 60 women at a time, sometimes having three dif- 
ferent clubs—morning, afternoon and evening. Groups attending 
receive cash fees for their club treasuries. Hardware Age here takes 
you on a picture tour of this colorful showroom. 
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Sewing machines 
ready for a selling 
demonstration. 
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Portitions permit 
shoppers to look be- 
yond section they 
are visiting yet tend 
to segregate differ- 
ent types of interest 
so that salesmen and 
prospects may con- 
centrate on specific 
items. 














Above 


Lined up on a two-level table is a wide 
variety of electric* housewares. 


Left 


Home laundry equipment is shown 

against a natural wood back- 

ground. Some of the firm's higher 

priced lighting fixtures are dis- 

played above. Each is connected 
for demonstration. 


Turn page for more details é 


on this new appliance center 








Left 

Five models of refrigerators are 

lined up in this section with chairs 
for prospects ready for use. 





l eft 

Curved table at left is 
part of the guided traf- 
fic plan in the new show- 
room. Doorway leads to 
lobby, the other side of 
which opens into hard- 
ware, housewares, toy 








and furniture display Glass ar 
rooms. a matte 
Below 
| Cooking equipment 
; of different types, 
sizes and quality are 


displayed in this 

manner. Table across 

aisle features elec- 
tric housewares. 














96 HARDWARE AGE, JANUARY 11, 1951) HARDW: 

























at left is 


ided traf- 
new show- 
; leads to 
er side of 
nto hard- 
ares, toy . . Ee 
display Glass and china are big traffic draws to the basement sales floor. Then it is only 
. a matter of suggestion to attract interest to the nearby appliance department. 
A large percentage of appliance 
sales at the Carr Hardware Co., 
Ames, Iowa, comes from the heavy 
store traffic created by its large 
pment : stocks of merchandise, its good s 
types, stoc so merc an lise, its good ser- 
ity are ra ic a n E54 vice and its advertising and promo- 
this , tional programs. 
yee The store, managed by Frank R. 
ares. Rodgers, carries a line of copy on 


most of its advertising which pro- 
Ed to claims “16,000 items for Your 
Convenience.” The customer finds, 


when shopping among the numer- 
ous displays on the large first floor 
and basement sales areas, that this 
. mae 
is literally true. - 
Appl i ct nce Sa les It is mainly on the sales floor it- 
self, that Carr Hardware makes its 
appliance customers, although fol- 
low-ups are made on tips given the 
management by satisfied appliance 
users or on shoppers whose interest 
seems to merit callbacks by store 
salesmen. 


An in-the-store sales program based The strategic location of the ap- 
pliance department, a space ap- 


on full lines and backed by service proximately 35 by 80-ft., is an im- 
and promotions maintains this store's portant part of the firm’s in-the- 


° ° store selling program. The section 
appliance profits. is in the basement where it can 


draw the interest of householders 
going into a spacious glass and din- 
(Continued on page 118) 
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Recipe for a Successful 





This attractive main floor attracts a feminine trade to Potter's Hardware. The hardware department occupies the basement floor. 


A hardware store with an all- 
year-long promotional program 
that builds community goodwill 
and new clientele right at the front 
door of the prospective customer’s 
home is Potter’s Hardware, of 
Westwood Village, Calif., suburb of 
Los Angeles. 

The program at Potter’s employs 
the City Hostess Service of Los 
Angeles. Through this latter or- 
ganization, lists of every new resi- 
dent entering the area served by 
Potter’s are compiled every month. 
A trained hostess is then sent out 
by the service to make a personal 
call at the homes on every one of 
these new residents. 

The call is strictly of a social, 
friendly nature. As a matter of 
fact, the success of the entire pro- 
gram hinges on the friendliness 
and personality of the hostess mak- 
ing the call. 

She extends the newcomer a wel- 
come to the community, tells of the 
services available in the community 
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and, in the course of such conversa- 
tion, discusses the Potter’s store 
and the kinds of merchandise and 
services it offers. 

A hostess card is left with each 
new housewife’ visited. This card, 
made out with the prospective cus- 
tomer’s name and signed by the 
hostess, is an invitation to visit 
Potter’s and receive a small gift 
from any of the store salesmen 
upon presentation of the card. 
There is no obligation to buy. 

About 40 pct of all cards given 
to newcomers by the hostess result 
in visits to Potter’s. Of these, 
about 70 pet end in purchases on 
first visits to the store. Of the to- 
tal number of new prospects thus 
coming in, approximately 20 pct 
open charge accounts and become 
regular customers. 

The individual retailer may de- 
termine what gift he will use to 
spark such a campaign. Currently, 
Potter’s is presenting a _ baked 
enamel, metal waste basket. No 


advertising of Potter’s is carried 
on the basket. 

When the salesman presents the 
gift, he aiso hands the new pros- 
pect a smal folder, containing a 
thumbnail history and policy out- 
line of the store. The folder also 
mentions store services and a com- 
plete list, department by depart- 
ment, of the merchandise carried. 

Included in the folder is a sheet 
to serve as a check-list of things 
needed in the home and handled by 
the store. 

J. A. Potter, Jr., executive head 
of the store, says, “If new custom- 
ers say they do not wish to buy, no 
attempt is made to sell them. We 
feel that the value of the gift is 
destroyed if an immediate attempt 
is made to sell. We want the cus- 
tomer to feel that she can feel free 
to come in at any time, browse 
around and buy only when and if 
she feels she wants to buy.” 

This policy has been followed 
since the store was opened in West- 
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Potter's Hardware has become known as the 
community store of Westwood Village, Cal., 
through its friendliness campaign and its 
concentration on useful quality merchan- 
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——— Hostess 


This is the card which the hostess leaves 
with the new resident, to introduce her to 
the store. It entitles her to a gift. 


wood Village in 1929. This is one 
reason why it is known as a com- 
munity store. Although the busi- 
ness was primarily a hardware 
store to begin with, it has since be- 
come well known as a giftware cen- 
ter as well. 

It is particularly in the gift, 
china and glass lines, that the 
hostess promotional program is 
used as a trade builder. ‘ 

About 49 pet of the business is 
done in housewares; hardware ac- 
counts for 34 pct and china and 
glass does 17 pct of the store’s vol- 
ume. 

A good little sales builder used 
in the china and glass department 


is the store’s own booklet titled ‘ a? : . : 
“Tp; . 4 99 +4, A newcomer to the community pays her first visit to the Potter store. e presents the 
Dinnerware Price List. It lists courtesy card which was given her by the store's hostess and the salesman gives her the 









a ys the Potter salesman lists by brand 
i 








all components of dinner sets. wastebasket as a gift. 
Blank spaces are provided where 





a. ; . “ xe: and pattern the particular sets 
Ari Yes » jd lA ao which have the most appeal to the 

‘2 if? prospective customer who is _ in- 
terested but is “just looking and 
not buying today.” 

The salesman frequently fills in 
the number of pieces which the cus- 
tomer is likely to require to meet 
her family’s size. The filled-out 
booklet is given the prospective 
customer who then has a reminder 
of the particular patterns she likes 
best. 

An instant reference is thus fur- 
nished the store when the customer 


nisin: Ream > Pes “ 
A Potter salesman marks down a customer's preferences in her dinnerware price list booklet comes back, and Potter's experience 
after she has selected the pattern she likes best. shows that the booklet service is a 






B 






























HARDWARE AGE, JANUARY 11, 1951 99 








Check This 
List Today: 


fF 1 incinerator 
| 1 can receptacle 


EFFORT. 


| 1 carpet sweeper 
| 1 Hoover cleaner 
1 chamois 
1 sponge 
1 dry m 
1 bottle glass cleaner 
1 dust pan 
1 can paint cleaner 
1 can furniture polish 
| 1 coffee making device 
| 6 custard cups 
| 
| 





1 muffin pan 
| 2 or 3 casseroles or baking dishes 
_| 1 egg beater 
1 rolling pin 
2 wooden spoons, 10” and 14” 
1 dutch oven 
2 square cake pans 
| : — cake pan 
layer cake 
1 griddle wuld 
2 pie plates 
1 funnel 
1 beater (whip) 
2 frying pans 
1 double boiler, 114 qts. 
1 basting spoon 
1 tea kettle 
1 quart measure 
1 tube cake pan 
1 sink strainer 
2 teaspoong for tasting 
1 ice pi 
1 kitchen table, porcelain top 
1 set graters 
1 bread board 
1 cake turner 
1 set cookie cutters 
1 utility tray 
1 pair scissors 
1 potato ricer 
1 cork screw and bottle opener 


oe i et 


L | 











1 roll wax paper 

2 waste baskets 

1 towel rack 

1 dish dryer 

6 pot holders 

1 lot paper towels and holder 
household scales 

1 fat thermometer 

1 doughnut cutter 

1 apple corer 

1 pkg. parchment paper 

2 pot cleaners 

1 electric mixing and beating machine 

1 waffle iron 

1 electric iron 


RHR e ews 
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POTTER'S 


THE FOLLOWING LIST IS COMPILED IN THE HOPE THAT 
IT WILL BE OF SOME HELP TO YOU IN SELECTING THE 
NECESSARY EQUIPMENT TO MAKE YOUR HOUSEKEEP.- 
ING EASIER AND WITH A MINIMUM OF LOST TIME AND 


1 large garbage can 
1 revolving clothes dryer 
1 lot clothes pins 
1 broom 
1 scrub brush 
1 scrub pail 
2 scrub cloths 
1 wet mop 
6 dust cloths 
1 whisk broom 
floor wax 
5 mixing bowls, mested 
2 sets measuring spoons 
2 standard pad cups, 
(1 glass, 1 aluminum) 
1 collander 
1 flour sifter 
1 bread box 
1 cake box 
1 food chopper 
1 steam or waterless cooker 
1 cookie sheet 
2 or 3 sauce pans 
1 roasting pan 
1 sauce pan, covered 
1 set refrigerator dishes 
1 dish pan 
1 — brush 
3 lipped sauce pans, 1 pt., 114 pt., 1 qt. 
1 deep frying kettle with te a to fe 
1 or more m 
1 egg poacher 
1 beating jar 
1 cannister set (spices, cereals, tea, etc.) 
1 step stool 
1 kitchen chair 
1 can opener 
|__| 1 chopping bowl and knife 
__| 3 wire strainers 
|_| 1 dough blender 
1 fruit juice extractor 
1 set kitchen cutlery 
1 knife sharpener 
2 wire cake coolers 
1 set salt, pepper, flour and sugar shaker 
1 potato masher 
1 step-on garbage can 
6 dish cloths 
|12 dish towels 
|_| 1 sink mat 
|" |12 glass towels 
|__| 2 butter ball paddles 
1 bean pot 
1 vegetable bin 
| 1 ironing board 
1 ironing board pad and cover 
1 electric toaster 
1 electric kitchen clock 
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Westwood Village 
10935 WEYBURN AVE AR 30514 
LOS ANGELES, CALIFORNIA 


USE THIS SPACE TO WRITE IN ADDITIONAL ITEMS 





This check-list is most helpful to the new home maker and results: in some quick sales for 
the store. It often suggests purchases on the first visit. 


strong assist in bringing them 
back. 
A series of ingredients has gone 


into the policy that has helped Pot- 
ter’s become the community store. 
One of these is friendliness. Cus- 


tomers’ names are learned and they 
are greeted by name by the sales- 
people, whenever they happen to 
enter the store. 

Service is another important 
policy factor of the store. It will 
order “anything we can” for any 
customer, making the phone calls 
or writing the necessary letters to 
the manufacturers, often as not 
even when the store does not stock 
such merchandise. 

A full repair service is main- 
tained. Customers frequently call 
the store and ask for names of 
recommended electricians, plumb- 
ers, etc. 


Substantial Phone Business 


As a community store, Potter’s 
does a substantial phone order busi- 
ness, and three phones are used to 
receive incoming calls. A delivery 
service within metropolitan Los 
Angeles is provided. For points be- 
yond, the store wraps and ships the 
articles simply for the postal 
charge. Orders have been shipped 
as far as Alaska, Greece and the 
Hawaiian Islands. One such order 
ran in excess of $300. 

At Christmas and other special 
holidays there are special gift 
wrappings. 

A regular gift card and gift 
wrapping service is _ provided 
throughout the year. 

Gifts, china, glass and house- 
wares are all sold on the main floor, 
to attract the feminine trade. The 
extensive hardware department oc- 
cupies the basement. 

The business was founded in 
1907 by J. A. Potter, at Brawley, 
Calif. In 1928, after a time in 
Santa Barbara, Calif., Mr. Potter 
opened the store in Westwood Vil- 
lage. The present store was built 
in 1938, at which time Mr. Potter’s 
son, J. A. Potter, Jr., assumed man- 
agement of the store. 


Better Business Bureau Suggests Code for TV Makers Advertising 


The National Better Business 
Bureau has added five new com- 
mandments to its rules of adver- 
tising as a result of the pre- 
Christmas video advertising which 
aroused much public complaint. In 
a bulletin just released to its mem- 
bership, Edward L. Greene, general 
manager of the Bureau, expressed 
the hope that all concerned with 
the welfare of advertising would 
profit from the experience. The 
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Bureau spelled out its lessons as 
follows: 

Advertising should not be used 
to undermine the child-parent re- 
lationship. 

Advertising should not be used 
to coerce parents into buying by 
falsely implying that failure to buy 
constitutes neglect of family re- 
sponsibility and duty, and con- 
tributes to maladjustments. 

Advertising should not make use 


of inaccurate assumptions regard- 
ing psychological problems to in- 
still guilt and inadequacy in the 
minds of readers. 

Advertising should not make use 
of themes tending to subvert the 
stability and unity of American 
family life by sowing seeds of dis- 
sension, disunity or distrust. 

Advertising should not be used 
irresponsibly as a law unto itself 


in disregard to the public interest. | 
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Eliminates Dead Traffic Spots— 
Volume Rises to $150,000 


Store traffic is the life blood of any retail 
business. If it doesn't distribute itself over a 
store, the dead spots show up in poor sales. 
For this Jackson, Mich., store, the remedy was 
a change in layout and a few new fixtures. 


Changing the floor lay-out and 
replacing a few fixtures produced 
amazing results for Burch Hard- 


ware, 
Mich. 
that 


1800 Francis St., 
It so greatly increased sales 
annual 


Jackson, 


gross volume was 


pushed up to $150,000—just about 
capacity. 
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Burch Hardware's old floor 
plan which held store traf- 
fic largely to one section. 


Under the new fixture lay- 

out, dead spots are elimi-- 

nated and traffic flows to 
all parts of the store. 
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SPORTING GOODS(WALL) 


Clair J. Burch opened his store 
in November, 1945, in a new 34 by 
105 ft. building, of which a 34 by 


64 ft. area is devoted to selling 
space and the remainder to a small 
sheet metal shop and storage. Then 
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A check-out counter near the front of the store speeds-up selling. Salesman can wait on 
customer while girl finishes a transaction—ringing up the sale, making change, and wrap- 
ping purchases. Here Clair J. Burch, store owner, completes serving customer. 


with the increase in sales following 
his improved store layout that fed 
traffic to all parts of the store, it 
became necessary to add an equally 
sized, second floor sales room. 

Though the store enjoyed good 
business from the start and each 
year proved to be better than the 
preceding one, Mr. Burch believed 
his store could do still better. Al- 
most all sales were obtained from 
one portion of the floor and the 
corner farthest from the door was 
almost completely dead. 

Displays were arranged length- 
wise in the store to create a center 
aisle. Yet the customers seemed to 
stay to the left side instead of mov- 
ing freely about the entire store, 
as the accompanying sketch illus- 
trates. 

Further, the paint department 
had been built up to being a prime 
attraction and many customers 
habitually went to that section. Mr. 
Burch reasoned that its sales 
wouldn’t suffer if it was relocated. 

To eliminate the unbalanced flow 
of traffic, Mr. Burch put in some 
new display gondolas, arranged 
crosswise to the flow of traffic and 
installed a check-out counter near 
the front. Then paints were moved 
to the dead corner. 

Using the strong pulling power 
of the paint department as a decoy 
worked out, for while the traffic 
flow is still predominantly down 
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one side of the store, instead of 
doubling back on itself and going 
out of the store, it tends to work 
through the cross aisles. There are 
no dead traffic spots now. Displays 
in the front of the store entice cus- 
tomers in and start them moving. 

One of the most productive 
changes was the addition of the 
check-out counter. A girl is on duty 
there all day taking care of cus- 
tomers who wait on themselves. 
Self-service is possible in this store 
because all merchandise is on open 
display. This ties in well with 
the check-out system. 

The system is a customer speed- 
up device. When a salesperson has 
finished waiting on a customer, he 
takes him to the check-out counter, 
quickly adds up the purchases on 
scratch paper and leaves. The 
cashier then rings up the sale, ac- 
cepts the money, makes change and 
wraps the purchases. This leaves 
the salesperson free to continue his 
job of selling other customers. 

Mr. Burch explains, that he has 
discovered, by actual test, that they 
prefer a store that mass displays 
its merchandise. He tried eliminat- 
ing some of them and immediately 
noticed a drop in volume. One mass 
display recently moved 500 pres- 
sure oilers in a few days. 

While these mass displays may 
increase pilferage, Mr. Burch de- 
pends on large volume to offset the 


loss. He operates on the expectancy 
that pilferage in his store will run 
about 1.5 per cent of his gross vol- 
ume and he allows for it on his 
books. He has found that items 
like tools are rarely stolen, the 
thefts occurring almost exclusively 
in small sporting goods items. To 
control this, sporting goods are dis- 
played in glassed-in counters. 

The comparative value of news- 
paper advertising and sidewalk dis- 
play have also been tested by the 
store, with the sidewalk displays 
winning by a considerable margin. 
While in many communities such 
displays would be a poor business 
promotion, in Jackson it produces 
results for the Burch Hardware. 
Its sidewalk displays pull in auto 
trade traveling the main traffic 
artery on which the store is located. 

Though Mr. Burch obtained 
amazing results from rearranging 
his store’s layout, it is not the sole 
reason for his business success. A 
good part of it is due to the loyal 
customer following he has created. 
He estimates that 90 pct of them 
are small home owners who do their 
own repairs and he goes to any 
length to service them, even if the 
sale may amount to only 10¢. 

“I favor the nut and bolt cus- 
tomer who comes in regularly, he 
is the backbone of my business,” 
Mr. Burch says. 


The Outlook for 1951 


(Continued from page 90) 


are musts for this type of selling. 

Moving the wrapping table and 
cash register up to the front of the 
store will speed up handling of cus- 
tomers and permit better observa- 
tion of customers to minimize the 
increased pilferage that comes with 
self-service. 

The points covered in this discus- 
sion are necessarily limited. The 
confusion that exists at the moment 
does not permit being more specific. 
But the general outlook can be sum- 
marized by saying that by and large 
the outlook does not warrant undue 
pessimism. There will be large vol- 
umes of merchandise for you to 
sell in 1951. Your sales may very 
likely come close to the 1950 level. 
But you are going to have to over- 
come many difficult problems to 
achieve this volume. 

The hardware industry has not 
known a “normal” year in more 
than a decade, vet it has done very 
well. It can do it again. 
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An airplane advertises the new store location. 
















Kant 
EAST AVE HOWRE CO NOW LOCATER 76 PLE RE" 


New Site + New Lines = 
Lower Costs and Bigger Sales 


Locates a block from old store and triples 


average sale per customer. Better parking 


attracts larger number of customers who buy 
more $20-$30 orders at Pawtucket, R. I/., 
store. Aerial advertising told the city about 


the new location on opening day. 


When a hardware dealer can cut 
his overhead and triple his average 
sale per customer at the same time, 
that’s news. Last summer Max L. 
Harriet, who operates East Ave. 
Hardware Co., Fawtucket, R. L., 
did just those things by moving his 
store one block from its downtown 
shopping location to 76 Pleasant 
St. in an area occupied by indus- 
trial and service companies. And 
there is ample free parking space 
in front of the store, as contrasted 
with a lack of it at the old location. 

Since the grand opening at his 
new location Mr. Harriet has used 
& quarter page ad every other 
week in a loca] newspaper. On Sat- 
urday of the opening promotion 
the store’s story was told by an 
airplane-towed sign reading, “East 
Ave. Hardware Co. now located at 
76 Pleasant St.” The plane flew 
over the city for 45 minutes dur- 
ing which period it made two com- 
plete circuits of the entire city. It 
flew over Narragansett Race Track, 
one of the larger horse racing 
tracks of the East, thus exposing 
his message to thousands of race 
fans. Another form of advertising 
Is constant use of manufacturers’ 
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printed material in outgoing pack- 
ages at all times. 

In the three days of the store’s 
opening sale free soft drinks were 
offered visitors. A booth, set up at 
the front of the store, had a man 
who did nothing but serve refresh- 
ments, using 70 cases of beverages 
in that period. The refreshment 
offer was mentioned in the store’s 
newspaper advertising. Of the 
opening promotion Mr. Harriet 
says, “In three days we had 2,000 
persons visit us. We used 1% 
pages of newspaper advertising, 
one half page being an institutional 
ad giving something of our history 
and background, the balance being 
devoted to merchandise specials, 
announcement of new lines and em- 
phasis on the new location. Copy 
featured the slogan, This is the 
House that Service Built. 


Consistent Advertising 


“It was at that time that we 
originated the heading, Max the 
Hardware Man, illustrated with a 
photo of my face and head on a 
body created by the advertising 
artist. It is used in all advertising 
to associate myself with the store 


and to remind people that the same 
friendly service may be found in 
the new location.” 

Improved parking has been the 
cause, according to Mr. Harriet, of 
interesting changes in his trade. 
Although pedestrian traffic has 
shown a slight decrease, at the new 
{ocation,emore people come in their 
cars to buy larger quantities of 
merchandise. Average sale per cus- 
tomer was $1.00 in the old location 
but now is about $3.00 with a 
greater number of $20.00 to $30.00 
purchases than before. A great 
increase in mill supplies business 
has been enjoyed in the new loca- 
tion and there has been a 150 pct 
expansion in paint sales. 

Use of a fireproof building has 
resulted in a one half reduction in 
insurance costs. A minor though 
interesting saving has been a 
marked decrease in the use of wrap- 
ning paper, because so many people 
driving to the store say, “‘Never 
mind wrapping. My car is right 
outside.” In five months the store 
has used less than one roll of wrap- 
ping paper. 

The new store is set back from 
the street to enable motorists to 
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From a small store we started in business with one thought 
in mind ... To give the customer quality merchandise at the 
lowest possible prices. Visit our new store and get your 
winter needs at low prices. 


6 Ft. Wood 


RULE 39° 


69e Value 

Wire woven asbestos 
BEDROOM LIGHT 19° 
Rose, Pink, §$ 
ice White 1.49 


OUT OF HIGH RENT AREA 


Nationally Adv. K EY S 
FLASHLIGHT MADE 


BATTERIES While U Wait 
10c Value 5 VY° 10° 
Fresh Stock _ § Ea. 


UNDERGROUND pe 


GARBAGE — 
> RECEPTACLES | PAINT BRUSHES | 
OF aye 9 15 


Cement Type 
Cast Iron Cover 

STORM WINDOWS 
HANGERS 8 5° 
3 complete sets for 


s950 
LOW OVERHEAD MEANS LOWER PRICES 





KITCHEN RANGE 
WICKS 








Enough for 
4 burners 


So 




















ier 10 Gallon Size 











PLASTIC 


TOILET SEATS 



























Nationally Adv. CEILING 
Scr tite BULBS , PAINT 
——— ore White or 4 
Gov. Surplus —— colors | 
Pete | og | E82 |Lpamt} 
Cc . 5 i 
Fed. tax Ic - 


a 
COMBINATION 


SCREEN and STORM — 
DOOR 














32” Bg allay $ 75 > EAST AVENUE 
saree, A i coms 7 
screening Plenty Of Free Parking In Front Of Store 


EAST AVE. HARDWARE CO. 


76-80 PLEASANT ST. FREE DELIVERY CALL PA. 2-4438 


STORE HOURS: 8:30 A. M. to 8:00 P. M. DAILY * THURSDAY ‘til 9 P.-M. 





Max (L. Harriet) the Hardware Man told of the store's 28th anniversary 
and his new location in this three column by 1234-in. advertisement. 
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28th ANNIVERSARY SALE! | 












drive their cars right to the store 
door. Mr. Harriet decided to sacri- 
fice valuable floor space to provide 
handy parking. Parking lanes are 
painted to keep cars _ properly 
spaced. 

The move marks a major expan- 
sion of the business which was 
started in 1918 and acquired 11 
years later by Mr. Harriet, who 
was only 21 years of age at the 
time. Aggressive and promotion- 
minded, he developed the business 
substantially. Prior to the recent 
move, the store occupied about 
3,000 sq. ft. of floor space; the new 
store occupies 7,800 sq. ft. and 
comprises three floors. 

The enlarged space has permitted 
the addition of a wallpaper depart- 
ment, enlargement of the mill sup- 
ply lines and the tool department. 
It permits the addition of bulkier 
items such as floor sanders, which 
are now rented, bringing an in- 
crease in the sale of related items 
such as paint, shellac, sandpaper, 
wallpaper, home tools and house- 
hold hardware. 

In the new store, the paint de- 
partment was given a different lo- 
cation now extending across the 
entire rear wall, bringing it in full 
view of all who enter the store. 
The department was in the rear 
right corner in the old location. 
With its improved location the de- 
partment also gets added attentio» 
since the central cash register and 
order department is located there. 

Mr. Harriet finds that people are 
always looking for new merchan- 
dise, new gadgets, new tools, new 
household items. New items are 
given prominent display, sometimes 
at the central cash register, at 
other times along the traffic aisles 
leading to the rear of the store. 
Many times they are given a good 
display on either of two island dis- 
plays which are placed in front of 
the main entrance. 

Considerable emphasis is placed 
on tools, with a large display to 
the right of the main entrance. In 
addition to a large wall display of 
the mass type, Mr. Harriet has just 
installed a new tool display of the 
oven, self service type to replace 
glass-enclosed cases. He also uses 
many of the panel boards vrovided 
by various manufacturers for show- 
ing complete lines of small tools. 

Finding that people like to 
browse for bargains. Mr. Harriet 
has several wire basket containers 
in which he shows special items, 
in mass display, with an attractive 
price. 
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Just inside one of the entrances, this summer display featured mowers, weed killer and related lines. 


Gears Stock to Average Demand 


Quick moving quality goods which will meet the demands of 


ms are 
: average home owners are featured rather than unusual wares. 


Some merchants will tell you that 
they try to carry everything that 
any customer may want. Hof- 

front of mann’s Hardware, Second South 
and State Sts., Salt Lake City, 
is placed Utah, follows a different policy by 
featuring only fast moving quality 
lines that will interest the average 


isplay of customer. 

has just As John Van Winkle, sales man- 
vy of the ager, explains, “We carry what we 
replace find meets the average customer’s 
also uses demands instead of trying to carry 


aati unusual lines. And we are keeping 
our inventory cleaner than ever be- 
fore.” 
(Continued on page 130) 


Harriet 
ontainers 
Bulky goods accounting for sizable 
units of sale-power tools and bi- 
cycles—are arranged so as to permit 
easy examination. 
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Nales Gain 13% 
After Remodelin¢ 





CHESTER A. HUPP 


Hupp Hardware, Wichita, Kan., expects 
increased sales*to pay cost of store 
improvements in two to three years. 





PERRY A. HUPP 


Glass and dinnerware show off well against the blue mist background 
of this wallcase. Fluorescent lighting is concealed under the cornice. 
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““A check of our sales in the firsi 
three months after we remodeled 
and refixtured our store showed 
that they were 13 pct ahead of sales 
of the same months of the previous 
year,” Chester A. Hupp, of Hupp 
Hardware, Wichita, Kan., reports. 
“We believe that increased sales 
will pay the cost of our store im- 
provement within two or three 
years. 

“Many of our customers, when 
complimenting us on the appear- 
ance of our modernized store make 
the comment that we must have 
added considerably to our stock. 
Actually, our inventory remained 
about the same,” Mr. Hupp says. 

The owner of the Wichita store, 
which is now in its 29th year, 
credits advertising with being an 
important factor in the growth of 
his business, and the store fre- 
quently uses large display space. 

For the formal opening of its en- 
larged and modernized store, Hupp 
Hardware, located on the South 
Side of Wichita, used a three-color, 
four-page newspaper size circular 
which was distributed to all homes 
in its community, and mailed to 
rural box holders. In addition 4 
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series of large newspaper display 
ads were used. 

A new store sales record was es- 
tablished the day after the appear- 
ance of a two-page, double-truck 
newspaper ad announcing last 
year’s Spring Economy Sale. 

Three years ago the Hupps in- 
creased the size of their store by 
adding 45 ft. to the width of the 
original 50 ft. front. The store is 
50 ft. deep. The 50-ft. section to 
the left of the main hardware store 
is devoted entirely to china and 
glass, housewares and appliances. 

This side of the store is reached 
both by a street door and by a wide 
entrance opening off the main hard- 
ware section. 

In order that the new Sitka 
Spruce Lumber Manufacturing 
Co. fixtures should be shown to 
best advantage, the store interior 
was redecorated. Walls were 
painted light green and the ceiling 
white. The fixtures have a natural 
wood and blue mist finish. 

Perry Hupp, the founder, is still 
very active in the store but Chester 
Hupp, who grew up in his father’s 
store, now carries the chief load of 
management. 
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Left— Mass display is 
achieved with an economy 
of shelf space in this ar- 
rangement of cleaning 
materials. 












Below—Steel goods hang 
and stack neatly in this dis- 
play which utilizes adjust- 
able brackets. 










































Guns and ammunition make the focal point of the sporting 


goods section. Camping equipment is prominently displayed. 
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A Christmas season win- 

dow display for the gift 

section showing the depart- 

ment's front-of-the-store lo- 
cation. 
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Section of the store's gift department fea 
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Part of the housewares section featuring mostly utility items. 


Mr. and Mrs. Roy Ballenger opened 
a hardware store in a former auto 


sful Gift S ty supply establishment and then found 

i ec ion they needed feminine trade. Here's an 
outline of the methods used to build 
a gift department in a college town. 


When the Roy Ballengers ac- 
quired quarters occupied by an auto 
supply dealership in Liberty, Mo., 
a town of 3,598 population, and 
changed it into a complete hard- 
ware operation, they found they 
had very few women customers. 

Mrs. Ballenger studied means of 
attracting more feminine trade. 
She visited every retail store in 
town and consulted dozens of local 
; Women to discover what the store 
| might offer to attract their trade. 

She found that women in this col- 
lege community were interested in 
4 source for reasonably-priced gifts 
) for social and holiday occasions. 
Today, the store’s cozy gift shop, 
) hext to the housewares department, 
‘ attracts a steady stream of college 
girls and housewives. 

» Mrs. Ballenger discovered the 
community need was for gifts— 
both decorative and practical— Mrs. Ballenger gift wrapping items in special boxes bearing the firm name. 
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At the Hardware Fashion Show spon- 
sored by the store one of the models 
shows a hardware hat. 


priced from $1 to $10. There are 
no items priced over $10 in the 
$1,000 giftware inventory of more 
than 500 articles. In stocking the 
department, she keeps in mind the 
fact that college girls, on small al- 
lowances, and housewives on slender 
budgets, seek appropriate gifts for 
such occasions as wedding showers, 
weddings, card parties and garden 
club activities. 

It isn’t unusual for some young 
women to attend four or five show- 
ers a month which points up a need 
for nice, but inexpensive, gifts. 
Decorative ceramics, a crystal pep- 
per and salt shaker at $1.35, 
brass candlesticks and candle snuf- 
fers are among the items which are 
popular with shower-goers. 

Although weddings provide 
golden opportunity to sell expensive 
gifts, including automatic toasters, 
waffle irons and cooking ware, Mrs. 
Ballenger finds that there still 
exists a lively demand for gifts in 
the $1 to $5 category. 

Selling a starter set of gaily- 
colored dinnerware at $8.95 for a 
wedding gift is welcome because for 
post-wedding affairs friends have 
a choice of giving a wide variety 
of matching additions to the set— 
fruit dishes, sugar and creamers, 
butter dishes, casseroles, coffee 
servers, tea pots, vegetable dishes, 
salad bowls and platters. 

“A starter set of dinnerware 
spurs traffic by bringing in friends 
of the bride to select additions to 
the set,” said Mrs. Ballenger. 
“Shower and wedding gift custo- 
mers depend on me to see that there 
is no duplication of gifts. We have 
a special file in which all gifts are 
carefully cataloged.” 
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Liberty has 25 bridge and can- 
asta clubs whose members seek low- 
priced, unusual gifts for prizes. 
Canasta glasses, crystal goblets, 
brass candlesticks, door knockers, 
and egg-timers are among the best 
sellers. When card club members 
go shopping for prizes they seek 
something that combines a little 
elegance with a lot of practicality. 

“Garden Clubs demand special 
attention,” Mrs. Ballenger said. 
“They hold flower-arranging con- 
tests and constantly seek new and 
different containers for flowers. 
Flower bowls cannot be so decora- 
tive that they detract from the 
bouquets. I visit clubs frequently 
to learn their needs, and find mem- 
bers go for planters and ceramic 
bowls selling from $1 to $5.” 

Endowed with a sense of good 
taste, Mrs. Ballenger stocks inex- 
pensive gifts, yet manages to avoid 
the cheap and gaudy. Realizing 
that where there is too much to 
look at, nothing is seen, displays 
are pared down to a few fine pieces 
from each category, enhancing 
them by selectivity. 

“There is another reason for 
keeping a small number of items 
out on display,” she said. ‘Shoppers 
like to believe that you stock only 
one or two of the objects they buy 
for gifts. An article loses its al- 


lure if they think other people 
might have it too.” 

Shoppers who fail to find a suit- 
able gift in the gift shop are 
chaperoned to the $3,000 kitchen- 
ware, aluminum waré and kitchen 
gadget stock. In buying for gadget 
fans, Mrs. Ballenger has a simple 
formula—she buys a sample, tries 
it out in her own kitchen, and if 
she likes it she puts them in stock. 

Says Mrs. Ballenger, “I have had 
unusual success selling a new blend- 
ing fork, useful in mixing shorten- 
ing, because I experimented with 
it in my own kitchen. The same is 
true of a cheese grater. I had no 
idea it could be so wonderful until 
I put it into action. Because I use 
these articles myself, I am able to 
demonstrate them more effectively, 
and convey my enthusiasm for 
them to prospects.” 

Twice-weekly newspaper ads 
spotlight two brand new gift items. 
Illustrated with line drawings, the 
one-column-six-inch layouts feature 
knick-knacks priced under $2.00. A 
typical ad was a recent insertion 
featuring a small ceramic sprinkle 
boy for dampening clothes and a 
heart-shaped string pull, both priced 
at $1.95. 

Holidays are occasions for unu- 
sual ideas on the retailer’s part. Last 

(Continued on page 114) 
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Tho you didn’t say Mother 
when your telephone rang, 
“you can still make MOTHER'S 
DAY go off with a bang. 
Just choose a gift from our 
lovely collection, 
And it will please MOTHER 
quite to perfection, 


SUGGESTIONS: 
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Toaster Gloves 
Pressure Cooker G-E Fan 
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3 ~~ Mother's Day Gift from 
a 


Ballenger's 
Don't 
Sey “HELLO” 





Will be a Mother’s Day gift 
waiting for you on the other 
end cf the line—Nothing to 


buy. 


When you answer your 
4 telephone Tuesday and 
Wednesday, May 2nd and 
Srd, don’t say “Hello” say 

Mother.” 
[> | 


e of BALLINGER’S happens to be 
ill rece-ve & Mother’s Day gift. 


If a representativ 
calling you, you W' 


pallengers 
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Two column by 6!/2 in. ad used to attract people in Liberty to the 
store's giftware section at left. Another Mother's Day ad for Bal- 
lenger's gift section, two columns by 6 in. at right. 


HARDWARE AGE, JANUARY 11, 195! 














Yo 





BETTER | 


HARDWAI 








“r people 


id a suit- 
shop are 









You can make more protits S featuring 


) kitchen- 
d kitchen 
or gadget 
a simple 
ple, tries 
n, and if 





in stock. 
have had 
ew blend- 
r shorten- 
ited with 
e same is 
I had no 
rful until 
use I use 
m able to 
ffectively, 
iasm for 








sper ads 
rift items. 
vings, the 
ts feature 
> $2.00. A 
insertion 
e sprinkle 
ies and a 
oth priced 


for unu- 
part. Last 
14) 


om 


0” 


ountry 
Sentleman 


a 


j 





E 
rs Day gift 
on the other 
_Nothing t@ 





—_—— 
ypens to be 
ay gift. 














a 





Pat 


BETTER THINGS FOR BETTER LIVING 
++» THROUGH CHEMISTRY 


€6.u.5 








ty 11, 1951) HARDWARE AGE, JANUARY 11, 1951 


here g broor: 


as the BIGGEST PROMOTION 
IN PAINT BRUSH HISTORY continues! 


A window display of nylon brushes in a 
Fitchburg, Mass., hardware store sold over 450 brushes 
during a five-week off-season period. Dealer reports brush 
sales up over 100 per cent and paint only 10 per cent. A 
Ft. Wayne, Ind., paint store ran one newspaper ad and 
sold its stock of 246 nylons in two and one-half days. A 
Chicago, IIl., store using display material sold its stock in 
three and one-half days. 


het C 5 W A ‘id . Your customers find nylon paint 


brushes are smoother painting 





e Nylon brushes are easier to clean 





e They’re ideal for nearly all finishes 
e Durable nylon bristles don’t break off 
e@ There’s sales magic in the word nylon 














you can tie in 


hives pow for bigger profits: 


Three out of five U. S. families read or heard about nylon paint 
brushes last year. And there’s more advertising coming during 
1951! Informative Du Pont advertisements appearing in maga- 
zines that your customers read, will help sell your nylon brushes, 
because they give many helpful pointers to home painters. Your 
customers will also hear commercials about nylon paint brushes 
over the popular Du Pont ‘“‘Cavalcade of America” radio program 
on Tuesday evenings. And a broad publicity campaign about 
nylon brushes will be aimed at your local newspapers, radio and 
television stations. 





It’s a great chance for you to do a powerful point-of-sale tie-in, 
reminding your customers of the nylon paint brushes they’ll be 
hearing and reading about. So, today, ask your supplier to demon- 
strate his line of nylon brushes. Attend his dealer meetings. Learn 
the facts about nylon. Get your free, attractive merchandising 
material from him. Be ready! Your customers will be asking for 
nylon paint brushes soon. So order them now! 














M. T. D'ANDREA 


Today is an especially appropri- 
ate time for a hardware dealer to 
review his credit practices and to 
put into effect such reforms as are 
necessary. 

Correction of unsound and out- 
dated credit practices will aid in the 
fight against inflation and will also 
benefit the dealer by eliminating 
costly procedures. Modernizing 
credit practices at this time will 
cause little or no hardship because 
of the high level of business ac- 
tivity. 

Present-day trends emphasize the 
need for examination of each one’s 
terms of sale. If our observations 
are any guide, there is much room 
for improvement. We recommend 
this as a good time to consider the 
national and commercial advan- 
tages of shortening—clarifying— 
and more systematically enforcing 
terms of sale. 

Shorter terms would promote 
greater liquidity. They would dis- 
courage overbuying. They would be 
another advance in the fight against 
inflation. Terms should be just as 
streamlined as today’s transporta- 
tion and modern business methods. 
From our observations and conver- 
sations with business people, we 
find that in many cases, terms have 
been taken for granted. They are 
not figured on a basis of what can 
be afforded. They are just as often 
based on custom, and the custom 
may date back to our ancestors. 

The biggest fields for the im- 
provement and shortening of terms 
are among retailers and wholesal- 
ers. The terms of most manufactur- 
ers are short enough as is. We be- 
lieve they will agree on that. Of the 
wholesalers and retailers, it is the 
retailer who can do the most to sys- 
tematize credits and collections. He 
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Common Sense Credit 


The value of sound credit terms, properly 
enforced, is not fully understood by most 
dealers. Why today is an especially good 
time to re-examine and modernize your 
credit practice, and how to go about if, is 
discussed in this article. 


By M. T. D'ANDREA 
Hardware & Paint Trades Credit Bureau 


New York 


has probably not given this subject 
too much thought up to now. He 
should. That’s the first improve- 
ment that can be made. 

Retailers do not have to sell on 
any old terms. We see no reason 
why they should not have 30 day or 
monthly terms—or even the terms 
which will be suggested later for 
wholesalers. Many retailers might 
prefer monthly terms, as many con- 
sumers are in the habit of making 
monthly settlements. 

Why not call for payments by the 
10th of the following month? That 
seems fair. Whatever terms you set 


should be plainly printed on your 
bills and statements. 

These terms should be no hard- 
ship on the average consumer. Let 
retailers remember that most con- 
sumers get their income in cash at 
frequent intervals. If they live 
within their means, they should 
have money available at all times 
for payment of household bills. 


Use A Collection System 


Retailers are likely to feel that 
they are not entitled to a collection 
or credit system. We urge corret- 
tion of such thinking. Every busi- 








' Read This—Then Look at Your Own Statement 
Of Credit Terms 


Have you looked at your terms lately? Are they stated clearly and cor- 
rectly? If your discount and net terms are, in actual practice on a monthly 
settlement basis, do your terms so specify? Are the terms printed on your 
bills and statements, the terms on which you operate and expect your cus- 
tomers to respect? Do they say what they mean so that there is no doubt 
in the customers’ minds as to what is expected of them? 


We dare say many will be surprised at how carelessly or incompletely 
their terms of sale may be stated. Some will realize that the terms stated 
on their bills, possibly from habit, are not the terms on which they actually 
operate their businesses. 


Most surprising of all, will be the number of firms who will find that their 
terms are not printed on their statements at all! The writer recently looked 
over about 200 statements from different firms and found that about 75 pct 
of them do not show any terms at all. 


Of course, the terms might be on the invoices. Even if they are, they 
should also be on your statements, which are the records you send out for 
the purpose of facilitating remittances and as reminders of past due accounts. 
Considering the purpose of statements, it is most important and logical that 
the terms of sale be repeated on them, plainly and fully. Clarification and 
publication of terms are vital primary steps. 
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TERMS: — 2% DISCOUNT 


RCHASES BY 
OATES OF INVOICES 





= DUE NET ON THE 10TH 
DATE OF INVOICES. 








AYMENT OF 
OF THE FIRST 
















2% cash discount only for payment of an entir ’ 
; e month 
the 10th of the first month following date of invoices 


TERMS OF SALE 


pooce 


OR 
DUE NET—on the 10th of the Second month following date of invoice. 





ness is an important cog in the na- 
tional commercial structure. Every- 
one should try to be efficient and 
profitable—in other words a strong 
cog and not a weak link. By all 
means, put in a collection system— 
simple if need be—but one consis- 
tent with your size and needs. 

Retailers should send monthly 
statements. They should send cour- 
teous reminders on the statements 
or by letter, of all past due bills. 
They should be followed up about 
two weeks apart. Telephone calls 
can be effectively used by retailers 
to combine both collection and sales 
efforts. . 

When your bills run into about 
the third. month and your remind- 
ers are ignored or the delays are un- 
explained, it is time for you to take 
other action, for no doubt your ex- 
customer is now buying and paying 
elsewhere. Delinquent accounts 
should be placed with a reliable col- 
lection agency or with your attor- 
ney. In these times no one should 
encourage delinquency or indefinite 
delays. 

If retailers will first clarify, 
shorten and enforce their terms, 
they will feel no hardship if whole- 
salers fall in line and do the same. 
They, too, could stand a dose of cor- 
rection and improvement. You will 
find that most wholesalers accept 
both discount and net payments on 
a monthly basis. Yet, most of them 
still state their terms in days, such 
as—2 pct—10 days, net 30, or 60. 
We'll bet many people never even 
noticed the terms, as printed on the 
bills. That’s one of the first im- 
provements wholesalers can make— 
to accurately state their terms. 

For example, it is common prac- 
tice to allow 2 pct discount for 
Pavment of an entire month’s bills 
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by the 10th of the following month. 
Yet, how many of their terms spe- 
cifically say so? It is also common 
practice for them to accept net pay- 
ments on a monthly basis. Yet, in 
looking over the terms stated by a 
number of wholesalers in this area, 
we have been able to find only three 
that print monthly terms on their 
statements that conform with the 
almost general manner of payment. 





Net no discount after 10 days 


Terms 2 percent 10 days 
{ erms — 





The concerns using these statements allow 
both monthly discounts and monthly net 
payments, but do not indicate those facts. 


How are retailers to know just 
when payments are required? Why 
not have terms say what they mean 
and mean what they say? 

The wholesaler should also con- 
sider how he can speed up the turn- 
over of money. Are his terms too 
long? Let’s consider the customary 
discount allowance—2 pct for pay- 
ment by the 10th of the following 
month. That means bills can be 
from 10 to 40 days old by the dis- 
count date—or an average of 25 
days. Isn’t that too generous and 
out of proportion to the value of 
money? 


AN ENTIRE 


MONTH FOLLOWING 


OF THE SECOND 


S purchases on or before 





MONTH'S 







These examples 
clearly express terms. 
There's no doubt in 
a debtor's mind as 
to when he may take 
discount or must 
make net payment. 






What it amounts to is this. Let’s 
say the bills amount to $1,000 and 
that they would be due net 30 days 
after the discount date. The credi- 
tor would be allowing 2 pct or $20 
for getting his money 30 days in 
advance. Compare that with the 
cost of borrowing $1,000 for 30 
days at the full rate of 6 pct inter- 
est. That would be only $5. 


Re-Examine Terms 


It is my opinion that the cost of 
discounts given by wholesalers and 
retailers on the monthly settlement 
plan should be re-examined. Pos- 
sibly semi-monthly terms would be 
more equitable and equally as prac- 
tical. We realize that monthly set- 
tlements save some clerical work 
and time. Two payments instead of 
one should not cause too much con- 
fusion. There would be some saving 
due to,the need for checking and 
remitting fewer bills at one time. 

At this point, someone is bound 
to ask if we have any concrete sug- 
gestion on what such terms might 
be. Perhaps something like this— 
2 pet discount for payment of bills 
between the 1st and 15th by the 
20th—and for payment of bills be- 
tween the 16th and 31st by the 5th 
of the next month. That would al- 
low an average of 12% days for dis- 
count instead of 25. If the net 
terms were set at payment of an en- 




















Incomplete statements of terms 
are illustrated here. 




















tire month’s bills by the 20th of the 
next month, an average of 35 days 
would be allowed for net payments. 
Would not some such terms be in 
better proportion and more defi- 
nite? 

Terms —their clarification and 
better enforcement—should be re- 


examined by all branches of distri- 
bution — manufacturers, wholesal- 
ers and retailers. Better collections 
are also in order today. Very slow 
accounts should not be considered 
necessary evils to be tolerated and 
policed. They should be looked upon 
as cases to treat and correct. 


Study Leads to Successful 


Mother’s Day she used an idea that 
helped make the store headquarters 
for these shoppers. An announce- 
ment was carried in the newspaper 
that the store would make 100 
telephone calls two days prior to 
Mother’s Day, and people who an- 
swered by saying “Mother” instead 
of “hello” would receive prizes. 
After attracting attention with this 
announcement, the store followed 
up with a second ad which listed a 
wide variety of small electric ap- 
pliances which would make suitable 
gifts for mothers. Fourteen per- 
sons made the proper response to 
the telephone calls, and were 
awarded gifts valued at $25. The 
remunerative idea created a lot of 
fanfare, including considerable 
publicity in news columns of local 
newspapers. 

The desk of Helen Ballenger 
holds a scrapbook, containing de- 
tails of a promotion that netted na- 
tion-wide newspaper attention—a 
hardware fashion show. 

Featuring hats made with pots 
and pans as the crown and dec- 
orated with sink strainers, nuts 
and bolts, fishing lures, etc., ladies 
of the community were issued in- 
vitations to attend the show. Col- 
lege girls were called in to model 
the chapeaux and an attractive 
window display of the hats was ar- 
ranged. 


Put Firm in Public Eye 


Correspondents of local news- 
papers and press syndicates cov- 
ered the affair. Crowds, coming 
from within a 10-mile radius of 
Liberty, packed the store. The idea 
put the firm in the public eye and 
introduced its wares to a host of 
feminine buyers. 

The store’s free gift-wrapping 
service builds extra good will. Two 
box sizes are used; one holds eight 
crystal goblets nicely, and a smaller 
box is built for cigarette boxes, 
candy dishes and ash trays. 
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(Continued from page 110) 


The distinctive boxes, decorated 
with the firm’s name in white and 
green lettering, match colors of 
the gift shop background. The 
trim-looking packages are wrapped 
by Mrs. Ballenger in green and 
white diagonal-striped wrapping 
paper decorated with big green rib- 


Slowness, unless caused by mis- 
fortunes or temporary set-backs, is 
a symptom of financial illness. In- 
sistence on better payments will 
help focus attention on the weak- 
ness that needs correction—and its 
correction will be a favor to the 
debtor. 


Gift Section 


bon bows making an attractive ap- 
pearance. 

“The packaging service is a good- 
will gesture extraordinary,” says 
Mrs. Ballenger. ‘We feel we can 
afford to offer it at no charge since 
the mark-up on most gifts runs one 
hundred percent or more.” 





Compact Display Sells 
Fishing Gear 


Highly visible but pilfer and 
damage proof are the fishing needs 
shown in this old glass case at 
Lawlor’s Hardware, Lincoln, Neb. 
Panels are shown at an angle so 
that easy selection and indentifica- 
tion may be made without unneces- 
sary handling. Forty-nine panels, 
each held in place by bin glass, per- 


mit the showing of a large variety 
of small items. While customers 
are talking about these items they 
often see other larger and higher 
value equipment which they will 
buy. Pictures of other parts of the 
store’s extensive sporting goods de- 
partment were shown in the Nov. 
16, 1950 issue of HARDWARE AGE. 





Merchandise shown in this case reminded many an angler of his needs. 
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Start NOW reaping year-round profits 
with National Lock BUILDERS HARDWARE 


a good- BARREL 
si s 
or BOLT leas: 
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Barre! Bolts are made of steel in 3 sizes... with 3, 4 and 5 inch bolts. Items are finished with 


base in black enamel or brass plate. Bolt is brass plate. Packed one dozen in a carton with screws, 


One of many quality-made, in-demand hardware 
items from NATIONAL LOCK’S complete line... 


S| ae National Lock Builders Hardware provides consistent profits 
month after month. Items are offered in a wide range of gizes, 

en specifications and finishes to answer every builder'and consumer 

need. Many are attractively packaged. All are shipped in dur- 

able, compact cartons. Handsome counter display boards are 

tee provided FREE to help you sell. Order a well-rounded inventory 

NOW, as illustrated in our Builders Hardware Catalog. Write 

us if you do not have a copy. One will be sent free of charge. 


Ask your favorite supplier about National Lock Hinges, Butts, Hasps, Latches, Pulls, Sash Locks 


DISTINCTIVE HARDWARE....ALL FROM ] SOURCE 


: 


‘ 
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ROCKFORD, ILLINOIS e MERCHANT SALES DIVISION 
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MODEL G — 2 HP. 


For average home and 
suburban gardens. 


MODEL H — 3 HP. 
For estates, parks, large 
commercial gardens. 
MODEL R — 5 HP. 
Riding tractor high in per- 
formance, low in cost. 
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MORE THAN 2O WORK-PROVEN 
ATTACHMENTS TO MEET EVERY NEED 


because 


EXCLUSIVE POWER- 
FLO CLUTCH for silk-smooth 
power feed 
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EXCLUSIVE EASY- 
HITCH for quick, simple tool 
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AND INSURES MAINTENANCE-FREE OPERATION 
RESULTING FROM PRECISION DESIGN AND MANUFACTURE 


NATIONALLY ADVERTISED TO CREATE PROSPECTS -- 


a PLUS LOCAL MERCHANDISING TO BRING ‘EM IN. 

TO KEEP YOUR “gee 2. rm 

WATERBURY 
BIG TRACTOR 
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Sell on Price and 
Everybody Loses 


(Continued from page 92) 


conspicuous—appearance is im- 
portant. Cheap hardware can be 
an unending cause of exaspera- 
tion and an eye-sore. Good hard- 
ware will cause no annoyance, and 
its beauty will be a source of 
pride and will enhance the value 
of the property. 

A builder who does not strive 
to make every buyer a_ booster 
overlooks a great opportunity to 
promote and insure his future 
business. The builder who devotes 
his efforts to erecting homes which 
wil! give the owner the greatest 
possible value for his investment 
is building not only houses but 
personal prestige and goodwill for 
himself, both of which will pay 
big dividends in years to follow. 

The best interests of the dealer 
who wants to maintain a growing 
and prospering business. are 
served best by builder-customers 
who also take the long view. It is, 
therefore, well worth the dealer’s 
trouble to try to convince the 
price-shopping builder of the prac- 
tical advantages of conducting his 
business on a basis which will 
cause it to grow, and thereby make 
more money over the years than 
could be realized from a five-year, 
“grab-as-he-can” venture. 

Good hardware is an investment 
—modest in cost—which pays off 
handsomely to the buyer, builder 
and dealer. 

Cheap hardware is a luxury no 
one can afford. 





HARDWARE HUMOR 


By Hardware Age 





"Sam—where are the bicycles?" 
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This Seattle store posts prices of various kinds 
of paints, to both the consumer and the painter. 


A simple helpful pricing device 
Saves time in completing paint sales 
for L. Van Inwegen, owner of the 
West Woodland Hardware, Seattle, 
Wash. 

As shown in the photograph, Mr. 
Van Inwegen, marks the prices for 
various types of paints on cards, 
the size of postcards, which are at- 
tached to the front of the wallcase 
boxes which hold manufacturers’ 
painting instruction pamphlets. The 
prices, by pints, quarts and gallons, 
are listed in two columns. The first 
shows consumer prices while the 
second column shows the prices to 
painters. 

This method of pricing eliminates 
the need for marking prices di- 
rectly on cans and the subsequent 


Handy Pricing Device 
Is Time-Saver 
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erasure of old prices whenever 
prices are changed. Labels remain 
clean. It also eliminates the need 
to refer to the price book whenever 
a sale is made to a painter. 

Mr. Van Inwegen is convinced 
that paints should be sold in a ser- 
vice, rather and in a self-service 
department. He decided this after 
operating both ways. After a re- 
cent store remodelling he decided 
that paints require more personal 
attention than most other hardware 
store lines. 

His objection to self-service in 
paints is principally that customers 
remove cans from the shelves and 
then thoughtlessly put them back 
in the wrong places. Soon, the 
colors, sizes and types of paint are 








@ FAST-SELLING 


R 
STEPS TO ae... 
SMOOTHER @ SELF-SELLING 


PROFITS! ROYAL 








Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 





DEPTH: %”", %”, Vy”, %”, %,”, %", y” 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 








Most Popular Wood Joiner— 





—For Everyone! 
OW NATIONALLY ADVERTISED! 






‘ 
‘ ¥INS OF Connucart? 
*REG. U. S: PAT. OFF. 





«¥ 





Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 
232 Third St., Brooklyn 15, N.Y. 
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HERE’S WHY 


SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 





all mixed up. This requires a con- 
stant straightening of stock, and 
makes stock control a_ difficult 
matter. 

The Seattle dealer doesn’t think 
he is going to lose any paint sales 
since converting from self-service 
on this line, since paint is a demand 
rather than an impulse item. Cus- 





tomers shop for color and finish, 
and not according to the package. 

Mr. Van Inwegen thinks that the 
way to sell is from a color chart, 
which is immediately handed to a 
customer for his study. When the 
customer has made up his mind 
the salesman behind the counter 
picks the can off the shelf. 


Traffic Lanes Lead to Appliance Sales 


(Continued from page 97) 








° . e 
Easier to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


* 

Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “bow out” | 
when opened or stacked. Covers slip on and off | 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


° 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand”’ fasteners. 


° 
Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 








A model kitchen arrangement is a top attraction in the basement section. 


“Response to our advertising is 
very good,” advises Mr. Rodgers. 
“We can often check the response to 
direct mail advertising by the num P 
ber of customers we get from the 4 
smaller neighboring communities. 
Special announcements in news- 
papers bring them in, too. I think a 
combination of advertising media 


nerware department. It is reasoned 
that the woman who buys a dinner 
set ranging in price from $25 to 
$125, is interested in good living 
and can be sold the latest appliance 
models. 

Salespeople in the glass and 
chinaware department try to capi- 
talize on that desire for good living 





your guarantee. 
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SCREWS 


Pheer : Screws Stove % i 
fF Sheet Metal Screws achine Bolts 
ney hn arriage Bolts 


Square Head § 
Scales Set in 
ocket Set Screws 


Lag Bolts 
Brass Washers 


NUTS 
+ Socket tead Cap Screws *Machine Screw Nuts 
*Semi-Finished Nuts 

; ROD ing Nuts 
Threaded Rods Karon aie ass 


Knurled Nuts 
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{Slotted and Phillips Recessed e 
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Write, wire or phone 








| MANUFACTURING 
| 5700 ROOSEVELT ROAD 
_ ‘CHICAGO 50, ILLINOIS 
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by suggesting the customer inspect 
the nearby appliances. Then once 
in the appliance department, its 
salesmen can work toward a sale if 
interest is shown. 

As a demonstration, an auto- 
matic washer is hooked up to a 
power line and the ladies are in- 
vited to bring in their wash for a 
practical and free demonstration of 
how the washer performs. Store 
service, such as this, is talked about 
in Ames, and women do not hesitate 
to take advantage of it. 

The store’s advertising program 
also does a great deal to increase 
store traffic and thus benefit the ap- 
pliance department. Mr. Rodgers 
reports that it takes about 13,000 
pieces of mail to cover the entire 
trading area. He uses 10,000 cir- 
culars at a time to announce sales 
and special events such as during 
the pre-Christmas season. News- 
paper advertising is run on a regu- 
lar basis. 
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is the most effective way of reach- 
ing most of the people in our trad- 
ing area regularly.” 








HARDWARE HUMOR 
By Hardware Age 


PEABODY'S 
HARDWARE 





"Sorry—all | want is 
a pound of nails.” 
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DON’T SIGN ANY FRANCHISE 
UNTIL YOU READ THIS BOOK 


Before you sign any major electric appliance franchise, you owe it to yourself oe. 
to review “Opportunity Unlimited". In it you will find an interesting portrayal of 
"all the edvantages available to you in the Hotpoint Dealer's Franchise. 

Nowhere else will you find an appliance franchise so replete with year ‘round 
profit opportunities. Nowhere else will you find a retail sales philosophy so 
beneficial in profitably amplifying your major appliance markets. Nowhere 
else will you find an appliance line so complete—c line to fill the needs and de- 
mands of all your customers at all times. 

gear pradeiay-icicalampenieidiatoagy. eds! apse: on bt cos 
Unlimited”. You'll discover you made a wise decision. : 








Be gs 


Rr oka Sadia 


LER IONILO 





FOR FULL LINE LEADERSHIP 


RANGES © REFRIGERATORS © DISHWASHERS © DISPOSALLS @ © WATER HEATERS © CABINETS 
FOOD FREEZERS © AUTOMATIC WASHERS © CLOTHES DRYERS © ROTARY IRONERS 








{A General Electric Affiliate) 
5600 W. Taylor St, Chicago 44, Winois 


» 


, x 





HARDWARE AGE, JANUARY 11, 1951 








GREENLEE CHISELS 


Now PlasticSealed 






















... protects your stock, 


\\ 
wit} 


brings full value to the user 
Wii) 


Yes, that fine finish you 
always find on GREENLEE 
Chisels now has sure, 
constant protection from factory 
to user. Because GREENLEE 
Chisels are Plastic-Sealed 
with a heavy protective coating 
over the entire blade. 

That means they are shielded 


trom shipping and handling damage, 
seashore and other humid 
Think of 


the costly stock maintenance this 


' conditions. 

eliminates for you... you 

know your chisel inventory is 

in perfect shape at all times. 

And you know that when 
your customers put 


= A \ 

these fine GreENLEE A “ 
Chisels to work they'll do Yj i 
the job right! y De 


VME 









GREENLEE 


STOCKED BY LEADING WHOLESALERS 
FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits * Expansive Bits * Socket Butt Chisels * Socket Firmer Chisels * Car Bits * Razor Blade 
Draw Knives * Automatic Push Drills * Spiral Screw Drivers ¢ Bit Extensions * Bell Hangers’ Drills 
* Turning Tools * For complete Information on these and other fine GREENLEE Tools, write today to 
Greeniee Tool Co., Division of Greenlee Bros. & Co., 1801 Herbert Avenue, Rockford, Illinois, U.S.A. 
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The Family Handyman. This 
new quarterly magazine, which will 
sell at 35¢ a copy on news stands, 
is of special interest to hardware- 
men. It is designed to aid home 
owners do their own maintenance, 
repairs and improvements. It is 
unusually well illustrated. Get a 
copy for your home workshop tool 
exhibit. Universal Publishing & 
Distributing Corp., 420 Lexington 
Ave., New York 17. 

> + 

The Cutlery Story, by Lewis D. 
Bement. A brief and interesting 
history of cutlery from the stone 
age to the present, with facts about 
making knives, types of knives, and 
useful information on their proper 
care. There are sections on pocket 
knives, and knives for the home, 
table, sportsman, professions, and 
industries. This 35-page booklet 
contains helpful diagrams and 
drawings. (Associated Cutlery In- 
dustries of America, Deerfield, 
Mass., 1950. 25¢ each, and special 
quantity prices.) 

> + 

Credit Manual of Commercisi 
Laws—1951. This 848-page book is 
published as an aid to businessmen 
by explaining laws and legal details 
affecting everyday business deal- 
ings from beginning to end, so that 
unnecessary problems and _ costly 
situations can be avoided. Beside 
covering all basic legal items, this 
edition includes summaries of re- 
vised state laws and new Federal 
regulations in the present prepared- 
ness program. (Editorial Board, 
Nat’l. Asso. of Credit Men, 1 Park 
Ave., N. Y. C. $10.) 

> + 

“The Standard Book of Hunting 
and Shooting,” edited, by Robert B. 
Stringfellow. This 564-page book, 
abridged from The Hunter’s En- 
cyclopedia, is a guide to game hunt- 
ing in North America. Ten sec 
tions, all written by experts in their 
field, include big and small game, 
birds and fowl, firearms and am- 
munition, hunting dogs, and mis 
cellaneous useable information for 
the hunter. There are charts, 
maps, drawings, and many interest 
ing photographs. The Greystone 
Press, 100 Sixth Ave., New York 
13, N. Y. ($5.95.) 
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for ALL Standard 


Sliding door installations 


Here's the new, all new sliding door 
hardware you've been waiting for. The 
most simply designed roller and track 
unit ever devised that saves more 
than 50% of normal installation time. 
Smooth, effortless installation saves 
money, too. Slide-All ranks highest in 
qualjty, yet it’s priced low . . . backed 
by a lifetime guarantee. You owe it to 
your budget td see Slide-All above all 
sliding door hardware. 


AMERICAN SLIDING DOOR HARDWARE 


q 


CORPORATION 


{SUIDEAL 


2084 FIRST AVENUE, NEW YORE 239, N. Y. 
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Average installation time — only 15 minutes 


Overhead extruded aluminum track will carry 
any weight door 


Two types of track cover all sliding doors, in- 
cluding %” and 1%” thickness 


Simple adjustments for smooth, quiet opera- 
tion which permit the doors to be raised or 
lowered one inch without removing trim 
Immediate shipment guaranteed on all orders 
A tew choice jobbers territories 


available. Write today for catalogue 
and complete information. 














emeeere we eeew ween oe wee @ oe = —4 
H-1 | 

Please send me, without obligation or cost, a copy of 1 
our Sliding Door Hardware Catalog. I am interested in ' 
EPIDE-ALL Stiding Door Hardware as a— H 

(0 Dealer 0 Building Contractor i 

1 

' 

Name (Please Print) l 

' 

Address ‘ 
City Zone State 
ee ee ee ee eee ee eee eee ee ee a ee ee a 
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eC. " 
BOTTLED. GAS USERS 


Bottled gas customer list on wall of store's office, which may be seen from display room. 


Bottled Gas Service 
Sells Appliances 


Operation of a bottled gas service unit helps 
lowa hardware dealer sell 100 major appli- 


ances a year in a town of 6,000. 





Throughout the Carroll, Iowa, 
territory, farmers and residents of 
that community and nearby towns 
are well acquainted with Sche- 
chinger’s Hardware & Appliance, 
operated by Henry Schechinger. 
One good reason for this is the more 
than 300 bottled gas customers the 
firm has been servicing for many 
years. 

When the bottled gas users buy 
new ranges and other appliances 
Schechinger’s is in an excellent posi- 
tion to get first chance at suc 
business. The firm’s bottled gas 
service man keeps a close watch on 
appliances and other major item 
needs of his customers. 

One section of this thriving store, 
which is in a town of less than 6000, 
has a large sign above one of its 
display windows advertising bottled 
gas and the fact that it is The 
Farmers’ Supply Store. When peo- 
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SB SCHEGHINGERS, 


Front of store dis 
of automatic 


play 

washers and an 
ironer, all set for 
immediate demon- 


stration use. 
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Vertagreen customers are your best 
prospects for seeds, gardening tools, etc. 
They’re already lawn-and-garden mind- 
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Plant Food 


amaoun PERTUAIED Vo 


FLOWERS 
FRUITS 
VEGETABLES 





and 100 Ib. BAGS 





MAIL THE COUPON TODAY: 





corel MANUFACTURING PLANTS LOCATED AT: 
on 

sll er for Albany, Ga. Columbus, Ga. Montgomery, Ala. 

te demor- Atlanta, Ga. Dallas, Texas Nashville, Tenn. 

=o Augusta, Ga. East St. Louis, Ill. New Orleans, La. 
Baltimore, Md. Greensboro, N. C. Norfolk, Va. 
Carteret, N. J. Houston, Texas Searsport, Maine 
Chicago Heights, Ill. | Jacksonville, Fla. Sandusky, Ohio 
Cincinnati, Ohio Jeffersonville, Ind. Wilmington, N. C. 
Columbia, S. C, Winona, Minn. 
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BRING THEM IN! 





This spring Vertagreen will be adyertised more heavily 


than ever before. More ads will run in leading home 


service magazines, many in color, and on the garden pages of 


newspapers. There will be plenty of colorful displays, 


complete, better balanced Armour plant food. 


Remember, Vertagreen customers are your best, and 


Vertagreen advertising will bring them in! 


ARMOUR FERTILIZER WORKS 
VERTAGREEN DEPT. HA 
P. O. Box 1685, Atlanta 1, Ga. 


Please send me further information about Vertagreen. 











folders, tie-i _V es “ 
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| lama distributor retalter 

| (check one—no obligation) 
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| Firm z 
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VLCHEK 


LOOK AT THESE 
OUTSTANDING 
\ SELLING 
FEATURES: 








Thin walled 
loop for close 
work. 


Chomfered — for 
easy plocement on 
nut of belt head. 


Opening accurately 
centered to insure 
strength. 


Narrow bar makes 
wrench lighter and 
easier to hondle. 


J 


Modified 15° angle with heel clear- 
once almost as great os a 45° wrench. 





1 





Here's greater value — what you 
need for today’s selling. High 
quality at the right price. 


Furthermore, these are long box 
wrenches — in the full length to 
assure leverage and turn tight or 
even frozen fastenings. 


You will be proud to sell these tools. 
They bring and hold customers. 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street © Cleveland 4, Ohio 
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Range display on the balcony floor providing ample room for inspection. 


ple visit the store they see a large 
bulletin showing the name of bottled 
gas users hanging in the office 
where it is exposed to much of the 
store’s traffic. Customers’ names 
are arranged alphabetically, with 
addresses indicated, so that anyone 
in the organization can make out a 
delivery order for bottled gas. 
Nearby is a map of Carroll County 
with red, yellow and green pins in- 
dicating the location of customers. 
Service can be given every day 
of the week to bottle gas customers. 
Although delivery routes are ar- 
ranged to take care of the trade’s 
usual requirements prompt special 
deliveries are made when needed. 
Appliances are displayed on the 
main floor and on the balcony, and 
the firm does such a good merchan- 
dising job on ranges, refrigerators 
and washing machines that several 
hundred major appliances are sold 
in the course of a year. Leads are 


obtained from store visitors and 
from the bottled gas service man, 
cold canvassing having been un- 
necessary to date. 

Two automatic washing machines 
are on the main floor for immediate 
demonstration, as well as an ironer. 
An interesting sales promotion idea 
is the use of a window display to 
feature special items, an electric 
sign inviting people to “Watch this 
window for extra special.” Usually 
there is at least one specially priced 
item displayed. 

Newspaper, direct mail and tele- 
phone directory advertising is used 
by the firm to tell the story of its 
services. 

Supplementing its bottled gas 
service the concern operates a prof- 
itable plumbing and heating divi- 
sion. Three men handle work for 
that division, including both re- 
modeling projects and new work. 





Appliance Output Could Possibly Be as High 
As in Any Years Except 1949 and 1950 


James J. Nance, president of Hot- 
point, Inc., has declared in a year- 
end statement that while it is not 
now possible to accurately say how 
many appliances can be produced 
in 1951, it is possible, if present con- 
ditions prevail, that outputs can 
remain high compared with any 
years except 1949 and 1950. 

He stated that unless the mate- 
rials situation changes radically for 
the worse, some 4,500,000 electric 
refrigerators and 1,350,000 ranges 
could be produced this year. 

On the same basis, there would 
also be high outputs on dishwashers, 
automatic washers, dryers and 
water heaters. 


Mr. Nance pointed out that there 
will be a considerable gap between 
the period of shrinking civilian 
goods output and increasing war 
production, which will be caused by 
the stockpiling of materials as well 
as direct armament uses. 

A paradox of a critical manpower 
situation is that it increases the 
need for appliances as more women 
take employment outside the home. 
At the same time it makes it more 
difficult to keep production at 4 
high level. 

Extensive uses will be made of 
alternate materials, and shiny trim 
on appliances will be dispensed with, 
Mr. Nance predicts. 


HARDWARE AGE, JANUARY 11, 1951 











" Does the, 
insect ser 


LOTS 


There’s 
vertisin, 
minum 
dealer z 
sales for 

Othe: 
availabl. 
ing dem 

Kaise: 
is avails 
frames f 
facturers 
jobbers. 


Fil 
You’! 
you 


HARDWA 











inspection. 


ors and 
ice man, 
een un- 


nachines 
amediate 
n ironer. 
tion idea 
isplay to 

electric 
atch this 

Usually 
ly priced 


and tele- 
g is used 
ry of its 


tled gas 
3 a prof- 
ing divi- 
work for 
both re- 
work. 


hat there 
_ between 

civilian 
sing war 
aused by 
is as well 


1anpower 
ases the 
‘e women 
he home. 
3 it more 
ion at 4 


made of 
liny trim 
sed with, 


11, 1951 





’ Does the work of Venetian blinds, plus awnings, plus 
insect screening ... at one-tenth the cost of all three! 





LOTS OF SALES TOOLS! 


There’s a big dealer cooperative ad- 
vertising allowance for Kaiser Alu- 
minum Shade Screening! And-free 
dealer advertising mats that create 
sales for you! 

Other merchandising helps are 
available, too—including a convinc- 
ing demonstrator for your salesmen. 

Kaiser Aluminum Shade Screening 
is available in regular or tension 
frames from sash and screen manu- 
facturers, and in 50-foot rolls from 
jobbers. 


Take this first step 
to higher profits right now: 


Fill in and mail the coupon at right. 
You'll get an AIA file and the name of 
your nearest manufacturer or jobber. 
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This cooling device 4 
has highest mark-up! ©” 


i 
a 


§ 


Sell Kaiser Aluminum Shade Screen- 
ing! It’s the new, low-cost, fast-sell- 
ing cooling device with the highest 
mark-up of any screening on the 
market! 


It’s screening, yes. But it shades, cools 
and protects, as well as screens! Kaiser 
Aluminum Shade Screening lowers 
temperatures of hottest rooms. Keeps 
rooms light and airy. Assures daytime 
privacy without blocking the view! 





wren HE sen 












Folks inside can see out... neighbors 
can’t see in! 

Tiny, one-inch wide louvers do the 
trick! They’re set at an angle against 
the sun, block the sun’s hot rays. No 
moving parts, nothing to get out of 
order. 

Kaiser Aluminum Shade Screening 
is made of highest grade, strong 
aluminum. Can’t rust or wear out. 
Never needs paint. Handsome! 





Kaiser Aluminum 


SHADE SCREENING 


Kaiser Aluminum 

& Chemical Sales, Inc. 
Kaiser Buiding 
Oakland 12, California 


I'd like to sell the cooling 
device with the highest 
mark-up! 


NAME 


STREET 





7 
Please send me an AIA file and the name of the nearest man- | 
ufacturer or jobber of Kaiser Aluminum Shade Screening. 
| 
| 
! 
| 
| 
) 













ABINET HARDWARE 


SHINING C 
= S YOU EVERYTHING 


LINE THAT GIVE 
* STARRED for quality. design and pr 


SOLD THROUGH 
WHOLESALERS 


















Hitch your business fo 


STAR BRIT 


ecision fit. 










#215 


ORNAMENTAL HINGE 


For flush doors 
Overall sizes: 
2%," x 24," 
“STAR-BRITE" 


Chrome, nickel 
and brass 


Complete 
with screws 

















#285 

CHAIN DOOR FASTENER 
Wrought steel; non-welded chain 
Size of plate: 4" x 15%" 
“STAR-BRITE" 














275 

SCREEN HANGER 
Wrought str >i 
Size: Eye plate, 
2" x Ih" 

Hook plate, 
1%" x 34" 
“STAR-BRITE" 


Cadmium plate 


Complete 
with screws 













Wrought steel 










#216 


SEMI-CONCEALED HINGE 


Raised knuckle 
























Overall size: 
1%" x 2." ¥" offset 
“STAR-BRITE" “STAR-BRITE" 
Chrome, nickel Chrome, nickel 
and brass and brass 
Complete Complete 
with screws with screws 
#225 #200 
suarict BOLT CUPBOARD TURN 
ength size: 
3” to 16" Wrozght steel 
Bor size: %" ong oe 
een “STAR-BRITE" 




















AL PRODUCT 


Brooklyn 17, 


STAR MET 


370 Butler Stre 


et, 


126 


36 


Nickel ; 
and brass ~~ San 
—- Complete 
wi 

eieamn with screws 

#277 STORM SASH HANGER 

Hook Plate: |'/4"' x 15%"' Eye Plate: 1'4"" x 2/4" 
“STAR-BRITE" Cadmium Plate — 
| doz. pr. to box; 36 doz. to carton CONCAVE KNOB 
Complete with screws “STAR-BRITE" 
Chrome 


| Dozen to Box 
with Screws 


Doz. to Carton 


i or 
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Letters to the Editor 





| 75-Year-Old Brace 
Dear Editor: 

I have in my possession what I 
believe must be almost the earliest 
of ratchet braces—see the sketch. 
It has been in my family for the 
better part of 75 years and is in 
excellent working condition. 

Perhaps some of your readers 
who keep a collection of tools would 
like to have it. I put no price on 
it. I would rather swap it for a 
good up-to-date breast drill and 
points. 

Yours truly, 
Fred J. Frey, 
2229 Faws St., 
Jacksonville, Fla. 








MARK ED 





Ii P.5.8 W.Co. 201% 


Pinte 











Editor’s Note: The brace shown in 
the drawing appears to be an early 
model manufactured by Peck, Stow 
& Wilcox Co. Mr. E. J. Murray, 
sales manager of Pexto tool divi- 
sion, advises that they have one of 
the 2012 models in their collection 
and that this style is about 75 years 
old. Readers interested in making 
a swap with Mr. Frey should write 
him directly. 





Orderly Conversion Seen 
Essential to Economy 


Conversion to defense production 
means retooling and that takes time, 
points out James S. Knowlson, pres- 
ident, Stewart- Warner Corp. He 
says that a plant without work is a 
dead one and must be reactivated 
from the ground up—a much more 
costly and less efficient operation 
than orderly conversion. Delays in 
placing military orders, controls 
and unintellingent stockpiling may 
very possibly result in a hiatus of 
quite serious proportion, he warns. 
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_ _OUROWN 
WABASHA HARDWARE 
Woodwork inc Cont: 








A window display is built around the entries and results in invaluable publicity in local newspapers. 


Contest Turns Store Into 
Homeworkshop Center 


Each year, Wabasha Hardware, 
Wabasha, Wis., stages a wood- 
working contest which increases 
the interest and sales in power 
tools and provides its community 
with an exhibit of the useful and 
attractive objects that can be 
made with a combination of 
brains, hands, and good tools. 

In addition, the contest also 
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Contest promotes sales of power and hand tools 


as well as paints and other related merchandise 


helps the store to sell such related 
items as sandpaper, varnishes, lac- 
quers, paints and others. A valuable 
by-product is the newspaper pub- 
licity given the store because of 
the educational and general in- 
terest in the exhibit. A front page 
news story appears several times 
during the period of the contest 
and sometimes carries with it a 


photo of one of the entrants at 
home in his shop. 

When Ray Kurzeka, Bill Hob- 
day and Dean Plank, owners of 
this, Our Own store, started their 
contest a few years ago, they had 
no idea of the number of entrants 
it would attract. But the interest 
grew steadily and last year more 
than 100 homeworkshop enthusl 
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DOUBLE your clock sales 


WITH THE HOTTEST CLOCK DEAL IN HISTORY! 


Did you know that you’re missing over half your clock market if 
you’re not featuring electric clocks? More than half of the 
dollars spent for clocks are spent for electric time. 
Furthermore, the preference for electric time is gaining all the time. 
The spring-wound business is running down, down, down! 





GET THIS G-E CLOCK SHOP—PLUS 2 G-E HERALDERS FOR $9.90 


with every 12 G-E Clocks you order, 
regardless of price or models. 










Order 12 G-E Clocks—any price, any models. «9 
This makes you eligible to get the G-E Counter 
Clock Shop and 2 G-E Heralder Clocks for 
only $9.90. 





You sell the G-E Heralders for your counter and watch people 

$9.90, and the attractive, hard- buy clocks on impulse. Further- 

selling Clock Shop costs you noth- more, the attractively designed 

ing! The net of this is that you’re colonial G-E Counter Clock Shop 

really in the clock business. takes little space —23" x 4"—and 
So set this new Clock Shop on no setting up is required. 





Use this real bargain as a sales pusher! 





GENERAL @ ELECTRIC 
GAY ALARM (mobet 7H190-+t) 


WAS #522" 
NOW #422: 


__$312 (six or more) 
GAY Alarm—a luminous electric alarm at an amaz- YOUR PRICE . ( ly! 
ingly low price. White ivory case and red sweep- argin. For a limited time only: 
second hand contrast with chocolate-brown dial. You make your full marg — 











Feature this General Electric Clock bargain in 
all your promotion—windows, counter displays, 
newspaper and radio advertising. It will help you ORDER THROUGH YOUR DISTRIBUTOR NOW! 
sell not only more GAY Alarms, but your turnover of Remember, all you’ ve got to do to double your clock business 
other models of G-E Clocks will be greater! is to feature the new General Electric line! General Electric 

Remember, too, that there’s a mighty good profit Company, Bridgeport 2, Connecticut. 
margin on General Electric Clocks! 








Se 








America’s greatest 


Remember these sales-wise facts: money-making clocks! 


© The trend is away from spring- © G-E Clocks need no winding! 
wound clocks! 


You can put your confidence in— 


©@ G-E Clocks don’t ticktock! 


pa + Ce clocks keep eceurcteines = A 6) ELECTRIC 


G-E Clocks! © G-E Clocks are the best value! 
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|OUR OWN | 
WABASHA HARDWARE 


announces its Second Annual 


Woodworking Contest 








CABINET WORK 


1. 8-inch Delta Homecraft 
BENCH SAW 


2.3 Bound Volumes Deltagrams 
3. Woodworker's Vise 

4. Pair Genuine Vise-Grip Pliers 
5. 1 set Deltagrams 


$100 IN MERCHANDISE PRIZES 


Three Classes -- No Age Limits 
WOOD TURNING 


1. Set Stanley Woodturning 
CHISELS 

2, 2-stone Bench Tool Grinder 

3. Pair Genuine Vise-Grip Pliers 


4. 1 set Deltagrams 
5. 1 set Deltagrams 


HOBBY CLASS 


1. Set X-ACTO CARVING TOOLS 
2. Miller Falls Grinding Head 

3. Pair Genuine Vise-Grip Pliers 
4. 1 set Deltagrams 

5. 1 set Deltagrams 





NO ENTRY FEES 
NOTHING TO BUY! 


The purpose of this contest is to 
encourage wood working hobbies. 
The above prizes will be awarded 
in three classes this year. Any 
woodworking projects may be en- 
tered — LAMPS, END TABLES, 
CHAIRS, COFFEE TABLES, BOOK 
CASES, SHELVES, CHESTS und 
CABINETS, FLOWER BOXES, 
BIRD HOUSES, BOATS — or any 
type of wooden article or gadget, 


Enter your project in any one 
of the above classes. Name and ad- 
dress must be on each entry 








FREE! 
HOMECRAFT: 





POWER TOOLS 


CONTEST OPENS OCTOBER 1ST — CLOSES JANUARY 31ST 
START WORK ON YOUR PROJECT NOW! 


WABASHA HARDWARE 


READ THESE 
SIMPLE RULES! 


Contest is open to anyone in Wa- 
basha, Buffalo and Pepin counties. 
All projects must be new-made 
within the time limits of this con- 
test and be the work of the en- 
trant. All entries must be brought 
to Wabasha Hardware on or be- 
fore Jan. 31, 1950. Three anbiased 
home workshop experts will judge 
projects on originality, quality of 
workmanship, finish and general 
appearance. Al) entries wil] be on 
display at Webasha Hardware for 
two weeks and wil) be returned to 
owners on February 15, 1950. 











Ads, such as this, bring contestants flocking to the store 
and help take up the usual January business slack. 


asts entered the results of their 
workmanship. 

The annual contest usually be- 
gins about Oct. 1 and ends Jan. 31, 


thus providing ample time for con- 
testants to plan and complete their 
entries. Since January is usually 
a month of sfow activity for both 


the store and Wabasha citizens, 
the contest is ideal for taking up 
the slack. Then attention can most 
readily be devoted to entrants who 
come into the store, ask questions 
about the contest and talk things 
over with other homeworkshop 
fans. Such gatherings are encour- 
aged because they spread knowl- 
edge and help promote the firm’s 
power tool equipment. The store 
owners predict that in time they 
will have developed a regular col- 
ony of woodworking artists. 

Contest winners, last year, re- 
ceived about $100 in merchandise 
prizes which included a_ bench 
Saw, a vise, vise grip pliers, wood- 
turning chisels, a bench grinder, 
carving tools, and similar prizes. 

The judges usually include the 
manual training teacher in the 
local high school and two other 
prominent persons in the commu- 
nity. Anyone in the three neigh- 
boring counties, one in Minnesota 
and two in Wisconsin, may enter 
the contest. 

A provision in the contest rules 
states that all entries must be 
brought to the store before a cer- 
tain date and that they will be put 
on display in the store for a two 
week period. Woodworking proj- 
ects that are acceptable include 
lamps, end tables, chairs, coffee 
tables, book cases, shelves, chests, 
cabinets, flower boxes, boats, bird- 
houses, etc., and can be entered 
in one of three classifications, cab- 
inet work, wood turning, and 
hobbies. 

In the new, modern store to 
which the Wabasha Hardware 
will move in the near future, its 
power tool department will be 
greatly expanded and it is hoped 
that then the contest will be big- 
ger and more successful. 


Gear Stocks to Average Demands 


Changes made a few months ago 
in major portions of the store’s 
display rooms, tend to pull more 
traffic toward the rear of the show- 
rooms. Some of the firm’s island 
displays were altered so that their 
tops and other display levels are 
low enough to permit shoppers to 
look beyond them and see mer- 
chandise in other sections. As a 
result, more customers are encour- 
aged to browse through more of the 
store than was previously the case. 
This means an increase in profitable 
impulse sales. 
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(Continued from page 105) 


Catering chiefly to home owners, 
the store’s trade includes many 
people who have recently arrived 
from Holland, Poland and England, 
people who are not aware of Ameri- 
can hardware store terminology and 
must therefore see what they are 
seeking. Like other progressive 
merchants, the management of this 
business sees that merchandise 
prices are plainly marked, a prac- 
tice particularly necessary in a 
store catering to new residents of 
this country. 

Seasonal lines are always given 


front-of-the-store attention so that 
all customers are exposed to such 
wares when entering or leaving the 
store. When the photos on page 
105 were taken during the summer, 
power and hand lawn mowers, seed, 
fertilizer, lawn sweepers and re 
lated lines were featured up front. 

As part of the store’s improve 
ment program, terrazzo floors were 
installed and walls were finished in 
yellow to assure a combination that 
would help center customer atten 
tion on merchandise rather than on 
decorative effects. 
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Sales Tripled by Increasing 
Advertising Budget 


Here's what happened at 
Gallant-Carroll's Tucson, 
Ariz., store when its fifth 
anniversary was used as a 
keynote for dramatizing 
the store. A 5 pct ex- 
penditure for advertising 
contrasted with a normal 
31/, pct budget paid off 
handsomely. 


John H. Carroll, who has op- 
erated the Gallant-Carroll Hard- 
ware & Supply Co., 1846 E. 6th St., 
Tucson, Ariz. for 5 years, has long 
been a believer in advertising and 
normally averages 3% pct of his 
sales for advertising. 

Last April he spent 5 pct of his 
sales volume for advertising and 
succeeded in tripling business for 
that month. He also found that 
without any additional special ad- 
vertising effort, the effects of 
dramatizing for one month his 
Fifth Anniversary carried high vol- 
ume sales into two succeeding 
months. 

Mr. Carroll explains, “To break 
the lull in business during the first 
three months of 1950 I spent up to 
8 pet in newspaper and radio ad- 
vertising. But I scattered my shot. 
I pecked away here and there with- 
out results. My normal average is 
31%, pet for advertising. Since I 
had our 5th anniversary coming up 
in April, T thought I would use a 
bigger charge and try to blast some 
added business into our neighbor- 
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Mr. and Mrs. John H. Carroll with one of the full page ads they 


used to dramatize the fifth anniversary sale in 


hood store. I decided to use a full 
page ad for our 5th Anniversary 
and to spark it with some spot 
radio announcements. 

Mr. Carroll, his wife, who is in 
charge of the household depart- 
ment, and his staff of two salesmen 
prepared stock and displays for the 
anniversary sale. 

He spent $477 for a full page ad 
in Tucson’s Sunday newspaper 
(city of 50,000) and in a Monday 
afternoon edition. He invested an 
additional $190 for spot radio an- 
nouncements in the city’s five radio 


their store. 


stations (10 spots on each station; 
a total of 50 spots announcements 
with a circus’ background for the 
day). Store streamers brought the 
total advertising cost to $700. 

“By dramatizing our store in 4 
big way, as many chains do, we 
really pulled the trade,” Mr. Carroll 
reported. “Our sales for April were 
triple the average of the first three 
months. 

“Without a doubt the most im- 
portant phase of the sale was that 
it made our entire staff enthusias 
tic. We became more alert sale 
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BEYER 

COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CUSTOM-AIRE 
DUO-THERM 
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ENTERPRISE (Canada) 
ESTATE-HEATROLA 
FINDLAY (Canada) 
FLORENCE 

H. C. LITTLE 

HERCO (Canada) 
INTERNATIONAL 
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LACO 

LONERGAN 

MAGIC CHEF 
MONARCH 
MONARCH (Canada) 
MONOGRAM 
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NORGE-HEAT 
PERFECTION 
PREWAY 

QUAKER 

SAFEWAY 

SIEGLER 

SILENT FLAME 
SUPERFLAME 
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WASHINGTON FRUGAL 
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If you do .c- 


NOW YOU CAN EARN EASY 


ADDITIONAL PROFITS BY SELLING 
AUTOMATIC HEAT CONTROLS 


Yes, if you sell one of the famous-make space or trailer heaters listed here 
you can offer every customer the luxury of true automatic, thermostatically 
controlled heat! This means easier selling, because you can offer comfort 
and convenience equal to the most expensive kind of heating, with no 
wasted heat — and substantial fuel savings! 

What’s more, this easy-to-sell comfort means AppiTIONAL Prorits for 
you. Write now for Bulletin T-2 on A-P Comfort Controls. 





EASY TO INSTALL 


There’s an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 
top on present manual control; connect to thermostat and 
transformer. Mechanical thermostat even eliminates wiring! 


DEPENDABLE Controls 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2443 N. Thirty-second Street « Milwaukee 45, Wisconsin @ In Canada: A-P Controls Corporation, Ltd., « Cooksville, Ontario 








Famous for completely reliable 
service ...in oil heating... 
gas heating ... refrigeration. 
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people. It got all of us out of a 
rot!” 

After effects of the sale were ex- 
cellent, according to Mr. Carroll. 
Many sales were 50 pct over any of 
the first three months. June sales 
also were ahead of pre-sale receipts. 

When April’s business was 
tallied, Mr. Carroll learned that his 
$700 advertising expense equalled 
5 pet of gross sales for the month. 
In short, the big push brought bet- 
ter results at a lower percentage 
than the scattered efforts! 

What’s more the “spill-over” of 
higher volume in May and June 
came without any special advertis- 
ing effort. 

The Sunday and Monday news- 
paper ads resulted in the sale of 
$1500 worth of merchandise on 
Monday, $1125 on Tuesday, $800 
on Wednesday, $450 on Thursday 
and a volume of $800 on Friday. 
On April 15 the store enjoyed a 
volume of nearly $1500. Hose—one 
of the advertised items—sales were 
15,000 feet and paint sales were 
doubled. 

Radio spot announcements were 
spoken in circus barker fashion the 
theme being, “Hurry where the 
crowds are hurrying!” The front 












at 


Representatives in Boston, New York City, 
Philadelphia, Atlanta, Seattle, Los Angeles, 
Kansas City, Memphis, Denver, Louisville, 
Dallas, Chicago, Detroit, Pittsburgh, Minne- 
apolis, Emittsburg, Md., St. Louis, Honolulu 
and San Francisco. 








*If you wish, we'll gladly supply you with the number 
of readers in your porticular area. 







FEDERAL TOOL CORPORATION 


of the store was embellished with 
a 30 by 4 ft. streamer calling at- 
tention to the sale. Display windows 
also carried anniversary announce- 
ments, including mention of a few 
bargains and offers of certain free 
items with purchases of merchan- 





dise in a variety of price ranges, 

With such good results Mr. Car- 
roll declares, “I’m going to drama- 
tize our store and enliven our en- 
thusiasm and that of customers by 
dramatizing our store without 
waiting for another anniversary.” 





To the Fruit) 


e Newsworthy Comments on Current Problems 
TOO MUCH DISPLAY: There is a good reason for keeping only a 


small number of gift items out on display. 


I think shoppers like to 


believe that you stock only one or two of the objects they buy for 


gifts. 


An article seems to lose its allure if they think too many other 


people might buy the same gift.—Mrs. H. Ballenger, Ballenger’s Hard- 


ware, Liberty, Mo. 


> + 


ADVERTISING POINTERS: 


We’ve learned that you must adver- 


tise consistently to reap benefits, and that you have to build an ad 
around one theme or department. We’ve tried diversified ads and, there 
just isn’t any pull to them.—L. L. Smith, L. S. Smith Hardware, 


Phoenix, Ariz. 


+ + 


POWER TOOL SELLING: The most important thing in developing 
a good business in power tools and accessories is to keep after it year 
after year.—J. P. Gallagher, Gallagher & Mooney Hardware Store, 


Pawtucket, R. I. 





Over 6,000,000 Readers! 


Yes, the advantages and uses of this handy MIST-MAKER are 
being told to over 6 million readers all over the country in the 
March issues of Good Housekeeping and Better Homes & Gardens. * 


Stock your shelves NOW with this fast-moving household 
utility sprayer and cash in on FEDERAL Practical HOUSEWARES 
consumer advertising which wil! be even greater in 1951! 


For complete details, see your jobber, our representative, or WRITE 
for illustrated catalog sheets and price list. 


SEE US AT THE NATIONAL HOUSEWARES SHOW, 
NAVY PIER—BOOTH Nos. 796-798. 


3600 W. Pratt Blvd. 









* Chicago 45, IIinois 
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© STYRON plastic. cap and handle make the MIST-MAKER 
absolutely rust-proof. Caps available in red, yellow 
and green. 

© Ideal for spraying clothes when ironing. 

@ Use for window washing, spraying plants and flowers. 

© Perfect for moth-proofing, disinfecting and deodorizing. 


FEDERAL 


Puaciiial 


HOUSEWARES 
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Sec'y Sawyer Reports 
rama- On 1950 Production 


wlered Total gross national product | 
wend by of the country in 1950 was ap- | 
ithout proximately $280 billion, about 9 
we pet above 1949, Secretary of Com- | 
merce Charles Sawyer reports in | 
a year-end statement. 

Higher prices accounted for 
about one-fifth of the rise in dol- 
lar value, but physical output was 
substantially higher than any 
year, other than the two peak 
war years. 
ly a In the first half of the year the | 
e to rise in volume accounted for all 
for the increase in the value of the 
ther national product value, whereas | 
ard- in the second half price advances 
accounted for half of the total in- 
crease. 
iver- Unlike 1949, when inventories | 
n ad were drawn down in the business | : 
here recession of that year, invento- i 
bare, ries were increased in 1950 in 
each quarter except the third 
when the post-Korean buying 
ping wave cleared dealers’ shelves and 
year produced a temporary decline in 
‘tore, stocks of some kinds of merchan- 
dise. 

Business expenditures on new 
plant and equipment for the year 
as a whole were about the same 
as in 1949—$18 billion. 
















































Come and see us 
at the Show 
Booths 424-426 


America’s 

best known name 

in high-quality 
household brushes. 


Boom in Building 


Residential construction was 
booming throughout most of the 
year, with purchases of new 
houses facilitated by easy credit 
terms and the greater availability 
of units in the lower-price brack- 
ets. New nonfarm dwelling units 
started in 1950 were 40 pct above | 
1949, | 

Consumers in 1950 also pur- 
chased a record volume of such 
durables as passenger cars, tele- 
vision sets, refrigerators, and fur- 
niture. The sharp rise in expen- 
cru ditures for such goods—along 
noo ote with a more moderate increase in 
— purchases of services and non- 
MIST -MaKES durables—brought total personal 
red, yellow consumption expenditures in 1950 


| to about $190 billion, some 7 pct | 
awl above 1949. | 
d deodorizing. =F ee 


Prices Rise Sharply 


‘ } After June prices spurted up | KELLOGG BRUSH MFG. COMPANY 
very sharply, Secretary Sawyer | ae? WESTFIELD, MASS. 
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reported. The most pronounced 
early price advances were in raw 
Materials, including agricultural - é eos . , 
products. | pee pe oe eo 
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Features Varied Giftwares for Valentines 


Both utility and fancy giftware 
items were shown in this Valentine 
window, last year, by Weber & 
Furman Hardware Co., Rockford, 
lll. From its red linoleum-covered 
floor to the two large hearts in 
the background, this display played 
the traditional red color of Cupid’s 
patron saint for what it was worth. 
The two hearts were of red paper 
bordered in white lace paper, as 
were red doilies in front of each 
heart and the center piece mat in 
front of the fireplace background. 
Ranging from cooking utensils to 
fancy dinnerware and electric mix- 
ers, this colorful window gave a 
concise but good bid for varied 
sales. 

Hardware dealers doing a year 
’round giftwares business have an 
excellent opportunity by tying in 
with Valentine’s Day to add im- 
petus to February sales with win- 
dows such as this. It is an idea 
that has great possibilities for 


Background and merchandise reminded passers-by of Valentine's Day. 


Gadgets, novelties and a wide va- 
riety of purely utility items even 
have strong appeal at this season. 


building extra traffic and greater 
volume in year ’round lines of in- 
terest to both men and women. 
















SHALLOW 
WELL PUMPS 


WINDMILLS DEEP WELL 





PUT IN A WATER SYSTEM DEPARTMENT 
AND CASH IN ON HIGH DOLLAR VOLUME SALES 


easier. Now they have accumulated savings to buy water 
systems. So sell them dependable, inexpensive Aermotor 
pumping systems. Large dollar-volume items that net you 
a handsome profit. 


Display Aermotor water pumping equipment in your store 
and reap new profits. Farmers, home owners want running 
water. They know abundant water puts weight on meat 
animals, increases farm production, makes housework 


FARMERS LOOK TO HARDWARE DEALERS FOR SALES AND SERVICE 


Farmers know from past experience they lished over 60 years. Your water system dis- 









can rely on your recommendations. Show 
them the wide range of Aermotor sizes, the 
dollar-saving features of Aermotor water 
systems. Backed by manufacturers estab- 


play will bring new prestige, liberal discounts 
on water system sales, extra profits on all 
water-using items. Some territories open for 
live dealer representation. Write for details. 


AERMOTOR COMPANY 


Dept. 8001, 2500 Roosevelt Road 
Chicago &, Illinois 
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big job in creating point-of-purchase demand. 


sales aids — with Hyde Products! 


HYDE No. 2 DISPLAY 


Suggested Retail Price . $44.85 
Dealer Cost . . . . 29.90 
PROFIT (50% on cost) . $14.95 


Dealer Cost . 


MASS., U. 


HYDE DISPLAYS 


You get more from Hyde — for Hyde leads the entire industry 
in point-of-sale dealer aids. The two cabinets illustrated are 
made from beautiful hardwood, designed for magnetic eye 
appeal, and contain six built-in shelves with representative selec- 
tions of fast-moving items. They take little space — but do a 


Hyde also offers you a variety of free counter cards, displaying 
putty knives and scrapers, casing and corner knives, wood 
scrapers, wallpaper trimmers. Statement inserts on many of 
these items are also available. Take full advantage of these extra 


DISPLAYS ARE FREE — You pay for the tools only! 


HYDE No. 3 DISPLAY 


PUTTY KNIVES AND SCRAPERS PAPERHANGER TOOLS 
18%” high; 1914” wide; 7” deep 18%” high; 19%” wide; 7” deep 
Total quantity, 39 items Total quantity, 45 items 


Suggested Retail Price . $78.39 


PROFIT (50% on cost) . $26.13 


MANUFACTURING COMPANY 


A. 






HELP YOU SELL AT 


BIG PROFIT MARGIN 








» « 52.26 








MY DE coveessoce 
The BIG SELLING CLEANER 


that REPEATS and REPEATS 
BECAUSE IT'S 
FAR BETTER 


Proven by impartial tests of 
e nationally known Brush 
Manufacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz. 





in case. 
Consumers Crack Filler 
(weod putty) preferred 
by professionals and 
home craftsmen alike 
because its powder 
form stays ready to 
vse—mixes with water 
works so easily. 


Consumers 
Patching Plaster 
++. mixes white 
in cold water. 
No checking or 
shrirtking. Quick 





Tiger Grip bond to old 
Linoleum Paste P 
aaah do plaster without 


sizing. In 1, 21/2 
& 5 Ib. cartons; 


use on wood 
and concrete 


pt ag ae 2, 5, 10 & 15 Ib. paper bags; 50 Ib. 
F al contaie. 29-100 & 300 Ib. bbls. 
ors. ORDER FROM YOUR WHOLESALER. 








CONSUMERS GLUE CO. 


ISIS N. HADLEY ST ST. LOUIS 6, MO. 
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For a Treasure of a ALL YEAR 
Gift Pack. ROUND! 


GIFT PACK No.1: 
Ice Crusher 1109W 
with Refreshment 
Shaker. Cabinet Model 






GIFT PACK No. 2: 
Can Opener 609 and 
Knife Sharpener 809. 
Both Models in White, 
Red or Yellow. 





Free Displays and Free Catalog Pages Available 
on Request. 
Housewares Show 


Booth No. 181-183 


SWING-A-WAY MFG CO. 
4100 BECK AVE. 
SAINT LOUIS 16, MISSOURI 








137 

















UMS ECN 
oa 


CUTLERY 


Easy To Sell And Sure 
To Satisfy Customers 


Sell Lamson’s strikingly beau- 
tiful “Master’’ Matching Steak 
Set—the most attractive cutlery 
on the market. Hammer forged 
Stainless steel blades—taper 


ground—mirror finished— 
Beauty-wood handles that keep 
their brilliant new appearance 
indefinitely ... Handsomely gift 
boxed. 








Ps4330M—Combination Steak Set 


KITCHEN SETS 


Left: 6s7— 
Kitchen Set— 
7 pieces of 
needed kitchen 
cutlery — beau- 
tiful—practical 
-.. wooden 
wall rack in 
choice of 4 
sparkling color 
combinations— 
gift boxed. 





Right: 6046B— 
Cleaver Set—6” 
cleaver with 
Rock Maple 
chopping board 
—every kitch- 
en needs one— 
for “budget 
wise” shoppers 
— attractively 
packaged. 





When you sell LAMSON you sell 
“A Product You Can Trust’ 


Send for illustrated literature! 


LAMSON & GOODNOW 


MFG. CO. 
Shelburne Falls, Mass. 
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Questions and Answers 


On Voluntary Pricing 
Standards 


The Economic Stabilization 
Agency has issued a list of ques- 
tions and answers in order to 
clarify the voluntary pricing 
standards it set forth. These fol- 
low in part: 


Q—What is meant by the state- 
ment that price increases in ex- 
cess of the standards will be re- 
arded as subject to action by 
ESA? 

A—tThe action referred to is in- 
vestigation, consultations, and 
possibly issuance of a legal 
ceiling. 


Net Profits 


Q—What does “net dollar prof- 
its before taxes” mean? 

A—Net income. Net dollar 
profits in the base period can or- 
dinarily be determined by taking 
the total net income reported on 
federal income tax returns. 


Q—wWhat base period should be 
used by a seller whose accounts 
are on a fiscal year rather than 
a calendar year basis? 

A—He should use fiscal years, 
taking the four years ending near- 
est to Dec. 31, 1949. 


Q—How does a company tell 
whether its net dollar profits have 
fallen below the base _ period 
standard? 

A—The announcement says 
that a company should make this 
determination on the basis of ac- 
tual experience. This means that 
it should ordinarily rely on its 
earnings statement for its most 
recent accounting period. 


"Profitable" Defined 


Q—What does the term “profit- 
able” mean in the standard for 
permitted increases in the prices 
of particular materials or ser- 
vices? 

A—tThe announcement does not 
attempt to define this term exact- 
ly since the standards are general 
guides. No increase is permitted 
under this standard unless the 
product is selling at a loss. The 


increase cannot in any case ex- 
ceed the amount of increase in the 
direct labor and materials costs 
incurred since the Korean out- 
break. The full amount of this 
increase may not be added if a 
lesser increase will put the product 
in a profit position. Since this 
standard applies only to companies 
whose overall position is favorable, 
a profit position will generally be 
defined as considerably less than 
the average profit margin for the 
company’s operations as a whole. 


Q—How long must a company 
stand a loss on a product before 
adjusting prices, i. e., if a sudden 
market upheaval in one line re- 
sulted in a loss operation, would 
one week, one month, etc., be long 
enough to determine that a price 
raise was necessary? 

A—Only as long as is necessary 
to establish firmly that a loss is 
actually being incurred on the 
particular product. 


Gross Margins 


Q—What 
margins? 

A—Gross margins are to be de- 
fined and calculated in accordance 
with the customary practices of 
the individual trade. (Retailers 
and wholesalers determine their 
prices under the standards by 
adding the margin they added in 
June, 1950. This can be either a 
dollar or percentage margin, de- 
pending on how the individual 
company figured it. 


is meant by gross 


Q—The announcement says dis- 
tributors must add their margins 
only to inventory cost actually 
paid, and not to replacement or 
market costs. Is this not incon- 
sistent with life or other basis 
of accounting? 

A—No. The life basis is sim- 
ply a way of determining ac- 
tual inventory cost. Distributors 
should follow their regular meth- 
od of determining such cost, 
whether on a life basis or any 
other, always providing it is 
based on actual inventory. 
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SELL THESE PRODUCTS . 


Eat Rite Baby Set - 3 Pes. 
Lit'l Bit Food Saver Set - 6 Pes 
10 String & Yarn Ball Holder 
11 Funnel 
12 
14 
18 
26 
35 
47 
49 
51 
53 
85 
100 
102 
er} 


120 
121 
122 
124 
125 
126 
128 


1 oz 

Funnel - 2 o1 

Funnel - 4 ot 

8 oz 

16 oz 

Fruit Jor Funnel & Strainer 

” Dia) 
Dia.) 

Dia.) 

3 Pes 


Tr | 
Funnel 
129 
132 
134 
134A 


Heavy Mix'g Bow! (7'/, 
Heavy Mix'g Bow! (9'/, 
Heavy Mix'g Bow! (11 
Heavy Mix'g Bowl Set - 
157 
ran) 
212 
305 
306 
307 
308 
310 
311 
320 
342 
3785 
3786 
4386 


8 of 
10 oz 


Flared Tumbler 
Flared Tumbler 
Coffee Measure 
Measuring Spoon Set - 4 Pcs 
(Rivet) 
. 104A Measuring Spoon Set - 4 Pcs 
(Ring) 
106 
. 107 
. 109 
-4i 
» O99 
.114 
115 
118 
.119 


Individual Bowl (6" Diam.) 
Bowl, Deep (63, 

Bowl, Deep (83),' 
Bowl, Deep (10', 
Mixing Bowl Set - 


Diam.) 
Diam.) 
Diam ) 
3 Pes 
5 Pes 
Fruit Juicer (4'/)” 


Snack Bowl Set - 
Diam.) 
Gyro-Mixer (Small) 


Gyro-Mixer (Large) 4461 






Housewares Show. 





WESTERVILLE, OHIO U.S 
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See the big Kilgore Line at the National 
Booths 909-911 


oe 


f aa. 


rag F ln the Shel-Y 


MANUFACTURING CO. 





\eqt or Cavid F? 


In a strained economy such as ours might be under 
present world conditions, frills and novelties go out the 
window in favor of good, solid staples. Kilgore has al- 
ways been a “bread and butter’’ organization ...study- 
ing market needs and offering in its wide SHEL-GLO line 5 ay 
those items which find ready, constant sale. ls 

Every item is something a housewife might find useful 
every day. The sale of SHEL-GLO products does not stem 
from impulse or novelty but from practical household 
necessity. From this one reliable source comes a com- 
plete, well-balanced line of household necessities, build- 
ing a steady dependable retail volume. 






\ 


. TODAY, TOMORROW AND THE NEXT! 


Gyro-Shoker - 4 Pes 
Refrigerator Dish (1 Pint) 
Refrigerator Dish (42 o2.) 
Dairy Dish 

Lit | Bit Food Saver 
Egg Tray (2x6) 


2 Pes 


$q. Measuring Cup & Egg 
Separator 

$q. Measuring Cup 

Measuring Scoop 

4 Pos 

4 Pcs 


Measuring Cup Set - 
Measuring Cup Set - 

(Ring in Handles) 
Individual Bow! (53, 
Cutlery Tray 


Diam.) 
Heavy Colander - (9'/, Diam.) 
Sauce Bowl 

Coffee Cup 

Saucer 

Bread & Butter Plate 

Dinner Plate 

Grill Plate 

Dinner Set - 20 Pes 
Buffet Set - 8 Pcs 
Refrigerator Set 
Salad Set - 6 Pcs 
Measuring & Mixing Set 
3 Pes 

Kitchen Measuring Set - 


11 Pes 





FACTORY OFFICE 


14-102 
Mart 


Room 


Mdse 
A. Chicago 
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NEW SCREWDRIVER € 
PROFIT PACK / fp 
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Fuller answers every screwdriver call with these new sets. Each set 
holds one unbreakable amber handle plus 5 tempered steel blades: 
2 sizes for cross cut screws. | midget blade, | cabinet blade, and 


| all-purpose blade. 
No. 51—Mounted on display card. Packed 6 sets to a box; wt.—2% Ibs. 


No. 52—Poched in a Handy Plastic Roli Kit. Packed 6 sets to a box; wt.— 
Ss. 


DEALERS: Order today from your wholesaler 
JOBBERS: WRITE US FOR SALESMEN'S WIDE CATALOG PAGES 


FULLER TOOL CO., INC., 905 FAILE ST., BRONX 59, NV. Y. 


World's Largest Producer of Unbreakable Amber Handle Tools 


DECTO-STICK 


FURNITURE 
REPAIR 4 KIT 































Rust-proof zinc al- 
loy, featuring 
GRC’s, superior re- 
cessed-wing finger- 
grip. All finishes, 
all popular thread 
sizes. Order a gen- 
erous supply to sell 
every customer. 






GRC gives you 
better 


A sey iN ENR 

P checked your stoc 
compounded stick, of GRC one piece 
that E-Z Cup Hooks? 


In bulk, nickel and 
brass finish, Card- 
ed, red, blue, green, 
white, nickel 
and brass, 6 to 
a card. 


US 


bigger 


Fills and Colors 
NICKS - DENTS - GOUGES 
in natural-finished or stained wood- 
work, furniture, leather and plastics. 








Jobbers: 


Write Today 
for Samplee 
and Catalog 
Sheets. GRO 
informative 
catalog sheete 
show clear 
prices — clear 
discounts. 


GRIES REPRODUCER CORP. 


789 E. 132nd St., New York 54 MOtt Haven 9-2476 





LEVEL IT OFF 
ALL !! 
Display card holds 12 cellophane bags, each 
containing a complete kit of 4 Decto Sticks 
(dark mahogany, light mahogany, walnut 
and maple) a scraper and instructions. 
SOLD THROUGH JOBBERS 


/Decto Products Co. 
N SALEM 4 MASS 


RUB ITIN 
THATS 
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Q—Do the standards apply to 
rapid growth industries, television 
for instance? 


A—tThe standards are general 
ones, used for the purpose of guid- 
ing business men in their current 
pricing. While generally applicable 
to American business, they obvi- 
ously do not specifically cover all 
types of situations. They do apply 
to industries or companies which 
have experienced normal or mod- 
erate rates of growth, but special 
provisions will have to be made for 
companies whose operations have 
experienced an abnormally rapid 
growth as a result of new prod- 
ucts. 


New Firms 


Q—How do companies deter- 
mine pricing standards for new 
products, and how about new 
firms which have no base period 
record? 


A—The answer above partly ap- 
plies here also. However, the gen- 
eral rule on new models and for 
new sellers is to price in line with 
the prices of previous models of 
established sellers. (ESA _ seems 
likely to hark back to OPA for a 
solution to the problem of new 
companies, new products, and com- 
panies that mushroomed in size in 
the past four years. The prices of 
older, established competitors will 
be the guiding factor.) 


Base Period 


Q—Why was the base period of 
1946-49 chosen, rather than the 
high profit and high volume pe- 
riod of 1950? 


A—In view of the shifting re- 
lationships among firms and in- 
dustries, a base period needs to 
cover at least several years. Fur- 
thermore, half of 1950 reflected 
the price movements which oc- 
curred after Korea. For the pur- 
pose of these standards, it is be- 
lieved that the post-war years, 
1946-49, are a fair and equitable 
base period. It should be empha- 
sized that the general standards 
does not limit profits to those of 
this period—on the contrary it 
permits price increases when nec- 
essary to preserve the profits of 
this period, and is thus in a sense 
a minimum guarantee. (For in- 
stance a company that can limit 
prices to the Dec. 1 level and still 
net more than the four-year aver- 
age will be allowed to continue 
such earnings.) 
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WITH THE DEMAND 


6 . 


YOU JUST KEEP SELLING THEM! 


PURITAN = 


















2 


{ These Beautiful 
Marbleized Colors: 


BURGUNDY 
BLUE 
GREEN 
WHITE 
ROSE 
BLACK 
PEACH 
YELLOW 


* SANITARY Plastic Bumpers 
* SANITARY Plastic Hinges 
* SANITARY All Enclosed Design 


*% SANITARY Uni-Mold Patented 
Construction 


+ + + + FH H HF 

















Riis JS 





See Us at Booths 988 and 990 
At The Housewares Show in Chicago 










<& The PURITAN name on plastic toilet 
ts seats assures you of your PROFITABLE 
The Solid Type Seat slice of the toilet seat business! Two 


\ Sa Mae nr S distinct types... one the conventional 


chrome bar type hinge, the other 
inl hpiss the concealed plastic hinge — BOTH 
COMPLETELY MODERN in design... 
both instant sales when your customers 
see them! These are the ONLY seats 
with ALL the features — feature them 
for BIGGER volume! 


becouse 
FULLY ENCLOSED 


ie 


For Further Information and Promotional Material, Write 


CENTURY PLASTIC PRODUCTS, INC. 


8219 ALMIRA AVENUE - CLEVELAND 2, OHIO 
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SCHLAGE: 


The Schlage button lock started a 
revolution in the lock industry. This push- 
button lock was invented over 25 years 
ago by Walter Schlage. Today it is the accepted 
and preferred type of lock mechanism 
... the first basic improvement in 
lock engineering in centuries. 


SCHLAGE: 


SCHLAGE LOCK COMPANY 


2201 Bayshore Blvd Empire State Bidg 
San Francisco New York 








——What the Law Says 
Liability Under a Sub-Contract 


By ALBERT WOODRUFF GRAY 











Under a contract for the installation of linoleum a 
dealer is liable for any negligence of a subcontractor 
to whom he has delegated the laying of the floor cover- 
ing, according to a recent court ruling. 

Linoleum was bought from a dealer in New York 
City to be fitted and laid in an apartment. The dealer 
who sold the linoleum had a contract with a local firm 
for the installation and laying of floor coverings. 

The local contractor in installing the linoleum tilted 
the gas stove, removed one of the legs and damaged 
the gas connection thus permitting free gas to escape 
into the apartment. An occupant made unconscious as 
a result was removed to a hospital. 

The general rule, said the New York court, holding 
the dealer who had sold the linoleum liable for the 
injuries, is that the employer of an independent con- 
tractor is not liable for that contractor’s negligence. 
This rule, however, is subject to certain well-known 
exceptions. The principal one is that the dealer is 
liable when there is a readily foreseeable danger in- 
herent in or created by the performance of the con- 
tract that is thus assigned to the contractor. 


Dealer Is Liable 


While ordinarily when a dealer agrees to perform 
work and delegates the performance to an independent 
contractor he is not liable for any negligence of the 
contractor to whom he delegated the work, when 
the work involves the creation of a dangerous con- 
dition, as here, and the danger is readily foreseeable, 
the dealer remains liable for any negligence that 
may occur. 

Here a judgment of $2,150 was awarded against the 
dealer from whom the linoleum had been purchased. 

In another case involving this same rule of law a 
tenant of a New York apartment slipped and fell on 





HARDWARE HUMOR 
By Hardware Age 





“Have you ever tried keeping 20 
television sets in focus at once?" 
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a quantity of fresh shellac spilled by a painter on the 
floor of the apartment. The painter was a contractor 
hired by the landlord for shellacking the floor. The 
condition here, like that occurring in the installation 
of the linoleum, was a dangerous one and the land- 
lord was held by the court to be responsible for in- 
juries suffered by the tenant. 

This rule of law that holds a dealer liable for the 
consequences of negligence in work he has contracted 
to another under some conditions and not others has 
been summarized by the highest court in New York 
State, as follows: 

If the act to be done may be safely done in the 
exercise of due care although in the exercise of such 
care injurious consequences to other persons would 
be likely to occur, then the contractor alone is liable 
provided it was his duty under the contract to exer- 
cise such care. 

If the performance of the contract, however, is 
necessarily attended with danger irrespective of how 
securely and carefully it may be performed, the party 
who lets the contract for performance of the work 
cannot thereby escape responsibility for any injury 
resulting from its execution. 





Space Heaters Are Good Sellers 





W. D. Morris, left, in the section devoted to heaters, 
fireplace goods and barbecue equipment. 


“Fireplace goods and fire sets are among my most 
profitable lines,” reports W. D. Morris, buyer and 
manager of the third floor of the main store of W. J. 
Pettee & Co., Oklahoma City, Okla. “These lines sell 
readily throughout the year with many people buy- 
ing or building new homes wishing to complement 
them with some of these attractive sets. Often people 
will buy a complete ensemble selling at about $25.00, 
as well as andirons, fire logs, coal or wood baskets 
and fire screens. One particularly good seller, for 
gift purposes, is the fire lighter offered in both brass 
and iron.” 

Dozens of gas space heaters are sold by the same 
department particularly in the fall and winter and 
in a wide price range. Right after the first frost the 
firm gives space heaters mention in its 15-minute 
radio news programs, at 10 p. m. Eight spot announce- 
ments are made on the line. In season barbecue and | 
Picnic equipment gets attention in the same section 
of the store. 
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ALAatten KEY KITS 
ARE JUST THE TICKET 












LEN. anb THey 
SELL THEMSELVES 
} IN THIS NEW 
1 MERCHANDISER 












Here’s your newest 


ALLEN “AUTOMATIC” 
SALES AID 


Because of the increasing use of Allen Head Screws, no 
tool kit is complete without,a set of Allen Hex Keys. 


The Allen Key Set Merchandiser No. 645 contains ten 
each of three popular Allen Key Sets enclosed in sturdy, 
leatherette envelopes. 


No. 606: includes 11 Allen Hex Keys to fit all set screws 
from No. 3 to 34“ and all cap screws from No. 1 to 44". 
No. 604: contains 7 Allen Hex Keys to fit most sizes of 
set screws from No. 8 to 14” and most cap screws from 
No. 3 to 144”. No. 605: contains 6 Allen Hex Keys for 
popular sized set screws from No. 3 to 4" and cap 
screws from No. 1 to No. 12. 


List price of the No. 645 merchandiser $26.50. Dealer’s 
cost $17.75. Dealer’s Profit $8.75. Buy from your Allen 





Hardware jobber. For further details on this and other 
key and screw mer- = 
chandisers, write the 
factory direct. 


Hartford 2 Senneet 


cut 
CLEVELAND, DETROM, CHICAGO, {PS ANGELES 
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WHAT’S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


drawn. Nails run about 877 nails 
to the pound. Its comparatively 
blunt point reduces splitting, shat- 
tering and spalling. In very soft 
wood, the nails hold well as the 
splinters of the wood press into the 
spiral grooves and lock the nails 
in place. Nichols Wire & Alumi- 
num Co., 1725 Rockingham Rd., 
Davenport, Iowa. 


Spring Action Nut Wrench 


Spring action nut wrench made 
of malleable iron allows instant ad- 
justment of the jaws up to 2% in. 








Speedy wrench can be used on lock 
nuts, trap nuts, and slip nuts. 
Finished in aluminum and packed 
individually in illustrated cartons. 
May be used on chrome plated nuts 
without marring. Chicago Spe- 
cialty Mfg. Co., 2954 W. Lawrence 
Ave., Chicago, IIl. 





Fuse Coupling 


Fireguard fuse coupling has a 
built-in fire-safety feature—a small 
fuse that breaks the circuit in- 










OE: 





stantly when a short occurs in con- 
nected lamp or extension cords. 
Unit fits in standard wall outlet, 
provides outlets for two cords. 
Fireguard is enclosed in Bakelite 
housing with rounded ends and cor- 
ners. F. H. Smith Mfg. Co., 3047 
W. Carroll Ave., Chicago, Ill. 





Caulking Compound 


Tub-Tite plastic non-corrosive 
caulking compound fills cracks be- 
tween bathtub and tile wall or 








cM 


around kitchen sinks. Synthetic 
resin base adheres to tile, porcelain, 
wood and glass. Dries in an hour 
to a smooth, semi-gloss, washable 
finish. Stays elastic; will not yel- 
low with age; is impervious to 
household acids and alkalies. Re- 
tail: $1. American Fluresit Co., 
4015 Red Bank Rd., Cincinnati 29, 
Ohio. 


Portable Air Compressor 


Model 105 portable air compres- 
sor is built about the standard 
Worthington blue brute compressor 
and powered by Diesel or gasoline 
engine. Unit features —a zero 
pressure retractable third wheel; 
underslung spring mounted under- 
carriage with commercial 15 in. 
trailer tires; retractable support 
leg; new unit core radiator with 
pressure cap to prevent boiling and 
better operation of engine; and re- 
location of instrument panel and 
battery box. Compressor is 10 in. 
shorter, 4 in. lower and weighs 300 
Ib. less than previous models. 
Worthington Pump & Machinery 
Corp., Holyoke, Mass. 
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LP-Gas Fire Pot 


C & L LP gas fire pot can be 
used on the floor or on a bench or, 
it will serve as a hand torch with 
the proper attachment. Works 
from a standard 20 lb. LP-Gas tank 
or it can be attached to any other 
commercial 20 lb. LP-Gas tank now 
in use. Clayton & Lambert Mfg. 
Co., Louisville, Ky. 





Clothes Hampers 


Whitney clothes hampers, No. 
1411, and 1412 feature a panel with 
an all-over diamond design studded 
with bows. Hampers are oval and 
available in rose, gray, green or 
yellow with matching panels and 
flat Pyroxylin Mother of Pearl de- 
sign tops. Also with white bodies 
with green, gray or blue panels and 
matching tops. Bench type is 21 
in. wide by 21 in. high and 12 in. 
deep; upright is 21 in. wide by 28 
in. high by 12 in. deep. Legs, 
panel trim and top trim are chrome 





plated. The F. A. Whitney Car- 
riage Co., distributed by Salmon- 
son & Co., Inc., 1107 Broadway, 
New York City. 


Metal Safety Goggles 


Two new revised and improved 
series of safety goggles, 7000 and 
3081 series. Former has temples 
with brown tubing. Temple and 
endpiece screws are evertite con- 
struction with countersunk non- 
snagging heads. Eyewires are flat 
and have beading. Eyewire bar is 






























1-to)as 


DES MOINES IOWA 























12 in. 
by 28 
Legs, 
hrome 


Universal Scope 


@ Durable, attractive covers of genuine leather, heavy- 
gauge plastic or water-proof canvas. 


@ Extra long, smooth-working zipper for easy access to gun. 


®@ New combination handle and adjustable shoulder strap, 
perfectly balanced for easy carrying. 


@ Soft, thick linings, quilted into place, cradles gun in 
complete safety. 





y Car- @ Special Zipper Guard protects gun at all times. 


jalmon- @ Hanging thong allows gun and case to be hung upright, 


ay, 

atten for storage. 
@ Expertly stitched with nylon and linen thread. Gives 
finer appearance, longer service, better utility. 

7 
iproved 
00 and At N.S.G.A. Show — Visit the Boyt display in Room 1027-28. And 
temples while you’re there, place your order for the 1951 season. That’s a 
jle and smart move in view of today’s unsettled conditions. For further 
te con- details, write: THE BOYT COMPANY, Dept. T, Des Moines, Iowa. 


k non- 
are flat 
» bar is 















THE BOYT COMPANY, Dept. T, Des Moines, lowa 


Please send new wholesale catalog and price list on Boyt Gun 
Cases and Sporting Goods. 





— 
— 
4] 
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HIGH SPEED MOLYBDENUM © 7/7, 








These attractive counter dis- 
plays, put to work in your store, 
will remind your customers 
that they need new Hack Saw 
Blades. These new displays 
are all purpose, all around 
jobs—front (shown) and back 
- are identical so you can use it 
» on counter, shelf or island. It 
. sells from any angle. 


- Now Display Packed, at no 
extra charge, for More Sales! 
‘Get them from your jobber — 
ere’s a display with High 
| Speed Molybdenum Blades 
and one with Standard Tung- 
en Blades. 


G. W. GRIFFIN CO. 7 


Franklin, New Hampshire 


General Sales Agent 
John H. Graham & Co., Inc. 
105 Duane Street, New York 8, N. Y. 
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engraved and the flange that holds 
the side shields has been reduced 
and given rolled edges. The 3081 
series has the same construction as 
7000 and has been improved with 
the same design features. Both 
can be obtained with clear or Calo- 
bar, regular or 6 curve Super 
Armoreplate lenses. American Op- 
tical Co., Southbridge, Mass. 


Handiwinch 


Skill 1 in. drill model 163 com- 
bined with American Handiwinch, 
makes a complete power hoist unit. 





An adapter kit requiring no spe- 
cial tools for mounting, locks the 
Skill drill and Handiwinch in per- 
fect alignment. Drill can be easily 
removed from the hoist bracket and 
used for all drilling jobs. The 
Skill drill-American Handiwinch 
combine has a hoisting capacity of 
1000 Ibs. at 10 fpm. Skilsaw Inc., 
5033 Elston Ave., Chicago 30, III. 


Engineers’ Rules 


Eagle engineer rules, No. 610 in 
the top quality Royal Eagle line 
with double-edge graduations. Rule 


eee = 
fb i) we ge seee, % =, o® Ree 10 = 


is marked in 16ths of an inch on the 
outside, 1/10 and 1/100 ft. on the 
inside. Retail: $1.75. No. 410 All 
American engineers’ rule has single 
edge graduations marked in 1/10 
and 1/100 ft. on the outside, 1/16 
in. on the inside. Retail: $1.50. 
Both feature the riveted strike- 
plate joint. The Eagle Rule Mfg. 
Corp., New York City 59. 


Clothes Dryer 


Automatic 8 lb. capacity electric 
tumbler dryer does not give off 
moisture, heat or lint in the room. 


a ee 


LOO 





condenses moisture 


LD-3 
from heated air by a cold water 
spray. Spray filtering washes out 
lint which together with the con- 
densed moisture from clothes is 
then pumped through rubber hose 


Model 


to the sink outlet. Once the door 
is closed the air inside the machine 
is continuously heated and filtered. 
Unit is controlled by two dials for 
automatic time settings and for 
high, medium or low heat selec- 
tions. Hotpoint Inc., 5600 W. Tay- 
lor St., Chicago 44, Tl. 


Paint Color Line 


Martin-Senour presents new fac- 
tory packaged paint colors. Changes 
occur in New Tone flat, Glos-Tone 
satin gloss, Kolor-Brite all-purpose 
enamel, floor and trim, Monarch 
house paint and all other exterior 
colors. Colors include: Bayberry, 
Mint green, sky blue, lemon. Mar- 
tin-Senour Co., Chicago, I. 
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Window Thermometer 


Maximum - Minimum 
thermometer housed in 
plastic. 


window 
Tenite 





of a gray bezel and a translucent 
white Tenite back plate, lug fast- 
enings securing plate are hot weld- 
ed with plastic. Thermometer reg- 
isters outdoor temperature and 
indicates hot and cold extremes 
during any desired period. On 
front black numerals are painted 
with graduations ranging from 
—60 to 110 deg F. Taylor Instru- 


ment Co.’s, Inc., 95 Ames St., 


Rochester 1, N. Y. 


Kitchen Tools 
Washburn line No. 5000 of stain- 


less steel kitchen tools with plastic | 
handles, in two colors. Shanks are | 


knurled, heated and then pressed 
into the handles to form a bond 
with the plastic. Included in the 
line is a full complement of kitchen 
tools. Five matching food strain- 





ers are offered in the most popular 
sizes and meshes. The Washburn 
Co., Worcester, Mass. 





Carriage Stroller 


Siebert’s 1951 baby carriage line 
features streamline bodies that are 
longer and wider than previous 
models. Multi-spoke wheels are 
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Circular housing consists | 


OD000E 











BRIGGS & STRATTON | 











The performance record of more than five 
million Briggs & Stratton single-cylinder, 
4-cycle, air-cooled engines speaks for itself. 


BRIGGS « STRATTON CORP., Milwaukee 1, Wis., U.S. A. 






“Preferred Power” 
for home, farm and indust- 
rial equipment — powered ° 
by gasoline engines. 











In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 
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THIS SPRING | 


feature 


ood- rite 


"ig 
No-Nib’ 


Reg. U. S. Pat. Off. 





the rabbit repellent 
that really works! 


@ Your customers will go for this rabbit 
repellent that protects flowers, shrubs, 
vegetables and ornamentals. 

Rabbits run at the first bite or two, 
and stay away. Tested by agricultural 
authorities and hundreds of users. A 
really effective and positive repeilent. 


easy to apply 


Apply Good-rite No-Nib’! directly from 
the shaker top can, or use it as a spray. 
Non-injurious to animals. Harmless to 
plants and soil. 


sells fast 


Dealers who feature Good-rite No-Nib’! 
in the special counter display report 
fast sales to those who have rabbit trou- 
ble in their gardens — and that means 
almost everybody! 


Here’s your opportunity 
to make good profits on 
a fast-selling specialty. 
Send your order in today 
and cash in on this prof- 
itable spring business. 
Address Dept. CU-1, 
B.F. Goodrich Chemical 
Co., Rose Bldg., Cleve- 
land 15, Ohio. 


No-Nib’! 


Reg. U. S. Pat. Off 





A product of 


B. F. Goodrich Chemical Co. 


A Division of The B. F. Goodrich Company 
Rose Building Cleveland 15, Ohio 


148 





WHAT'S NEW 











wider hubbed, giving fully %4 in. 


| greater axle bearing on all 12 in. 


wheels. Despite their size, the 
new strollers fold to the size of 
standard soft-side strollers. Mod- 
ernaire convertible carriage strol- 
ler, illustrated, has a_ reversible 
pusher and a center brake which 
can be reached from either end. 
O. W. Siebert Co., Gardner, Mass. 


Plastic Hanger 

Plus, the Phantom Mannequin is 
a plastic hanger molded in the 
shape of a woman’s shoulders— 


| two clavicles keep collar and lapels 





in place about a lifelike neck. It is 

















made of plastic in gray, green, 
bronze, blue and red. Selector 
Corp., 1270 W. Third St., Cleve- 
land, Ohio. 


Labeling Tape 

Labelon tape, pressure-sensitive 
| Saas tape on which user can 
write. Made of two layers of 
acetate with a white waxy sub- 
stance laminated in between. Pres- 
sure on top clear layer indents the 





white waxy substance exposing the 
bottum colored layer to view. Tape 
sticks without moistening to any 
smooth surface. When written upon, 
label will not smudge or smear, and 
is water-proof, oil-proof, tamper- 
proof and acid resistant. House- 
hold rolls come in a dispenser box 
with built-in cutting edge in blue, 
34 in. width, 80 and 150 in. lengths 
at 49 and 98 cts. Counter display 





holds 12. Special freezer roll with 
low temperature adhesive is avail- 
able. Roll adheres to surfaces at 
temperatures to -—40 deg. F. 
Labelon Tape Co., 100 Anderson 
Ave., Rochester 7, N. Y. 





Grass Trimmer 


Trim Master, Jr., improved elec- 
trical grass trimmer featuring 
vacuum action. Trimmer is to be 
used along walks, walls, around 
trees, shrubbery and rock gardens. 
Weighing 7 lbs., unit does an hour's 
hand trimming in five minutes. In- 
cludes spare blade and electrical 
cord. Retail: $44.95. EH. F. Britten 
Co., Cranford, N. J. 
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Slimline Lampholder 


Fixture type Slimline lampholder 
is designed for either surface or 
flush mounting. High voltage de- 
vice is provided with a spring 





loaded movable contact for easy 
lamp insertion and removal. Unit 
illustrated is used on low voltage. 
As a mounting accessory for use 
with the Plunger Type butt-on 
slimline lampholder, a U-bracket 
has been added. Both of the lamp- 
holders will accept all Slimline type 
lamps including the 75 watt T12 
size. Sylvania Electric Products, 
Inc., 500 Fifth Ave., New York 
City. 





Chemical Extinguisher 


Wheeled dry chemical fire ex- 
tinguisher with 150 lb. powder ca- 
pacity for combating flammable 
liquid, class B and electrical, class 
C, fires. Balanced to permit one 
man mobility are two large upright 
steel cylinders. Larger cylinder 
contains 150 lbs. of fire smothering 
dry chemical, the smaller nitrogen 
under pressure. A valve on top of 


the nitrogen cylinder admits the 
nitrogen to the powder chamber 
through a normally open valve and 
pressurizes the dry chemical for 
discharge. Pre-set regulator main- 
tains constant pressure within the 
dry chemical cylinder. 


At the end 


= 


ks neti eee 
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Plastic Kitchenware beautifully decorated by special etching 


process. Can be washed in hot water . . 


looking . . 


No. 21—"Slide-A-Way” Bread 
Color: Red and White. New 


No. 139R—Canister Set 


Color: Red with White 


New “Tea Rose” design, featuring 
the sparkling “See-Thru” Cover. 


No. 118R 
No. 115R 


Popeil’s “Trigger-Action” 2-Cup and 5-Cup 
Flour Sifters — Decorated to Match 


Canister Sets. 






No. 9C 
10%” Kitchen 
Tongs — Bright 
Nickel Plated 
Steel 


No. 1900—Refrigerator and 


. low in price. 


“Tea 
Rose” design. Individually packed. 


}@ ey 





New "TEA ROSE” Design 


. expensive 





No. 21F 
No. 21G 


Box. 


New Scalloped Edge 
Knives — Stainless 
Steel — Plastic 
Hondles 








No. 10C 
Cooky Press 
Cake Decorator 
Set 





“For Complete Details on the New 


Popeil Line - 


_ POPELL BROTHERS, ING. 


eS as 


Please Write Today” 


ATTENTION: SEE OUR BOOTH NO. 1020 (SOUTH HALL) AT THE CHICAGO SHOW 





14 NORTH SANGAMON 
CHICAGO 7, ILLINOIS — 













Ana when we say NEW we mean 
NEW! Here's a transparent polyethy- 
lene sack that completely protects the 
merchandise and at the same time keeps 
it visibly displayed for your customers. No 

more need for paper sacks or disarrayed bins. 


And when we say HANDY we mean HANDY! 
The exclusive elastic ‘SNAP SACK" top on these 
bags makes it simple to remove one or a half 
dozen balls. No tearing open a paper sack or 
cutting open a muslin bag. No exposed balls to King Cotfon 
gather dust and dirt. Sia tne 
Clothesline 

Mason’s Line 

Chalk Line 

Cable Cords 
Venetian Blind Cord 


Twine 


*TM—Shellmor Products Corp. 
eG ut fat oF 


Ki 
CORDAGE 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 


Why not write for more information on the 
New, Handy Pack today! 
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of a 50 ft. hose, a discharge nozzle 
with stirrup type control lever has 
three positions, off, fan and 
straight. Walter Kidde & Co., Inc., 
Belleville, N. J. 








Coffeematic 


Newly designed Coffeematic with 
scroll pattern brews coffee auto- 
matically to taste. Flavor selector 





adjustable for mild, medium or 
strong coffee. Redi-Lite signals 
when coffee is ready. Heat Sen- 
tinel reduces current, keeps coffee 
automatically at proper serving 
temperature. Cold water pump 
brews coffee without boiling. Lan- 
ders, Frary & Clark, New Britain, 
Conn. 


Fish House Stove 


Stove designed for the fish house 
man weighs less than 5 lbs. and 
is 7 by 9 by 14 in. Rectangular 
shape provides large fuel capacity 
and radiating surface. Stove has 
ample draft for quick heat control- 
lable to slow burning by the draft 
slide in the door. Pipe collar takes 
a regular 3 in. stove pipe. General 
Metalware Co., Minneapolis, 13, 
Minn. 
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Toastswell Toaster 


New Toastswell advanced model 
No. 350 features one operation, 
thin tempered guard wires for uni- 
formity in color, shock absorber on 
bread lifter, extra high lift, crumb 
tray that remains on table. Also 





revolving floating silver disc con- 
tacts. Toaster has a brighter high 
lustre finish. Wide range color se- 
lector from very light to extra 
dark. The Toastswell Co., 620 
Tower Grove Ave., St. Louis 10, 
Mo. 


Canister Set 


Burrite plastic Hande canister 
set with orange blossom decora- 
tions permitting use of containers 
for different purposes. Set includes 
four pieces. Tapered sidewalls pro- 
vide for finger clearance. Tops 
have elongated finger grip handles. 
Set is available in permanent 





colors, red, green or yellow base 
with ivory tops. Burroughs Mfg. 
Corp., 3831 Verdugo Rd., Los An- 
geles 65, Calif. 


Moulding Cutterhead 


Delta No. 265 moulding cutter- 
head can be used on any circular 
saw having a double-face fence and 
% in. arbor. Three interchange- 
able knives are locked into the solid 
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You need Quality Buffalo Bolts in 





STRONG 


HANDY-PACK BOLT CARTONS 










@ Handy-Packs are made of 
tough corrugated board. They 
can be handled, shipped, stacked 
and even dropped without breaking. 


You get these superior cartons ...and 
their equally superior contents... at no 


extra cost when you order Buffalo Bolts. 


HANDY PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 
@ Cartons are re-shippable without tying or wrapping. 

@ Covers make durable open drawers for bolt cabinets. 

@ Can be ordered in carload or less-than-carload lots. 





Wrte for circular on quantities and weights of Handy-Pack Cartons. 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 





PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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COBURN: 


Sliding 
oor 
Hordware 


¥ 

i v4 | AP Sasi cas ss i e 
Coburn #500 Swing-Over Garage Door Hardware Set. Fur- 

nished in a complete package, ready for easy installation. 


a 
Coburn Fire Door Hardware. Closes fire doors automatically in case of fire. 
Manufactured to specifications of National Board of Fire Underwriters. 


IS A PROFIT-MAKER FOR YOU 


A profitable market, both on new and remodeling jobs, is 
waiting for you. Coburn Sliding Door Hardware features low 
installation cost, convenient operation, and long, trouble-free 
life. With Coburn, you’re able to offer a complete line of door 
hardware for:garage, barn, overhead, straight-sliding, sliding- 
folding, around-the-corner, roundhouse, folding partition 
and fire doors. 





Write today for Catalog #200 Sliding Door Hardware and #210 Fire Door Hardware 


COBURN PRODUCTS ____ 






A Product of WICKWIRE SPENCER STEEL DIVISION OF 
THE COLORADO FUEL AND IRON CORPORATION 

Sales and Engineering — 56 Sterling Street, Clinton, Mass. 

Executive Office — 500 Fifth Avenue, New York 18, N. Y. 

Sales Offices — Atlanta * Boston * Buffalo * Chicago * Denver * Detroit * Philadelphia 

Pacific Coast — The California Wire Cloth Corp., Oakland 6, Calif. 
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edges are exposed. 


t 





Made of high-speed steel, the blades 
cut thousands of feet of moulding 
before dulling. All knives can be 
used in a Delta shaper cutterhead. 
Delta Power Tool Division, Rock- 
well Mfg. Co., Milwaukee, Wis. 





Wood-Grain Wardrobes 


E-Z-Do line of wood-grain ward- 
robes ranging from the single door, 
60 in. New Guardian to more 
elaborate double door styles. All 
have a walnut finish and are plasti- 
coated on the outside for wash- 
ability’s sake. Interior has been 
treated with a mildew preventive 
and a solution of 5 pct DDT. Also 
equipped with a humidor. Heavy 
wood framing is used throughout, 
plus three-ply Gator-hide draft 
board with 200 lb. tested strength. 
Models come in two heights, 60 and 
66 in., latter with a hat shelf. 
E-Z-Do, 261 Fifth Ave., New York 
City. 


Plastic Tails 


Hoochy-Koochy plastic tails may 
be used on the shank of a single 
hook, treble hook or on the Hotcha 
and other skirt type lures. Tails 
may be turned inside out. They 
will not harden or stick. Made in 
two sizes, the 68 streamer small size 
and the 52 streamer large size, 
both in fluorescent colors. Regular 
colors retail: 17 and 28 cts; fire 
tails, 27 and 38 cts. Mounted on 
cards or in cellophane bags. Weber 





Lifelike Fly Co., Stevens Point, 


| Wis. 
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steel head. Only the actual cutting 
Twenty-seven 
different sets of knives are avail- 
able from Delta dealers, each set 
consisting of three matched blades. 
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Direct Drive Motor 


DeWalt is now using a Lo-Dead 
rise direct drive motor on some of 
its radial arm saws. This motor 
increases the depth of cut. The 





added cut is obtained without the 
use of a gear train or the loss of 
power normal to a gear train. Mo- 
tor also features totally enclosed, 
fan cooled design; end brackets, 
end rings, fan and fan housing that 
have been pressure cast for greater 
strength. Motor has a high grade 
steel shaft that has been ground 
to close tolerances. Fiberglas in- 
sulation is used for phase insula- 
tion. DeWalt, Inc., 50 Fountain 
Ave., Lancaster, Pa. 


Double Action Broiler 


Kord two-sided infra-red double 
action broiler broils both sides 
evenly at once. Element employed 
is mica and ribbon wire. Broiler is 
equipped with a pull out drip tray, 
and is triple plated with copper, 
nickel and chrome. It occupies 6 by 
12 in. table space. Adjustable 
grille, 10 x 10 in. for thick or thin 
meat cuts. Kord Mfg. Co., New 
York City 170. 


South Bend Lathes 


A new quick change gear mech- 
anism is supplied on 16 and 14% 
in. swing lathes. Having a mini- 
mum number of parts and being 
fitted with ball and needle bear- 
ings, it requires less power. Direct 
reading index chart shows posi- 
tions in which the two tumbler 
levers are placed for each of 48 
screw thread pitches, 48 power 
longitudinal feeds and 48 power 
cross feeds. Stud gear is changed 
for an additional series of coarse 
Pitches ranging from 4 to 7 threads 
Per in. Special stud and inter- 
Mediate gearing needed to cut 
Metric screw threads, diametral 
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Green Thumb 
| garden gloves 





Again your best 
\ 
sellers this spring 





Sell on sight to women, 
as proved by last season’s record sales 


Actual green thumbs on smartly styled gloves of chamois-colored fabric, 
vinyl-impregnated to repel all dirt and wear several times longer than 
good canvas gloves. Washable, practical, economical—for gardening, 
dusting, painting, etc. 


Nationally advertised in Better Homes & Gardens, Sunset. Each pair 

tacked together with attractive informative, selling tag and packaged in 

pliofilm display envelope. Looks like a $1 item but fair-traded @ 89c 
for volume sales at full profit. 


Dealers: Your distributor can supply you with 
Green Thumb* Gloves — or send us 25c for sample 
pair. Prices and list of sales helps sent on request. 


Edmont Mfg. Co., 523 Orange St., Coshocton, Ohio 







FREE —— Self-Service Selling 
Display with Every Dozen Gloves 


Smart colors, smart appeal, on 
highest quality white coated 
box. Keeps stock orderly and 
compact, yet easy for customers 
to try on and buy. 









é 
_ — * United States 1M Registration No. 
A GREEN THUMB 412529, owned by Edmont Mfg. Co. 
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A SPRING SALES HIT 


Shelby Adjustable Spring Door Hinges 
—Series 80 00 1—keep light doors 
closed with their easily regulated spring 


popular for many applications—for new 
doors—for replacements. 

It’s in the Spring when they sell fast 
and assure real profits for your store. 


Place your orders with 
NOW for Spring delivery. 


your jobber 


Spring Hinge 
Company 
Shelby, Ohio 





Long a joy to profes- 
sional and other gar- 
deners. The Pilgrim 
will appeal toall your 
customers who take 
pride in good tools. 
Top quality, backed 
by BLAIR’S seventy 
years’ experience, 
assures satisfaction. 




















LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 

















WHAT'S NEW 








| pitch worn threads or other spe- 


tension adjustment. That’s why they’re | 





cial screw threads may be used. 
South Bend Lathe Works, South 
Bend 22, Ind. 





Congoleum Rugs 


A textured weave design of 
gray and blue and of beige and 
brick red is available in six sizes 





in this Gold Seal Congoleum rug, 
illustrated. Other patterns  in- 
clude: No. 836 and 837 large scale 
leaf and scroll design with a tex- 
tured background in two color- 
ings, gray and green each with 
floral accent colors—by the yard, 
in 6, 9 and 12 ft. widths; bold leaf 
design in Gold Seal Congoleum by 
the yard in gray with green and 
red and green with beige and red. 
Pattern 780, tan beige, 781, taupe, 
shadow scroll effect; No. 778, 779, 
tan and green, design resembling 
a hit and miss carpet in texture 
Gold Seal Congoleum rug and by 
the yard. Congoleum-Nairn, Inc., 
Kearny, N. J. 





Canvas Work Gloves 


Three lines of Stanzoil industrial 
coated canvas gloves—red neoprene 
coated extra-duty safety line and 
black neoprene coated heavy-duty 
and super-duty lines. Heavy-duty 
gloves feature a non-slip grip to 
hold wet things as if dry. Inserted 
thumb design moves seam out of 
wear area. Glove linings are 8 oz. 
canton flannel. Extra-duty and su- 
per-duty gloves also have non-slip 
grip, inserted thumb, preflex palm 
design and 8 oz. canton flannel. All 
made in all-knit wrist and gauntlet 
styles, are coated with du Pont neo- 
prene. The Pioneer Rubber Co., 
Willard, Ohio. 
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Norge Refrigerator 


Norge 1951 refrigerator line in- 
cludes nine models each of which 
automatically defrost in two to 10 
minutes once every 24 hrs. Line 
features redesigned cabinet con- 
tours, subdued use of color in ex- 
terior and interior trim. All the 
innovations in the line are found 
in model DSD-86, 8.3 cu. ft. unit. 
It features the Jet self-d-froster, 
electric timer, cold control, com- 
partments in the door for eggs, 
bottles and butter, water well with 
faucet, snack tray, and meat keeper 
of blue polystyrene plastic, rust- 
proofed adjustable shelves. This 
model has a full-width freezer 
chest, capacity 35 lIbs., fruit and 
vegetable crisper drawer. Norge 
Division, Borg-Warner Corp., Mer- 
chandise Mart Plaza, Chicago 54, 
Ill. 


Philco TV Models 


Philco 1951 line of television 
receivers includes 17 new models 
incorporating larger rectangular 
tubes. Emphasis is placed on 
lower priced consoles and table 
models with a 12% in. table model 
at $199.95 and a 17 in. rectangu- 
lar table model at $279.95. New 
line is designed to conserve criti- 
cal materials while maintaining 
the highest standards of Philco 
quality. Phileo Corp., Philadel- 
phia, Pa. 


Plastic Cleaner 


M-E plastic cleaner oxygenat- 
ing compound contains no chlo- 
rine. It is odorless, tasteless and 
sanitizes as it cleans. A teaspoon- 
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ful of the cleaner will remove the 
accumulated stain on all the 
dishes that can be immersed in a 
quart of water. Available in two 
sizes: 5 oz. and 12 oz. Retail: 60¢ 
and $1. Maid Easy Cleansing Prod- 
ucts Corp., 25 Elm Ave., Mt. Ver- 
non, N. Y. 


Perfection Heater 


Console-type space heater, model 
3171, has a rated output of 70,800 
B.t.u. per hr. Features a porcelain- 
enameled one gallon humidifier, com- 
bination oil control and constant 








level value, louvered panel for radi- 
ating heat and a removable top 
grille. Heater casing also is porce- 
lain enameled. Blower is standard 
equipment on model 3171. Finished 
in Silverspray-brown baked enamel 
and trimmed in chrome. Perfection 
Stove Co., 7609 Platt Ave., Cleve- 
land, Ohio. 


Plastic Kitchenware 


Tea Rose design line of plastic 
kitchenware includes canister sets 
featuring see-thru covers. Two 
cup and 5 cup flour sifters are 
marked to match canister sets. The 
line has a Slide-A-Way cover bread 
box with the same design. Can be 
washed in hot water without deco- 
ration washing off as colors are 
etched into the plastic.  Popeil 
Bros., 14 N. Sangamon St., Chi- 
cago, Ill. 


Hettrick Hassocks 


Hettrick 1951 line of Koroseal 
hassocks is shown in a complete 
range of colors, styles, patterns and 
Prices. High point of line is the 
light hollow type hassock and stor- 
age chest hassock. Nest of three 
chests, height 11, 14, 16% in. No. 
6314N. The Hettrick Mfg. Co., 1401 
Summit St., Toledo. 
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mARTIN 


\ Ty 7 


GAS SPACE HEATERS 


\—, Maite —/ 


This name assures quality 








workmanship at a moderate price 
8 fully vented heaters 
15,000 BTU to 85,000 BTU 


20 unvented heaters 
10,000 BTU to 50,000 BTU 
AGA Approved 


for natural, liquified 
and manufactured gases 





Write your jobber 
or direct for 
complete illustrated 
catalog 


MARTIN STAMPING & STOVE CO., Huntsvitte, ala. 
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The following guarantee is enclosed 
with each Dazey product * Can 
Openers ¢ Juicers * Knife and Scissors 
Sharpeners * Ice Crushers * Egg 
Beaters * Household Scales * Nut 
Crackers ¢ Jar Openers and Sealers ¢ 
Coffee Dispensers .. . and other items 


GUARANTEE... 


A HARDWARE LINE 


—alive with sales features! 


you can supply practically every 
request of your trade for builders’ 
hardware when you adopt the modern 
NATIONAL Line. Its wide assortment 
of sizes and styles are designed to 
accommodete most every type of con- 
struction. The trade name NATIONAL 
is becoming a quality symbol for ex- 
acting buyers, who insist upon receiv- 
ing the ultimate in service from hard- 
ware. A copy of the latest Catalog 
No. 25 or a wall chart illustrated with 
every product in the National line is 


yours for the 
(National, 


asking. 
MANUFACTURING CO. ji 
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been in siness eanntont’) for $0 
plied or written 
ould mean more to ‘the consumer. 

re guar _nteed 
terial and 
defective, 


ve free from 
workn ma nship, ¢ 
will be repair red or 





uf fi 
replaced. 


This guarantee is NOT LIMITED 
to any number of years. It may 
be construed as 


5, 10, 20, 25 or 50 years. 


its a 





$e DAZEY 


The name "Dazey” on "Kitchen Helps” 


DAZEY CORPORATION © ST. LOUIS 7, MISSOURI 


és equivalent to the mark" " Sterling” on silver 
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WHAT’S NEW 


All-Weather Paint-Stik 


All-weather. paint-stik is a com- 
pounded branding paint semi-solidi- 
fied in stick form. This marking 
stick may be used on wet or dry 
pelts, is fade-proof; does not harden 
in winter or soften in summer and 
is easily removed from pelts in the 
scouring process. It is non-toxic 
and harmless to all animals. Avail- 
able in six colors, stick’s cardboard 
holder permits its application at 
most usable length. Each is 1 in. 
in diameter and 4 in. long. Lake 
Chemical Co., 3052 W. Carroll Ave., 
Chicago 12, Il. 








Masonry Water-Repellent 


Siliphane, made with silicone, 
this transparent product is brushed 
or sprayed on exterior above grades 
masonry walls of all types. It does 
not close the pores of the masonry. 
Siliphane will not cause change in 
appearance or any color blush and 
may be applied in temperatures 
down to 15 deg. Retail: $4.95 gal. 
Prima Products, Inc., 10 E. 40th 
St., New York City. 





Painting Tool 


Flex-i-brush combines the prin- 
ciples of the lamb’s wool paint roller 
and the bristle brush. It consists 
of a piece of lamb’s wool 1 in. wide 
by 2% in. long on a flexible metal 
strip that bends to any shape and 
holds that shape. Paint is applied 
by sideway rubbing action permit- 
ting painting in an area with 1 in. 
clearance. May be used for dusting 
radiators, venetian blinds. Mounted 
on a 4x 914 in. merchandising card. 
After use the brush may be cleaned 
by standard methods. Permits 
painting inside of radiators, behind 
pipes, window sash and other dif- 
ficult to reach spots. Eklind Tool & 
Mfg. Co., distributed exclusively by 
J. W. Andrews Co., 166 W. Jackson 
Blvd., Chicago 4, III. 





Auger Bit Caps 


Kutter Kaps, set of tenite plas- 
tic caps to protect the sharp cut- 
ting edges and screw points of 
auger bits. Available in all sizes 
from %4 to 1 in., 1% and 114 in. 
to fit all Snell bits. Snell Mfg. Co. 
Worcester, Mass. 

(Resume reading on page 13) 





a 








Ne 


(¢ 


first t 
page 

halfto 
Plastic 
lay fla 
inside 
tinent 
Mass. 


Tool 


Chal 
No. 50 
include 


and att 
rate if 
wrench 
sets in 
measure 
item is 
Penens | 


Store 


Helle 
illustrat 
pages it 
fixtures 
Multi-Le 
islands 
Plays fix 
electrica 
Paper, — 
plies, bo 
W. C. } 
Ohio. 


Reeves 


Reeves 
No. 450 
lustratioy 
8cription: 
cerns ne 
Pipe stox 


HARDWA! 





a com- 
1i-solidi- 
marking 

or dry 
| harden 
mer and 
s in the 
on-toxic 
. Avail- 
rdboard 
ation at 
is 1 in. 
g. Lake 
‘oll Ave., 


allent 


silicone, 
brushed 
e grades 

It does 
nasonry. 
nange in 
lush and 
eratures 
4.95 gal. 
E. 40th 


he prin- 
int roller 
consists 
in. wide 
le metal 
hape and 
3 applied 
1 permit- 
ith 1 in. 
r dusting 
Mounted 
ing card. 
e cleaned 
Permits 
3, behind 
ther dif- 
id Tool & 
isively by 
. Jackson 


nite plas- 
harp cut- 


points of | 


all sizes 
d 114 in. 


Mfg. Co. 


age 13) 


r 41, 1951 











70 HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


first time in this catalog. The 100 
page catalog is illustrated with 
halftones, sketches and diagrams. 
Plastic binding permits pages to 
lay flat. Index is printed on the 
inside of the front cover. The Con- 
tinental Screw Co., New Bedford, 
Mass. 





Tool Merchandiser 


Challenger tool merchandiser 
No. 505 for home, farm and auto, 
includes pliers, wrenches, sockets 





and attachments, over 100 sepa- 
rate items plus 15 complete 
wrench sets in clips and sockets 
sets in tool boxes. Metal display 
measures 2 ft. on each side. Each 
item is priced-marked on the unit. 
Penens Corp., Schiller Park, Ill. 





Store Equipment Book 


Heller store equipment catalog 
illustrates and describes in 132 
pages its complete line of store 
fixtures including the improved 
Multi-Level terraced fixtures and 
islands with specifications. Dis- 
plays fixtures for hardware, guns, 
electrical appliances, tools, wall- 
paper, brushes, bathroom  sup- 
Plies, bolts, wire, sporting goods. 
W. C. Heller & Co., Montpelier, 
Ohio. 





Reeves Catalogs 


Reeves galvanized ware catalog 
No. 450 includes 35 pages of il- 
lustrations, specifications and de- 
scriptions. Catalog No. 350 con- 
cerns nested stove and furnace 
Pipe stove and furnace pipe el- 
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YOUR CUSTOMERS KNOW 
there's No Bother with... 


KESTER 9% 


SOLDER 











Why Kester Solder Sells On Sight 


Kester Solder sales are spurred by a vast 






national advertising campaign in consumer 






magazines. Also, your customers know, 






through long experience, that Kester does 






a perfect job every time. 





Sparkling New Counter Display Carton 


Kester Metal Mender and Radio Solder, 
fast sellers, still at a nominal price, now 
in their new display carton. 


FREE OFFER: Now available for your 
customers “Soldering Simplified” 
Kester’s new 16-page, how to solder 
booklet. Send for your supply now. 





KESTER 


METAL MENDER 


SOLDER 


AcID CORE 

















Kester Solder Company 
4207 Wrightwood Ave., Chicago 39, Ill. 
Newark, New Jersey * Brantford, Canado 
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GARDEN GROWER 


A “Must” for the Home Gardener 





Feature this highly useful, versatile tool in 
your Spring garden showing . . . it's a 
sure, seller. 

10 in. revolving reel with saw-tooth carbon 
steel blades . . . double-edge weeding 
knife, adjustable for depth. 5-prong de-, 
tachable cultivator. Shovel attachmertt. 
Lawn-mower handle, adjustable for height. 
Attractively finished. 


OTHER POPULAR NORCROSS PRODUCTS | 


© Cultivators (1, 3, 4, 5 prong) © Weeders 
© Asparagus knife © Full line of forks 


C. S. NORCROSS & SONS CO. 


BUSHNELL, ILLINOIS 


Ask Your Independent . 
Jobber y 


Garden Tools 
189] 


i? 
OQOuali 3 


P 
wince 





TO HELP YOU SELL 








bows, angles, tee joints, reducers, 
increasers, flue thimbles draw 
bands, airtight wood heaters, 
stove boards, coal hods and fire 
shovels. Total of 31 pages. Reeves 
Steel & Mfg. Co., Dover, Ohio. 





Emulsion Cleaners 


Folder describing a series of 
emulsion cleaners designed to re- 
move both oil-soluble and water- 
soluble soils from any metal or 
alloy without attacking the base 
metal and harmless to most paint 
finishes. Detrex Corp., Box 501, 


| Detroit 32, Mich. 


| and scrapers. 








Putty Knife Display 


Hyde 7B display is available 
without charge with a small stock 
of the Black and Silver putty knives 
Loose tools are dis- 
played in rows. Base is solid bass- 
wood, back of fir plywood. Fin- 
ished in lacquer enamel, unit is 12 
in. high, 6 in. deep and 11 in. wide. 
The Hyde Mfg. Co., Southbridge, 
Mass. 





Ivano Bulletin 


Inside story of the chemical 
phenomena that made the lvalon 
sponge possible is told in a bulle- 
tin. Sponge is available in a va- 
riety of sizes for home, industrial 
and other uses, also in five pastel 
colors. Ivano, Inc., 2100 S. In- 


diana Ave., Chicago 16, IIl. 





| Milking Parlor Booklet 


Modern Plans and Equipment for 
Parlor Milking Systems contains 
instructions and floor plans for the 
construction of various types of 
milking parlors to suit individual 
needs. Includes a list of general 
requirements with illustrations and 
data on required equipment. Star- 
line, Inc., Harvard, IIl. 





Universal Slide Films 


Universal Select-A-Range and 
1951 Speedliner electric ranges 
sound slide films. Former shows 
typical kitehen arrangements in- 
cluding actual installations and 
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suggested kitchen arrangements 
for L, T and square shaped kitch- 
ens. Speedliner film shows the com- 
plete full line of 1951 Universal 
electric ranges. Film is planned 
about a script showing a typical 
salesman pointing out the features 
of each range to husband and wife. 
Kitchen arrangements in other film 
are designed from scale model 
range blocks. Landers, Frary & 
Clark, New Britain, Conn. 





Cord Packaging 


New packaging for King Cotton 
butchers twine, wrapping twine 
and cable cord in Snap-Sack 
polythylene packages, permitting 





contents to be completely visible. 
Twelve balls packed to a_ unit. 
Elastic topped bag. John UH. 
Graham & Co., Inc., 105 Duane St., 
New York City 8. 





Conveyor Bulletin 


Bulletin No. 63-A, revised edi- 
tion, provides detailed informa- 
tion on 11 standardized conveyor 
units designed to elevate, lower 
and convey horizontally by gravity 
or power, packaged commodities. 
Standard Conveyor Co., North St. 
Paul 9, Minn. 





Barn Equipment Catalog 


Hudson barn equipment and hay 
unloading tools catalog No. 45-3; 
has 128 pages bound into a three 
color cover. It covers the complete 





AT 


ERE 60s 


barn equipment and hay unload- | 


ing tools line including stalls of 
every type, stanchions, water 
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Dowflake, calcium chloride, 77-80%, is 
a dealer’s delight . . . easy to handle 
and display ...a real “pleaser” that 
keeps customers coming back . . . and 
a solid money-making sales item. 


Dowflake’s efficient thawing action on 
wintertime ice is valuable to practically 
everybody, including home owners, 
schools, churches, all public institu- 
tions and buildings. Dowflake keeps 


THE DOW CHEMICAL COMPANY oe 


walks, steps, driveways and parking 
lots free from dangerous ice assuring 
greater protection against accidents 

- means greater all-around safety. 
Stock Dowflake in 25 and 100 Ib. bags. 
Display it prominently. Take advan- 
tage of Dowflake literature, and watch 
it sell. Dowflake will make new cus- 
tomers, not only for itself, but for the 
other lines you carry. 


MIDLAND, MICHIGAN 


White Dow for name, of, distributor, ! 
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FOR ICY STEPS—Dowflake keeps 
wintertime steps clean, free 
from dangerous ice, helps reduce 
accidents. Used extensively by 
factories, stores, apartment build- 
ings as well as home owners, 





FOR DRIVEWAYS— No more slip- 

pery driveways. Cars can move 

more safely with good traction on 
wflake protected surfaces. 





FOR GAS STATIONS— Dowflake, 
sprinkled on runways quickly re- 
moves dangerous ice and keeps 
customers coming. 


- DOW. 


CHEMICALS 


(AND AGRICULTURE 


INDISPENSABLE To INDUSTRY 
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Every lock needs 


LOCK-EASE™ 
graphited LOCK FLUID 


{BEST PROTECTION AGAINST FREEZING-STICKING-RUST| 


This winter — give your customers the best in 
lock maintenance. Use Lock-Ease! Sell it for 
car, home, and factory use. Easy to apply. 
Penetrates quickly, helps seal out moisture. 
| gives maximum protection against freezing. 
Approved by leading locksmiths. Sold by hard- 
ware and locksmith jobbers every- 
where. Order now! 











4-oz. Can delivers drop or 
pressure stream. List Price 


SIF 


AMERICAN GREASE STICK C0., Muskegon, Mich. 


Graphite d 


LOCK FLUID 
































It’s still the leader 


Multi-colored 
ENGLISH IVY leaves 
twine around this 
maple bowl. This 
handpainted pdéttern 
is featured on a com- 
plete set of wooden- 
ware. Restock your 
supply today! 


The CAESAR SALAD BOWL (. Y 








Interior of bowl is treated to open CG 48) 
the pores. Holds just the 
right amount of gar- 









lic or other season- 
ings to give a faint 
tang to your favorite 
salad ... and the 
flavor lasts. Recipe 
booklet with each 
bowl. 












FIRST 1951 SHOWING 

National Manufacturers Housewares Show 
Navy Pier — Chicago, Jan. 18-25 

Space 385 


"2421 McKINNEY AVENUE 
DALLAS =, TEXAS 
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TO HELP YOU SELL 


bowls, stock pens, barn acces- 
sories, litter carriers, horse barn 
and hog house equipment, roof and 
electric ventilation. The H. D. Hud- 
son Mfg. Co., 589 E. Illinois St., 
Chicago 11, IIl. 


Bat Rack 


Heller revolving bat rack to be 
fastened to the top of a wall cabinet 
or under a balcony. The 14 in. di- 








ameter circular top supplied with 
steel bolt to fasten rack in position 
will hold 12 bats. No. 12-B unit. 
Retail: $5.90. W. C. Heller & Co., 
Montpelier, Ohio. 





Washing Wool Blankets 


A folder to aid the consumer in 
washing and drying woolen blan- 
kets in the Laundromat and clothes 
dryer. The folder points out how 
the flexibility of the single dial con- 
trol that permits the operator to 
start, stop or repeat any part of 
the washing cycle plus the washing 
action makes it possible to wash 
blankets successfully in the Laun- 
dromat. Washing and drying (line 
or dryer) instructions outlined in 
the folder are simple and easy to 
follow. Designed for use as a hand- 
out or mailing piece, the folder pro- 
vides ample space on the back cover 
for dealer imprint. Westinghouse 
Electric Corp., Electric Appliance 
Division, Mansfield, Ohio. 





Infra-Red Broiler Book 


The Truth About Infra - Red 
Oven Broilers explains what elec- 
tric broilers are, how they should 
be used and what should not be 
done with them. Several recipes 
are included in the booklet. Prevore 
Electric Mfg. Corp., Fulton St., at 
Clinton Ave., Brooklyn 16, N. Y. 
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Humidifier Display 


Viking model 2300 humidfier 
display for use as a sales demon- 
stration unit also. Front section is 
rounded and sloped to simulate a 
furnace plenum. Legends on the 
side pictorially illustrate the fact 
that the 2300 fits any type furnace. 





Resembling a working installation, 
the display permits salesman to pre- 
sent step-by-step the operation 
points. Viking Air Conditioning 
Corp., 5601 Walworth Ave., Cleve- 
land 2, Ohio. 





Acme Steel Magazine 


First issue of Confab, Acme 
Steel’s quarterly magazine for 
users of strip steel products. Word 
Confab was selected as it suggests 
a friendly chat and meeting of 
minds. It contains successful cus- 
tomer applications of the company 
methods and products. Copies may 
be obtained without cost. Acme 
Steel Co., 2840 Archer Ave., Chi- 
cago 8, Il. 





Cordage Package 


Cordage package contains six 
connected coils of Rugg all-purpose 
manila rope that is non-kink and 
water-proofed. Rope is packed in a 
shipping carton that unfolds to 
make a counter or table display con- 
taining six connected coils, each se- 
curely flanged. Ready-measured, 44 
in. rope, 75 feet. per coil; 3% in. 
rope, 50 ft. per coil, and 1% in. rope, 
50 ft. per coil. E. T. Rugg Co., Sisal 
St., North End, Newark, Ohio. 





Builders' Hardware Board 


_ Hall-Wessel display board, 9 x 14 
In., carries samples of the eight 
fastest selling specialties — sash 
fasteners, base door stops, floor 
stops, casement fasteners, bar lifts, 
hand rail brackets, hook sash lifts 
and coat and hat hook. Each item 
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NOTE TO 
DEALERS: 





This is the eighth of a new series of Sheffield Steel 
advertisements scheduled to appear in Farm 
Publications reaching nearly 4% million farmers. 


No Use Wrecking 





THERE IS NO BETTER FENCE MADE 


See for yourself how good Sheffield Fence is. 
When you visit your Sheffield Dealer, tell him 
your fence requirements so that he can be surer 
of providing you with extra value Sheffield 
Fence. It requires more steel to make Sheffield 
Fence—but it costs no more. 





{ SHEFFIELD Bolts and Nuts 
. Last Longer, Too! 





Since 1888 stronger bolts and 
nuts for every purpose have 
been made by Sheffield. Your 
neighborhood dealer has them 
in the new handy dispenser box. 












Your Snout Pal! 
1713 ANEW 


SHEFFIELD 


FENCE 





here’s a Poland-China hog that 
knows what he’s talking about. Appar- 
ently, he has run into Sheffield Fence 
before. It is also apparent that the 
farmer who put up this fence knew what 
he was doing, because he knows that 
Sheffield Fence has the extra strength 
to last longer and to keep his livestock 
in the right field. 


Ask your neighborhood Sheffield Dealer 
to show you these construction features 
that make Sheffield Fence stand up 
longer—under hardest wear and weather. 


.. Special Analysis steel for Sheffield 
Fence made by Sheffield steel makers. 


2. Quality Control at the Sheffield Steel 
plants from furnace to finished fence. 


, Extra wrap on Top and Bottom Strands 
to add strength where strain is greatest. 


4. Longer, tightly wrapped hinge joint 
knots on the line wire to give it back- 
bone. 


Heavy Uniform coat of zinc perfectly 
bonded to steel wire for longer life. 


SHEFFIELD STEEL 


CORPORATION 
HOUSTON KANSAS CITY TULSA 


DISTRICT SALES OFFICES: Chicago, III; Se. 
Louis, Mo.; Des Moines la.; Omaha, Nebr.; Wich- 
ita, Kans.; Denver, Colo.; Oklahoma City, Okla.; 
Dallas, Tex.; San Antonio, Tex.; Lubbock, Tex.; 
El! Paso, Tex.; New Orleans, La.; Shreveport, La. 
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: 'TOP QUALITY means 


| More Sales for YOU... 


1. The line is complete in popular 
types and sizes. 

- Once you sell a customer he 

stays with you. 





. Chicago Saws are tough and 
durable. 
Proved dependability since 1921. 
. The complete line precision heat 
treated. 





ERE is saw quality that makes possible 
earnings from any territory. 
Chicago Saws have, through the years, earned | 
a reputation for ability, long life and economy 
that can prove valuable to you now, in your 
etforts to build better business. Now is the 

® time to find out about Chicago Saws and let 
Write for full de- them go to work for you. 
tails. Bulletin No. You'll find this organization fully cooperative 


aor Pan ond Ba and the line will back you up all the way. 


ticulars. Ask for a 


wail CHICAGO SAW WORKS 


5040 S. Wentworth Ave. Chicago 9, Illinois 


se wht w WN 


. All are evenly balanced and Satter 
accurately fitted. 

7. Keen cutting edges. 

8. Each saw checked for proper 

tension. 












W DESIGN! 





P. WALL 


PistoG zip 
BLOW TORCH 













First radical change/in blow torch | 
design in 30 years ready NOW at 
NO EXTRA COST! 





RE SALES FOR YOU! PistoGrip Blow Torch /is easier to 
si because it's easier to handle. Light-weight composition handle 
with finger grip indentations revolutionizes present désign. Availa- 
ble for wht oe delivery in all popular-priced models at NO 
EXTRA COST! Why sell obsolete models? Be the figt to show the 
new P. Wall PistoGrip! 


SHOWN: Model 330 $ Superior with the new EF; toGrip handle 
WRITE TODAY FOR THE NEW P. WALL:ZATALOG 


P. WALL MFG. CO. 


215 Erie Street Grove City, Pa. 








Superior 
” PRODUCTS 
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TO HELP YOU SELL 


is shown in brass and chromium 
finish. Panel free with orders with 
the assortment No. 1001. Package 
of each item is furnished in brass 








with the 
Philadel- 


and chromium finish 
board. Hall-Wessel Co., 
phia 21, Pa. 


Hardware Catalog 


Hardware catalog of 106 pages 
containing thousands of new and 
staple items in the hardware field. 
Copy available upon request. Belf 
& Lustig, 145 Chambers St., New 
York City, 7 





How It Works Comic 

A comic book teacher explaining 
atomic energy, jet propulsion, and 
other new scientific developments. 
Done in the Buck Rogers cartoor 
style, the book was prepared by 
Westinghouse for use as a teaching 
aid by science and social science 
classes. Each of seven subject di- 
visions includes questions and 
plans for building simple equip- 
ment to illustrate scientific prin- 
ciples. Westinghouse Electric 
Corp., Pittsburgh, Pa. 





Rural Dealer Sales Plan 


A sales plan built about proper 
display and demonstration of a se- 
lected group of the most needed, 
most called for electrical products 
for farms. Merchandising display 
for actual demonstrations has a 
display board 60 in. long by 32 in. 
deep by 36 in. high. Also a built-in 
prony brake to show simple devices 
that protect motors against over- 
loading; power outlet and built-in 
pushbuttons to operate yardlights 
and heatlamps. With the display 
board are: Farm Catalog, booklets, 
mats, point of purchase displays 
and meeting promotion material. 
Westinghouse Electric Corp., P.O. 
Box 2099 Pittsburgh, Pa. 

(Resume reading on page 14) 
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easy-to-read dial. Retails at $4.95. 





oe 


@cocepoces@e* * 


fe) 


© OB ee eeGes eee es 








© @ efeeGee se Ge 


oO 





HARDWARE AGE, JANUARY 11, 1951 


TELECHRON ANNOUNCES 


Each backed by individual full-color pages 


Dainty alarm clock with a “new look.” Modern-style 
ivory color case. Convex, shatterproof crystal—clear, 


SMASHING ADVERTISING CAMPAIGN BREAKS BIG NEWS. Big, 4-color standout pages in 
Life and The Saturday Evening Post in March and April launch these new models — and 4-color 
pages back the entire Telechron line throughout the year. 

THE BEAUTY OF IT— TELECHRON electric clocks CAN’T RUN WRONG — because they are 
pulsed by an electric current and synchronized with the local power plant. That’s the important 
memorable story your customers are reading about — week after week. 

FREE: Full-color, full-line catalog. Also broadside with details of 5 opportunities for 1st quarter 
selling in 51. FREE: Sales training book, “How to Clock Up Extra Sales.” PAYS FOR ITSELF: 
De luxe display, highly successful “Timetable,” on self-liquidating offer. 





NEW ELECTRIC CLOCKS 


in LIFE, THE SATURDAY EVENING POST 
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VEW “JUBILEE” *4°" 


Kitchen beauty that gives you something to shout 





about. Sure to ring up extra sales in 1951. High 





style, low price. Designed to color keynote kitchens 

—send sales soaring! Wide-angle crystal. Red, yellow, 
; 

ivory, white. 
















Telechron is a trademark of Telechron Inc., Ashland, Mass., a General Electric Affiliate. 
* Prices plus tax. Prices and specifications subject to change. 














How to keep 
a good man 


Team him up with the 
new “TOM THUMB’ 
portable threader! 


No question about it—the new No. 582 
"TOM THUMB" is a pleasure to operate. 
The high quality of threads and the 
speed of getting them with almost no 
physical effort on this super-modern 
machine keeps a good mechanic happy- 
What's more, the increased efficiency 
and low cost of pipe threading wanes 
a profitable investment for you! 


It takes illustrated BULLETIN NO. 582 
(copy on request) to tell you WHY 
this new "TOM THUMB" is the "king of the 
portables”. But note these few samples: 


“Auto-Grip” front chuck. EXCLUSIVE 
Oster feature. Eliminates bars and T 
wrenches. Automatically grips ANY kind 
of pipe. The TOUGHER the pull — the 
TIGHTER the grip. Makes chucking pipe 
as easy as |-2-3. 

Spindle, shafts and worm in headstock 
are ALL mounted in BALL BEARINGS. 
This assures a smooth, frictionless, 
powerful drive—ideal for pipe machines. 
Many other features. 


Better write for that BULLETIN NO. 582 
right now. The new No. 582 is a top- 


notch business investment! 


THE OSTER MFG. COMPANY 


2028 East 61st Street © Cleveland 3, Ohio 





FIRST WITH THE BEST 
IN THREADING MACHINES 
SINCE 1893 
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shington 
NEWS and Views 
Reports on Events Affecting 


The Hardware Business 


(Continued from page 10) 


parts, but excludes decorative and 
ornamental uses. 

Manufacturers are permitted to 
complete and sell affected items if 
they were in process of manufac- 
ture on or before March 1 and are 
completed not later than April 30. 


OUTLOOK—Exceptions to this 
order will be made, but the long- 
range view is a further tightening 
until a controlled materials plan is 
set up. CMP will not ease the sup- 
ply situation, but will provide more 
equitable distribution. 


Cobalt Under Allocation; 
Cadmium Use Restricted 


New steps have been taken to 
conserve for defense purposes short 
supplies of both cadmium and co- 
balt both of which are used to man- 
ufacture many items pertinent to 
the hardware trade. 

In the case of cobalt (M-10 
amended), it has been placed under 
strict allocation, various uses have 
been prohibited, and an inventory 
ceiling of 30 days’ supplies has been 
set. 

Every purchase of more than 25 
Ib. must have NPA approval and 
no more than 50 Ib. may be used 
during any quarter except in filling 
defense orders or on an NPA di- 
rective. Use for paint and varnish 
driers and certain kinds of safety 
and optical glass is exempted. 

As for cadmium, a list of prod- 
ucts has been issued (M-19) for 
which cadmium may be used either 
as a component or a plating com- 
pound. Use for any product or pur- 
pose not listed is specifically for- 
bidden and inventories are also held 
to a 30-day supply. 

Permitted cadmium uses include 
types of luminous paint, silver braz- 
ing alloys, copper base alloys, parts 
inside electronic tubes, welding 
electrodes, electrical fuses, shunt 
wire leads for motors, generators, 
etc. Cadmium plating is permitted 
largely for defense type items ex- 
cept for special types of electrical 
items. 


OUTLOOK: While both orders 
will hit many types of production 
equally hard, television will be the 
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hardest hit of single industries. 


Color is probably out of the window 


for the duration. Plans for in- 
creased Canadian cobalt production 
will not help much since current 


output of that country is now about 


625,000 lb. 


New Tax Laws Hit Hard 
At All Retailing Trades 


As far as the new Congress is 
concerned, the retail hardware. 
trade as well as the producing in- 
dustries will be affected more by 
new tax laws than by any other 
single legislative proposal. 

This is true because the govern- 
ment’s far-reaching control machin- 
ery is already in place, as far as. 
Congress is concerned. Much of this 
machinery has not yet begun to. 
move (price and wage controls, for 
example), but controls over mate- 
rials and commodities are showing 
signs of being in full operation be- 
fore many more weeks have passed. 

The excess profits bill signed into. 
law by President Truman last week 
means that turned over to the Trea- 
sury Department will be an addi- 
tional $3.3 billion during calendar 
1951. The excess-profits sections of 
the new law make this tax retroac- 
tive to July 1, but the sections deal- 
ing with increases in regular cor- 
porate tax rates are effective Jan. 
1 of this year. Briefly, the new law 
raises the basic income tax rate for 
corporations earning over $25,000 
from 45 pct to 47 pct. Together 
with the excess-profits levy, this. 
will mean a levy of 77 pct on excess 
earnings. But the total in taxes 
collected from any one firm is lim- 
ited to 62 pct. “Excess profits” are 
defined as all earnings over 85 pct 
of a corporation’s average profits 
in the three “best years” from 1946 
through 1949. 


OUTLOOK: But all this is only 
the beginning, as far as new taxes 
are concerned. The White House is 
expected to send to Capitol Hill 
shortly its request for new and 
higher rates on personal incomes at 
well as business incomes. The exact 
amount to be asked still was not 
known at press time, but White 
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TAYLOR LOCK CO. 


LonPHILADELPHIA 32, PENNSYLVANIA 


































































TAYLOR'S 
ASSORTMENT 


NO. 422 


Here's a sales unit that is right up front 
in sales performance: inviting ALL your 
customers to “Give Your Home New 
Beauty." A colorful display that serves 
as salesman and inventory . . . bound to 
get extra profit out of your store traffic. 
The assortment includes— 


No. 410—BRASS PLATED—2 PAIR 
No. 400—FLUTED GLASS—3 PAIR 
No. 402P—SOL/ID BRASS—1 PAIR 


FOR SAFETY'S SAKE ALWAYS SAY TAYLOR FOR NIGHT LATCHES, INSIDE 
LOCK SETS, KEY BLANKS, REPLACEMENT PARTS AND BUILDERS’ HARD- 
WARE. DISTRIBUTED EXCLUSIVELY THROUGH YOUR HARDWARE WHOLESALER 


, 
, 
DOOR KNOB | 
, 
, 
, 
, 
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BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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Your solder sales go up when you stock na- 
tionally advertised Federated Gardiner brand 
Acid Core Solder. Listed by Underwriters’ 
Laboratories, Inc. 


Packaged in colorful blue cartons on metal 
spools. Tin-lead analysis prominently dis- 
played on outside of box. Available in all 


commercial sizes and compositions. 


Sedu WM 
QDwion 


AMERICAN SMELTING AND REFINING COMPANY 





WHITING, INDIANA (CHICAGO) 














The Walworth Genuine Stillson is here — 
stronger, tougher than ever before ...a 
wrench that is known everywhere as the 
one with the “TEETH THAT KEEP 
THEIR BITE.” 

You can’t compromise with quality — 
quality sells ... and sells ... and sells — 
and for 80 years Walworth Genuine Stillson 
wrenches have had the quality that sells 
easily ... stays sold... builds profits and 
reputation for you ... and now has the 
further advantage of a lower price. 

But, now, the Genuine Stillson is better 
than ever. It has been modernized through 
the use of the best obtainable steels, and 
a new heat-treating process ... plus a spe- 
cial electroplated zinc coating that resists 
rust and corrosion. 

With the ever-growing demand, you can 
keep a good grip on sales by carrying an 
adequate stock of the popular sizes of the 
Genuine Stillson wrench. 

Genuine Stillsons are available in a com- 
plete range of sizes from 6” to 48”. Place 
your order through your recognized jobber. 


WALWORTH 


Standard 
of Quality 
Since 


1869 


valves... fittings ... pipe wrenches 


60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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| House reports were that it would be 
“substantial,” and “designed to im- 
press every citizen” with the seri- 
ousness of the nation’s all-out mo- 
| bilization fight. 


NPA Asks Business To 
Re-Use Containers 


Industry and business has been 
asked by the National Production 
Authority to make every effort to 
salvage and reuse all types of pack- 
aging materials, particularly with 
respect to fiberboard. Other steps 
urged by NPA included a voluntary 
limitation of inventories of such 
materials and redesigning of con- 
| tainers to make sure that material 
| is not being wasted. 

The recommendations are made 
in a new quarterly report on con- 
i'tainers and packaging issued 
through the agency by the Com- 
merce Department. The report also 
covers methods of proper packaging 
as well as ways of salvaging waste. 








| 


Non-Defense Tin Use 
Cut; Inventory Limited 


In an amended order superseding 
the original tin order, M-8, the Na- 
| tional Production Authority has 
| ordered a cutback in non-defense 
use of tin during February and 
| March to 80 pct of the rate of the 
| base period, the first half of 195C. 
| In order to ease the impact, Janu- 
ary use is permitted at 100 pct of 
| the base period rate. 
At the same time, inventories of 
| all users of pig tin and tin alloys, 
except tinplate manufacturers, are 
restricted to a 60-day or practical 
| working level, whichever is less. 
| Tinplate manufacturers are permit- 
| ted up to 120-day inventories. 
Tin for maintenance, repair and 
| operating supplies is permitted at 
| 100 pet of the base period rate but 
| any use of pig tin is specifically for- 
bidden if secondary tin can be used. 
Scrap dealers are forbidden to add 
| more to their inventories than they 
| have disposed of during the pre- 
| ceding 60 days. 
| The order was issued after con- 
| ferences with leaders of tin-using 
| industries. Manufacturers of tin 
| products pledged cooperation in a 
| tin-saving program. 
At the same time they urged that 
the government step-up its efforts 
| to obtain a bigger percentage of the 
| world supply. Indications are that 
| the supply now in sight for 1951 will 
| not equal consumption during 1950. 
(Resume reading on page 11) 
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WROUGHT STEEL CLAMPS 


The name of Judd on a clamp is your 
assurance of the ultimate in clamp 





value. Your customers know it... 
have for generations. They’re 
household pets in all sizes. The 
business parts of Judd clamps 
are all flame red wrought 
steel. They stand the gaff. 
Bars and screws of pol- 
ished steel to doll them 
up. Carry plenty of 
Judd clamps in stock, 
Just a suggestion ... 
Judd clamps make 
_», agood promotion 
0) item... and 
they display 
well. 


H. L. JUDD COMPANY 


CONN. 


WALLINGFORD ° 


87 CHAMBERS STREET, NEW YORK 7 
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BOKER PLIERS 


—as finely made as 
BOKER (@) Cutlery @ 


The “BOKER?” trademark stamped 
in pliers is a guarantee of quality 
workmanship and performance. 


And here’s why! 


FIRST, they’re made of special anal- 
ysis, chrome vanadium steel: 


Plus ( +) 


Load testing: Diamond testing: 
Scientific heat treating: accurate 








machining from the time the steel 
is forged until final polishing: 


RESULT: 
Pliers that can “take it.” 


In short they’re the kind of pliers 
your customers will “go for.” 


NEW! QUICK TURNOVER! 
BOKER PLIER DISPLAY No. 300 
Low inventory, % doz. each of 8 dif- 
ferent pliers. Popular styles. FREE pilfer- 
proof Display Panel. Each plier packed 
individually. Ask your jobber, 


H. BOKER & CO., INC. 


Quality for over a Century 


101 Duane Street New York 7,N. Y. 
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NPA Curbs Consumer 
Stocking; Lays Basis 
For New CMP Plan 


Top news this past week was 
NPA’s new anti-hoarding regula- 
tion which makes it illegal to ac- 
cumulate excessive inventories of 
55 items presently listed in the 
order. It so closely follows the 
earlier NPA inventory control 
measure, adding only a few new 
items, that it has little that is sig- 
nificantly new for business men. 

However, indicative of govern- 
ment thinking is the fact that it 
now has also become illegal for 
consumers to hoard. Though the 
items listed are not ordinarily ac- 
quired by the consuming public, 
the list can at some future date 
be expanded to include all sorts 
of goods in short supply and the 
government could then take spe- 
cific action against hoarders, black 
marketing and speculation by 
“fiy-by-night” dealers. 

Meanwhile, a centralized control 
plan for industry comes closer to 
realization with the appointment 
of a staff assistant within NPA to 
direct a Production Controls Staff 
Organization. Thus an intensified 
defense production program will, 
in the near future, bring with it 
some sort of a Controlled Mate- 
rials Plan as was used in World 
War II. 

On the price front, the Fair 
Standards for rolling prices back 
to Dec. 1 levels has brought much 
confusion and even a flurry of 
price increases. Most Washington 
observers feel that the call for a 
voluntary roll-back was largely a 
psychological weapon used to con- 
dition business men for the time, 
soon to come, when selective, di- 
rect controls will be imposed. 


NPA Bars Hoarding 
Of 55 Vital Items 


In a new inventory control reg- 
ulation, identified as Notice 1, 


NPA has paralleled to a great ex- 
tent its inventory control order, 
Regulation 1, by banning the ex- 
cessive accumulation of 55 items 
deemed vital to defense and ci- 
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vilian production. The new order, 
which also applies to the consum- 
ing public, sets no definite limits 
on inventories. 

It merely bans the accumulation 
of specific materials in excess of 
“the resonable demands of busi- 
ness, personal or home consump- 
tion,” or “for the purpose of re- 
sale at prices in excess of pre- 
vailing market prices of materials, 
the supply of which would be 
threatened by such accumula- 
tion.” 

The materials include under 
building materials: cast iron soil 
pipe and pressure pipe, gypsum 
board, lath and sheathing, insula- 
tion material made of pulp, in- 
sulation board containing paper, 
and Portland cement. Also in- 
cluded are certain lumber and 
paper products; certain chem- 
icals; hog bristles and certain 
iron and steel products and other 
metals and minerals. 


Men you shoald know in Washington 


Habbersett Heads NPA 
Builders Hardware Unit 


The appointment of William C. 
Habbersett as Chief, Builders 
Hardware Section, Building Mate- 
rials Division, NPA, has been for- 
mally announced. Mr. Habber- 
sett’s office is at 810 E St. N. W., 
Washington 25. Telephone, Ster- 
ling 9200; Extension 4647. 


How to Prepare For 
Defense Business 


Some helpful suggestions for 
conducting a business under the 
stress of an intensified defense 
program have been made by Dan 
J. Coughlin, director of sales, Wil- 
cox, Crittenden & Co., Inc., Mid- 
dletown, Conn., in a letter to the 
trade. Those recommendations, 
published, in part, by permission 
of the company, advises the hard- 

(Continued on page 170) 





C. E. Wilson, Defense Mobilization Chairman 


Charles E. 
Wilson as 
head of the 
Office of De- @ 
fense Mobili- * 
zation will @ 
have authority % 
over all mobi- | 
lization activi- § 
ties, including 
but not limited 
to production, 
procurement, 
manpower, sta- 
bilization and 
transport ac- 
tivities. In this 
capacity, Mr. 
Wilson will 
have greater powers than those 
held by the War Production Board 
of which he was vice-chairman 
during World War II. Also, pos- 
sessing greater power than any 
official except only the president, 
Mr. Wilson replaces National Se- 
curity Resources Board Chairman, 


Cc. E. WILSON 





W. Stuart Symington, as the key 
mobilization figure. 

Mr. Wilson resigned his position 
as president of the General Elec- 
tric Co. and has also severed all 
connections with corporate and 
banking institutions. He resigns 
also as chairman of the board of 
the General Electric Supply Corp. 
and as a member of the board of 
directors of the International 
General Electric Co. and the Guar- 
anty Trust Co. 

He had completed 51 years of 
continuous service with the Gen- 
eral Electric Co. in November. 
Starting as a messenger boy with 
the Sprague Electric Co. in 1899, 
later to become a part of General 
Electric, he rose to the presidency 
of the company in 1939. 

Mr. Wilson served as vice-chair- 
man of the War Production Board 


in Washington from 1942 until 
1943 and then was named execu- | 


tive vice-chairman. 





HARDWARE AGE, JANUARY 11, 1951 









ee 


Si 


ent st 
steel r 
on ave 
ing fir 
(10/26 
Freigh 
(11/18 
Great 

Suppl. 
for C: 
gram. 

duction 
ucts, f 
specifie 
schedul 
by NP. 
vises le 
dling 
product 
for filli 


M-s 
ber. L 
which 1 
of cert: 
and m 
rubber 
vento 
(12/11, 
ber con: 
and Fel 
ber leve 


M-3 
purchas 
steel ex: 


M-4 


types of 


ent alun 
for whi 
DO’s bi: 
shipmen 
1950. (§ 


warehou: 
of each 
average 
the first 
DO orde 
to accey 
evises 





HARDW 








Orders 


s NPA 
‘e Unit 


‘illiam C. 
Builders 
ng Mate- 
been for- 
Habber- 
t. N. W., 
ne, Ster- 


-or 


tions for 
inder the 
| defense 
e by Dan 
ales, Wil- 
ine., Mid- 
er to the 
sndations, 
ermission 
the hard- 
70) 


s the key 


's position 
eral Elec- 
avered all 
yrate and 
fe resigns 
_ board of 
oply Corp. 
. board of 
ernational 
the Guar- 


years of 

the Gen- 
November. 
- boy with 
>». in 1899, 
»f General 
presidency 


vice-chair- 
tion Board 
1942 until 
ned execu- 


Y 11, 1951 











——— HARDWARE AGE 





M (10/12/50): Designates 
-1 percentage of 31 differ- 
ent steel products for which a 
steel mill must accept DO’s based 
on average monthly shipments dur- 
ing first 8 months of 1905. Suppl. 1 
(10/26/50): Allocates steel for 
Freight Car Program. Suppl. 2 
(11/15/50): Allocates steel for 
Great Lakes Vessels Program. 
Suppl. 8 (12/15/50) : Allocates steel 
for Canadian Freight Car Pro- 
gram. Amend.1 (10/26/50): Pro- 
duction and delivery of steel prod- 
ucts, for stated purposes and over 
specified periods of time, when 
scheduled programs are approved 
by NPA. Amend. 2 (12/1/50) : Re- 
vises lead time provisions for han- 
dling of defense orders by steel 
products and percentage of output 
for filling rated orders. 


M (11/1/50) : Covers nat- 
-9 ural and synthetic rub- 
ber. Limits quantity of former 
which may be used in manufacture 
of certain sizes of auto, industrial 
and motor-cycle tires and other 
rubber products. Establishes. in- 
ventory limitations. Amend.1 
(12/11/50): Reduces natural rub- 
ber consumption 28 pct in January 
and February, 1950, from Novem- 


ber level. 

M (10/19/50) : Limits pro- 
-3 duction, sale, delivery or 

purchase of Columbium bearing 

steel except on DO rated orders. 


M (10/27/50): Regulates 
-4 construction of certain 
types of buildings. 


M (10/27/50) : Designates 
“5 percentage of 23 differ- 
ent aluminum forms and products 
for which a producer must accept 
DO’s based on average monthly 
shipments during first 8 months of 
1950. (See also M-7). 


M- (11/8/50): Requires 
“6 steel producers to allot 
warehouse distributors percentages 
of each steel product, based on 
average monthly shipments during 
the first 9 months of 1950. Limits 


| DO orders warehouses are required 
| to accept. 
4 Revises lead time provisions for 


Amend.1 (12/1/50): 
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handling defense orders by steel 
warehouse and percentages of prod- 
uct each warehouse is required to 
divert for filling rated orders. 
Amend.2 (12/15/50): Requires 
mills to allocate monthly’ to 
Canadian distributors, proportion- 
ate percentages of each steel prod- 
uct, based on average monthly ship- 
ments during the first 9 months of 


1950. 
M (11/13/50) : Limits non- 
-7 defense use of 24 prod- 
ucts of aluminum during each 
calendar quarter of 1951, to 65 pct 
of the average quarterly use dur- 
ing the first half of 1950. Alu- 
minum for maintenance, repair, 
and operating supplies may equal 
consumption for such purposes dur- 
ing the base period. Establishes in- 
ventory limitations. Specifies cer- 
tain exemptions. Directive 1 
(11/28/50): Allowed average 
monthly use of aluminum, during 
October and November, to be used 
for December, instead of the base 
period quantity specified. Amend. 1 
(12/1/50): permits January usage 
of aluminum at 80 pct of the base 
period, and February usage at 75 
pet. Directive 2 (12/16/50): Pro- 
vides for adjustment to the alu- 
minum order’s original provisions 
covering the base period. Directive 
8 (12/27/50): Allows makers of 
strictly functional or moving parts 
to use during March 75 pct in- 
stead of 65 pct of the aluminum 
used for that purpose during the 
base period. (See also M-5). 


M 8 (11/13/50): Limits in- 


ventories of tin alloys 
and other materials containing tin. 
Amend. 1 (12/18/50): Restricts 
non-defense use of tin during 
February and March to 80 pct of 
the first half of 1950. January 
use permitted at 100 pct of base 


period. 

(11/16/50): Designates 
M-9 percentage of 10 forms 
and products of zinc for which a 
producer or fabricator is required 
to accept DO’s based on average 
monthly shipments during the first 
8 months of 1950. (See also M-15). 


(Continued on page 202) 
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the NEW 
ALASKA 


NORTH STAR 
7 1951 





GREATEST freezer value in 
Alaska history. Increase your 
volume in 1951 with this lower 
priced, quality freezer. 


LOOK 
at these features: 
Streamlined beauty . . . Multi- 
action for fast, smooth freezing 
. Dasher and can cover are 
of grey iron, tin plated . . . Main 
gear frame, gears and tub hard- 
ware are of grey iron, cadmium 
plated for durability . . . Quality 
construction throughout—for last- 

ing service. 


eof _— 
RS GEAR FRAME 
em INCLOSED 


a 





Household Sizes: 2 to 8 Ots. 


The ALASKA 


FREEZER CO., INC. 
WINCHENDON, MASS. 


Mfrs. of complete line of Hand 
and Motor Driven Freezers 
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SELL FASO FANS 
FOR PROFITS IN ’51 


FASCO Fans and Ventilators mean business . . . 
selling FASCO features bring repeat orders. FASCO quality performance 
builds solid customer satisfaction. FASCO products do the job better... 
. at a bigger profit to youl 


for less money . . 


FASCO Portable 
Casement Window Ventilators 


A brand-new home appliance for that 
huge market of existing homes. It's 
automatic! A pull of the chain 
operates the motor and sealtight door 
simultaneously. Plugs in; no installa- 
tion costs. Fits all steel casement or 
wood sash windows. It's full-powered 
—and portable, too. 





FASCO Oscillators 


Good styling, handsome finish, quiet 
power and proved performance over 
the years, mean ready sales and happy 
customers. A complete line—seven 
big-value models in 10”, 12”, 16” 
blade sizes. Pedestal Models in 16” 
and 20” sizes. 


FASCO %” Electric Drill Kit 


The quality drill that fits the hand... 
twin reduction gears, Jacobs geared 
chuck. Packed with power . . . with 
accessories for a hundred jobs. 


WRITE for literature and prices today. 


ee. 


& 






* 








FASCO Lo-Level Floor Fans 


They sit on the floor, give a breeze 
that cools—but won't blow a draft. 
Circulate all the air in a room—with- 
out even rippling the papers on a desk. 
FASCO'S exclusive solid base keeps 
floor dust out of the breeze. Available 
in three models. 





SEE the Housewares Show, Booth 229-231. 


FORMERLY F. A. SMITH MFG. 


j AAS LO \ndustries, Inc. 
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ROCHESTER 2, N.Y. 


good business! Fast- 














(Continued from page 168) 
ware trade as follows: 

“Select one of your key person- 
nel to become fully familiar with 
current restrictions, so he can 
more easily follow each additional 
control as it becomes effective, and 
can be completely posted in the 
event of a formal full-control pro- 
gram. 

“He should be the duly re- 
sponsible representative who can 
pass on Defense Order Certificates 
to your suppliers. DO’s—certified 
under NPA Regulation 2 are sim- 
ple to pass on, but should be 
signed by a responsible represen- 
tative of the concern. 

“He should be responsible for 
seeing that every possible DO rat- 
ing is given you, whether the mer- 
chandise comes direct from a man- 
ufacturer, or out of your inven- 
tory. All DO’s received by you 
on shipments out of your stock 
can be passed on to your supplier 
to replace that inventory. 

“He should develop through ex- 
perience, the plant conditions ex- 
isting with your suppliers so he 
can pass sound information on to 
your customers concerning ap- 
proximate delivery dates. 

“He should keep a check on 
floor personnel to see that they 
ask for ratings on pick-up deliv- 
eries. Many concerns will not sub- 
mit DO’s if they can secure mate- 
rial without them. Yet, you and 
your suppliers must accumulate 
DO’s. 

“He should act as the responsi- 
ble representative to secure DO’s 
on telephone orders. On rated or- 
ders requiring shipment within 7 
days, the substance of the certifi- 
cation (DO-certified under NPA 
Regulation 2) may be stated ver- 
bally or by telephone, subject to 
the following: Person making 
statement for the buyer must be 
duly authorized to make the cer- 
tification and both parties must 
promptly make a written record 
of the fact that the certification 
was given orally and the record 
must be signed by the buyer in 
the same way as a written cer- 
tification.” 


Imported Hog Bristle 
Distribution Limited 


NPA Order M-18, provides that 
no person may sell imported hog 
bristles except to a dealer, dresser 
of bristles or to a manufacturer 
of brushes or other products con- 
taining hog bristles. 
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NOW YOU CAN SELL 
I] STENMAN 


IMPORTED SWEDISH 


BUILDER’S HARDWARE 


> Prompt delivery from our warehouse stocks 
* Complete range of sizes, styles and finishes 


* Competitively priced with domestic lines 


Now you can sell a line of genuine imported Swedish 
Builder's Hardware at prices comparable with or lower 
than many domestic lines. They're made by the second 
largest manufacturer in the world—and what's more, you 
can get them now when you need them. All stondard U.S. 
Specifications and packaging. 







Ball bearing, regular, 
loose pin, ball or but- 
ton tips, broad and 
narrow, reversibles— 
in complete sizes and 
finishes. All are pro- 
duced with finest 
Swedish quality. 
















Wrought steel in light 
styles, bright steel finish, 
made of finest Swedish 
cold rolled steel. 















OTHER ITEMS INCLUDE: 


Barrel Bolts Corner Irons 
Hinge Hasps Corner Braces 
Sofety Hasps Handles (oe 
Shelf Brackets Window Bolts 


Spring Hinges 


Flat head, oval head, round 
head styles. Steel in bright and 
blued finish, brass in plain 
finish. Standard packaging. 










OTHER GENSCO SWEDISH PRODUCTS: 
WOOD and 





BUSHMAN BOW 
and PRUNING 


SAWS 
MORA HUNTING 
KNIVES 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 339, Illinois 
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I get a lot of satisfaction (and most 
of my business) from that fact . . 
my Customers trust me. 


“I can’t any more afford to offer poor quality merchan- 
dise than I can afford to sell below cost . .. I'd go broke 
if I tried it. 


“I used to think a paint brush was just something you 
used to slap on paint . . . that one brush was just about 
like any other one. But an old painter set me back on 
my heels. He showed me things about a paint brush 
that made me blink. 


“Today I’m still no expert on brushes . . . but I don’t 
have to be. I know I can recommend the right Super- 
kleen Brush for the job and know darned well the cus- 
tomer is getting a deal that will bring him (or her!) 
back for more. 


“I’m proud that my customers trust me, and I’m proud 
to handle products like Superkleen Brushes. Bristle or 
nylon, for lady dabbler or professional painter, there is 
no better merchandise in my opinion than the Super- 
kleen Brush line.” 


14,000 DEALERS 


have learned that Super- 
kleen Brushes can be sold 
without reservation. 
How about you? 















Devoe & 
Raynolds 
Company, 
Inc., 
Princeton, 
Indiana 
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3M’s and Carborundum Co. 
Have Abandoned Merger Plan 


The desire to avoid lengthy 
litigation was a_ principal 
factor in Minnesota Mining 
& Manufacturing Co.’s deci- 
sion to abandon plans at this 
time for merging with the 
Carborundum Co., W. L. Mc- 
Knight, MMM board chair- 
man, announced recently. 

The announcement followed 
recent passage of the Ke- 
fauver bill which broadens 
anti-trust laws pertaining to 
the acquisition of assets. 

Even though it is the opin- 
ion of your directors that the 
merger would have been in 
the interest of employees, 
stockholders and the public, 
they decided — in keeping 
with the policy of the com- 
pany to avoid major litiga- 
tion whenever possible — to 
abandon the merger, Mr. Mc- 
Knight said in a letter to 
MMM stockholders. 

The letter said the merger 
had been presented to the 
anti-trust division of the 
United States Department of 
Justice. 

A memorandum outlining 
MMM’s plan to acquire the 


assets and properties of 
Carborundum and citing the 
effects of the merger on com- 
petition was submitted to the 
anti-trust division. 

The Justice Department 
informed MMM it would not 
take action to test legality of 
the merger if the merger was 
carried out according to the 
plan outlined in the memo- 
randum. Since then, on Dec. 
13, Congress passed the Ke- 
fauver bill which, if it be- 
comes law, probably nullifies 
the letter received from the 
Department of Justice and 
provides a basis for litiga- 
tion at an early date. 

The merger would have 
strengthened the position of 
MMM in the abrasive indus- 
try by providing an assured 
source of raw materials, and 
would not have injured com- 
petition, according to R. R. 
Carlton, president. Because 
we cannot afford to have our 
MMM top executives preoc- 
cupied with lengthy legal ac- 
tion, we have decided to 
abandon the merger for the 
present, concluded Mr. Carl-, 
ton. 








KLEIN HEADS CALORIC 
DIRECTOR BOARD 


The board of directors of 
Caloric Stove Corp., Widener 
Bldg., Philadelphia, has an- 
nounced the election of new 
officers and directors. 

Nathan R. Klein, former 
president was elected chair- 
man of the board. Julius 
Klein, heretofore vice presi- 
dent and sales director, was 
elected president, and Meyer 
Klein, vice president. 

Other officers are: J. W. 
Roberts, vice president in 
charge of manufacturing, 
Harry W. Klein, treasurer 
and B. Spencer Baker, sec- 
retary. 

Julius Klein will continue 
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in the executive supervision 
of company sales in addition 
to his new management re- 
sponsibilities. 





SCHUELER JACOBUS’ 
VICE-PRESIDENT 


Henry A. Schueler has re- 
cently been named vice-presi- 
dent of A. G. Jacobus & 
Sons, Inc., Verona, N. J. Mr. 
Schueler will direct the pro- 
duction and the plant. He 
has been with Jacobus since 
1940. 


WEIDER LEAVES PRESTO 


The National Pressure 
Cooker Co., Eau Claire, Wis., 
has announced the resigna- 


tion of Eugene H. Weider, 
who has been sales represen- 
tative for the Presto pressure 
cooker line of utensils. 





WICKWIRE SPENCER CO. 
ADVANCES L. A. WATTS 


L. A. Watts’ appointment 
as assistant general sales 
manager of the Wickwire 
Spencer Steel Division of 
The Colorado Fuel & Iron 
Corp., 500 Fifth Ave., New 
York City, was announced. 

In 1938, Mr. Watts joined 
the then Wickwire Spencer 
Steel Co. as a chemist in the 
Buffalo plant. Since that 
date, he has held numerous 
positions, among them being 
foreman, assistant superin- 
tendent and metallurgist in 
the Buffalo Wire Mill. In 
1947, he was appointed man- 
ager of the General Wire 
sales department. In addi- 
tion in 1949, he was selected 
to head the newly opened 
Detroit district sales office as 
manager. He _ relinquished 
this managership in August 
of 1950. In the same year, 
he established and managed 
the pig iron and semi-finished 
sales department. 

Mr. Watts is being suc- 
ceeded by R. M. Wagner but 
will continue to supervise 


and direct the pig iron and 
sales 


semi-finished depart- 


ment. 





L. A. WATTS 


E. D. PECK HEADS BRUSH 
DIVISION PITTSBURGH 
PLATE GLASS 

E. D. Peck, general paint 
manager for Pittsburgh 
Plate Glass Co., 632 Du- 





E. D. PECK 


quesne Way, Pittsburgh 22, 
Pa., has been appointed gen- 
eral manager of the brush 
division. 

Mr. Peck has served as 
general paint manager since 
1989 and the new appoint- 
ment involves no change in 
his function as general paint 
manager. 

James H. Heroy, Jr., has 
been appointed assistant gen- 
eral manager of the brush 
division with headquarters at 
30 Rockefeller Plaza, New 
York City. 





WESTERN FISHING LINE 
DOUBLES PLANT AREA 


Western Fishing Line Co., 
makers of Western Hot- 
Stretch and Magi-Braid, have 
doubled the production ca- 
pacity with the addition of 
new buildings at the main 
plant in Glendale. 

The additions will permit 
the company to handle gov- 
ernment orders, and at the 
same time continue to take 
care of the demand for 
Western Hot-Stretch fishing 
line and Magi-Braid. 
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ment of the Wickwire Spen- 
cer Steel Division of The 
Colorado Fuel & Iron Corp., 
500 Fifth Ave., New York 
City, was announced. 

In 1931, Mr. Wagner join- 
ed the then Wickwire Spen- 
cer Steel Co.. He has served 


manager. 

He succeeds L. A. Watts 
who has assumed the posi- 
tion of assistant general 
sales manager of the Wick- 
wire Spencer Steel Division 
of The Colorado Fuel & Iron 
Corp. 








Norberg, General Metalware President— 
Niggeler, Vice President, General Manager 


At a meeting of the board 
of directors of General 
Metalware Co., Minneapolis, 
A. H. Norberg was elected 
president to succeed the late 
Max T. Bentzen. Mr. Nor- 
berg also is treasurer. 

Other officers elected are: 





Mr. Petersen’s affiliation 
dates back 31 years. 

Mr. Norling has been with 
General Metalware for 13 
years. In 1941 he was made 





Elmer W. Parker has re- 
cently been appointed gen- 
eral manager of the Wayne 
Hardware Co., Ince., Post 
Office Box 629, Fort Wayne 
1, Ind., wholesalers, succeed- 
ing Otto M. Woods, who has 
retired. 

Mr. Woods who held ‘the 
position for the past 10 years 
was granted a leave of ab- 
sence by the directors due to 
ill health. However he will 
continue as president of the 
firm and will act in an ad- 
visory capacity during the 
period of his leave of ab- 
sence. 

Mr. Parker also serves as 
treasurer and has been asso- 
ciated with the company for 
the past 27 years. Wayne 





ELMER W. PARKER 


and western Ohio. Other 
officers of the firm are Dean 














> J. F. Niggeler, executive vice Hardware covers northern F. Cutshall, vice-president 
. brush president and general man- Indiana, southern Michigan and Ray J. Bail, secretary. 
ager; Paul Petersen, secre- 
ved as tary, and E. T. Norling, vice d 
age Tae president. as cae in 1937 was named sales 
‘ a 7 manager. 
ge oe ee a. REFRIGERATOR In 1944 he became general 
al paint treasurer for many years. W. H. Laband, president of sales manager of Lowe Bros. 
Mr. Niggeler joined the General Air Conditioning In 1949 he was made execu- 
te thee oe a 20 a Corp., Los Angeles, has an- tive vice president general 
” a a Soe i nounced that his company manager of John Lucas & 
ge has been in general charge has appointed Janney-Sem- Co. Both Lowe and John 
2 ge of production of the Martin- ple-Hill, Minneapolis whole- Lucas are affiliates of the 
rters & ware lines. salers, to distribute the Gen- Sherwin Williams Paint Co. 
> oo eral line of refrigerators and 
, range-refrigerator combina- 
J. F. NIGGELER tions. 
. LINE assistant manager of the 
AREA company’s Portland branch, “alan tae 
: and last April was appointed ‘ ‘ 
ine Co., manager of western sales. Leslie L. Anderson, Phila- 
n Hot- With the retirement of Fred delphia, has accepted the 
id, have Sandoz Jan. 1, Mr. Norling position of general sales man- 
jon ca- will have complete charge of @ger, of Minnesota Paints 
ition of the Portland branch. Inc., Minneapolis. 
ie main Following election of new Mr. Anderson was form- 
officers, Mr. Norberg an- erly vice president general 
permit nounced the appointment of manager of the John Lucas 
lle gov- Robert Roscher as sales man- & Co., Philadelphia. 
at the ager. He has been with the In 1921 Mr. Anderson 
to take firm since 1935 and in recent joined Lowe Bros., Dayton, 
nd for years has had increasing re- Ohio, as sales representative. 
_ fishing sponsibility in the sales de- He held several responsible 
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positions with this firm and 


LESLIE L. ANDERSON 
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HOWARD E. MALONEY 


MALONEY DIRECTS SALES 
ROEBLING ELECTRICAL 
WIRE DIVISION 


Stuart E. Yeaton, general 
product manager, electrical 
wire division of John A. Roe- 
bling’s Sons Co., Trenton, 
N. J., has announced the ap- 
pointment of three new sales 
executives. 

Howard E. Maloney was 
made manager of sales. He 
has been associated with the 
Roebling Co. for the past 
nine years, starting as a 
salesman in the Seattle dis- 
trict office, In 1949 he trans- 
ferred to the division’s main 
sales office in Trenton as as- 
sistant manager, the position 
he held until his recent ap- 
pointment. 

Frank T. Craven, a mem- 
ber of the electrical staff 
since 1936, was appointed 
assistant manager of sales. 
He was first employed as a 
salesman in the Philadelphia 
district office. For the past 
four years he has been in 
charge of sales of coils, mag- 
net wire, and bare and 
weatherproof products. 


Roy H. Hainsworth became 





FRANK T. CRAVEN 
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ROY H. HAINSWORTH 


eastern regional manager, 
with headquarters in Tren- 
ton. He joined the Roebling 
sales force in 1947, and has 
served in both the Denver 
and Chicago districts. 





FRED FARWELL JOINS 
JOHNSON & SON, INC. 


Fred M. Farwell has been 
named executive vice presi- 
dent of S. C. Johnson & Son, 
Inc., Racine, Wis. 

Mr. Farwell has resigned 
as vice president of Interna- 
tional Business Machines 
World Trade Corp., with 
which he was associated in 
Rio de Janeiro, Brazil. He 
started his career with IBM 
as a student salesman, mov- 
ing up through the ranks to 
the post of sales manager of 
the electric accounting divi- 
sion in 1935. 

During the war he was 
special staff assistant of the 
Ordnance Branch of the 
Office of Production Man- 
agement and later was vice 
president and general man- 
ager of the Munitions Mfg. 
Co., Poughkeepsie, N. Y. He 
served in the United States 
Army in 1941 and again from 
1943 to 1945, leaving the ser- 
vice with the rank of major. 
He joined the IBM in Wash- 
ington in 1946, leaving that 
post to become vice president 
of the IBM World Trade 
Corp. in January of 1950. 

The appointment of Ham- 
ilton Croft, acting general 
manager of the Johnson com- 
pany, to head the company’s 
newly created international 
division with the title of in- 
ternational vice president, 
has been announced. Mr. 
Croft will relinquish his pres- 
ent duties with the company 
but will retain his position as 
managing director of the S. 
C. Johnson & Son, Ltd., 
Brantford, Canada. 


Mr. Croft has been a 
member of the Johnson or- 
ganization for 30 years. In 
1949 he served as acting gen- 
eral manager of the com- 
pany’s subsidiary in West 
Drayton, England. He will 
make his headquarters in 
Brantford. 





HARDY NEW PRESIDENT 
RYERSON STEEL 


Joseph T. Ryerson & Son, 
Inc., 2558 W. 16th St., Chi- 
cago, has announced that 
Charles L. Hardy had been 
elected president succeeding 
Everett D. Graff who will be- 
come chariman of the execu- 
tive committee as of the same 
date. Thomas Z, Hayward 
was elected vice president in 
charge of sales. Both Messrs. 
Hardy and Hayward were 
elected as _ directors and 
members of the executive 
committee. 

Mr. Hardy, formerly assis- 
tant to the president, joined 
the Ryerson Boston plant or- 
ganization in 1927, serving in 
plant operations and sales 
for 18 years. In 1945 he was 
made manager of the Ryer- 
son Philadelphia plant and 
in 1949 moved to the general 





CHARLES L. HARDY 


offices in Chicago as assistant 
vice president in procure- 
ment, later becoming assis- 
tant to the president in 
which capacity he served as 
an executive in both procure- 
ment and sales. 

Mr. Hayward was formerly 
general manager of sales for 
the group of 13 Ryerson steel 
service plants. He has spent 
his entire business life with 
Ryerson, joining the firm in 
1917. Most all of his 33 years 
with the company have been 
spent in the sales depart- 
ment, including a number of 
executive assignments. 





Cc. D. DUBOIS 


DUBOIS DIRECTS THOR 
MIDWESTERN SALES 


Thor Corp., Chicago, IIl., 
has announced the creation 
of a new midwestern sales 
division with headquarters at 
Kansas City, Mo. 

Announced also was the 
appointment of C. D. DuBois, 
as sales manager of the new 
division. He has been sales 
manager of Thor’s special 
accounts division for the last 
four years. 

Establishment of a new di- 
vision marks a major change 
in Thor’s national distribu- 
tion setup, which for the last 
14 years has been built 
around four divisions—east- 


ern, central, southern and 
western. 
The midwestern division 


will cover 13 states. The ter- 
ritory is bounded by the Mis- 
sissippi River and the Rocky 
Mountains, the Gulf of Mex- 
ico and the U. S.-Canadian 
Border. Division headquart- 
ers will be at Suite 604 in 
Kansas City’s Merchandise 
Mart Building. 

Before joining Thor in 
1947, Mr. DuBois served as 
general sales manager of the 
Tool Division of Burgess Bat- 
tery Co., for three years. 
Previously he had been sales 
manager for the Fothering- 
ham Sales Co., New York. 





ELECT G. A. SLOAN 


George A. Sloan was re- 
cently elected chairman of 
the United States Councii of 
the International Chamber of 
Commerce, Inc., 18 E, 41st 
St., New York City 17, by the 
board of trustees of the 
United States Council. Mr. 
Sloan, a member of the or- 
ganization’s board of trustees 
since 1945, will serve for a 
two-year term. 
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Every Man, Woman, Child 
is a prospect for this 


new big value 
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in two-tone plastic gift box 
with 1000 staples , 
recta nee a 
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TACKS 






Lowest price! Complete kit under a dollar! 


Precision-made—not a toy or gadget! Quality engi- 
neered like all Swingline products. 


Tremendous advertising campaign creating nation- 
wide demand. Full pages, half pages, quarter 
pages in Saturday Evening Post, Look, Better 
Homes & Gardens, New York Times Magazine 
and others! 


Powerful selling helps! Displays and streamers for 
your windows and for your store! Newspaper 
mats ready for insertion! Self-selling counter 
displays and dispensers! 
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Brings Traffic 
and repeat 
business! 


Hundreds of uses in home, 





school, store, office, travel 


notes TOC 50’ stapling kit 


Eye-catching package!—Quick impulse sales! Hand- 
some two-tone plastic kit has irresistible appeal, 
takes little space. 

g 


Perfect for gift-sellingt—-at Christmas and through- 
out the year. 


Steady, profitable repeat business on staples refills, 25c 
retail per 1000 staples. 


Order your “Tot 50” Stapling Kits, staples refills 
and selling helps now! Cash in on this wonderful 
opportunity for extra business, extra profits, 
repeat sales. Packed in Display Cartons or Self- 
Selling Merchandisers of 12 each. 


Write direct to SPEED PRODUCTS CO., INC., Long Island City 1, N. Y., or to your supplier. 
MEET US AT THE NATIONAL HARDWARE SHOW, BOOTH NO. 561, GRAND CENTRAL PALACE, OCTOBER 2nd to 6th 
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The reception to. Tru-Test 
Bantam rolls has been terrific... 
indicates a genuine need 

and demand for a consumer 

unit of gummed Kraft 
tape in homes, small 
offices, schools. 


These handy size rolls of 
America's finest gummed 
tape are packed twelve to 
a counter display 
carton... retail for 

25¢. Available in 

1" to 3" widths, plain 
golden Kraft or in 

bright colors. Write today 
for samples and 

price data. 


TRU-TEST 


'“'BANTAM’’ 
IN 
DISPLAY 
CARTON 





manufactured by 
TAPE, INC. / Green Bay, Wis. 
sold by better distributers everywhere 
fer better results anywhere 
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Advocate Effective Use of Subcontracting 
To Attain Maximum Production Goal 


American industry must 
make effective use of subcon- 
tracting if its current de- 
fense effort is to approach 
maximum production, accord- 
ing to Harry L. Erlicher, 
vice president of the General 
Electric Co., Bridgeport, 
Conn., in charge of purchas- 
ing and traffic. 

He emphasized that the 
success of this practice de- 
pends as much upon the 
small subcontracting firm as 
upon the large prime con- 
tractor. During World War 
II, the teamwork and co- 
operation between subcon- 
tractors and prime contrac- 
tors made possible the many 
production miracles that are 
history today, Mr. Erlicher 
said. In our over-all econ- 
omy, the subcontracting sys- 
tem is an excellent means of 
spreading the benefits of 
large contracts on a broad 
geographical basis and in a 
minimum of time, he con- 
tinued. 


This makes for minimum 
vulnerability in case our na- 
tion should ever be struck by 
a bombing attack. With mul- 
tiple sources of supply, pro- 
duction of important war 
material— such as jet en- 
gines, guided missiles, gun- 
nery systems, radar—will not 
be knocked out completely by 
the potential destruction of 
one area, 

The subcontractor can 
avail himself of the engineer- 
ing, manufacturing, and pro- 
curement “know-how” of the 
prime contractor and can 
eventually develop himself 
into the position of a poten- 
tial prime contractor. 

As a specific example of 
a product dependent upon 
subcontractors, Mr. Erlicher 
mentioned the General Elec- 
tric jet engine. Of the 25 
major components of the en- 
gine, no less than 21 are 
produced by a total of 44 
subcontractors widely sep- 
arated on a geographic basis. 








TAPPAN STOVE, O’KEEFE 
MERRITT COMBINE 


The announcement of a 
merger was made jointly by 
A. P. Tappan, president of 
the Tappan Stove Co., Mans- 
field, Ohio, and D. P. O’Keefe, 
president of O’Keefe & Mer- 
ritt, Los Angeles. 

Officials of both companies 
emphasized that the merger 
would not result in any 
change in personnel or the 
present methods of distribu- 
tion. The chief immediate 
benefit of the merger is the 
exchange of engineering and 
manufacturing information. 

Both companies will re- 
main autonomous and will 
continue to operate exactly 
as in the past. Mr. O’Keefe 
will continue as president of 
O’Keefe & Merritt and Mr. 
Tappan as president of Tap- 
pan Stove. No change of 
officers of either company is 
anticipated. 

O’Keefe & Merritt was 
founded as a partnership in 
1919 by Mr. O’Keefe and 
R. J. Merritt, present secre- 
tary-treasurer. The company 
originally built a multi- 
plicity of products including 


refrigerators, ranges and 
air-conditioning units. Since 
World War II, only gas 


ranges have been produced. 
The plant has 228,000 square 
feet of floor space and em- 
ploys 1,100 persons. 


The Tappan firm was 
founded as a partnership in 
1881 and was incorporated 
in 1918. Its initial product 
was coal ranges. The Mans- 
field plant now has 260,000 
square feet of floor space 
with 1,000 employees. Tap- 
pan has a second plant at 
Murray, Ky., with 110,000 
square feet of floor space and 
600 employees. P. R. Tappan 
is chairman of the board and 
A. P. Tappan, president. 





NEW APPOINTMENTS AT 
MANHATTAN RUBBER 


The following new appoint- 
ments for the Manhattan 
Rubber Division, Passaic, 
N. J. have just been an- 
nounced by J. H. Matthews, 
vice - president, Raybestos- 
Manhattan, Inc.: R. J. Go- 
recki, factory manager; W. 
E. Perkins, assistant factory 
manager; R. Griffith, person- 
nel manager; J. Freeland, 
manager cord belt depart- 
ment and A. P. Schneider, 
superintendent cord belt de- 
partment. 





TROPICAL PAINT, PARKER 
RUST PROOF MERGE 
The Tropical Paint & Oil 
Co., Cleveland, Ohio, has 
merged with the Parker Rust 
Proof Co., makers of Parker- 
izing and bonderizing. 
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EKCO PRODUCTS ELECTS 
3 VICE-PRESIDENTS 


The election of three new 
vice presidents of Ekco Prod- 
ucts Co., Chicago, IIl., was 
announced. 

John Brooks was named 
vice president in charge of 
housewares sales, Edward 
Keating was made vice presi- 
dent in charge of foreign op- 
erations and Edward Marder 
was elected to head an ex- 
panded staple lines division. 

Mr. Brooks, formerly with 
the Zenith Radio Corp., until 
he joined Ekco four years 
ago, has been sales manager 
for nationally-advertised 
lines and will continue in 
that post. Mr. Marder, with 
the company for 15 years and 
a director for the last six, 
will continue as sales man- 
ager for Ekco’s staple lines 


his previous duties as as-| 
sistant to the president, will | 
be in charge of all of Ekco’s | 
foreign subsidiaries in Can-| 
ada, England and Mexico. It | 
is expected he will become a/| 
member of the board of the| 
British subsidiary in the near 
future. 





THOR PRODUCTION 


Thor Corp., Chicago, IIl., 
has announced that  ship- 
ments of its spinner clothes 
washers, dishwasher and 
gladirons (ironing machines) 
will be suspended from Dec. 
29 until Jan. 8 while the com- 
pany takes its annual physi- | 
cal inventory of its Cicero, | 
Ill. Plant. 

John R. Hurley, president, 
who made the announcement, 
said the closing will not affect 
shipments of wringer wash- 











division, a position he has ing machines, which are 
held since 1946. Mr. Keat- manufacturerd at the Thor 
ing, in addition to continuing plant in Bloomington, III. 








Clean-Up —Paint-Up—Fix-Up Promotion 


2a 
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CLEAN UP * PAINT UP * FIX UP 





The National Clean Up-Paint Up-Fix Up Bureau will again 
sponsor with promotional backing the annual Clean Up- 
Paint Up-Fix Up campaign. Available for dealers are display 
posters and streamers plus newspaper mats for local adver- 
tising tie-in. One of the four window display ideas, illustrated, | 
is two plane display No. 101, die-cut and double easeled, has 
a cut out space to hold a quart can of paint. The unit costs | 
dealer $1.25. Display No. 21 illustrated house and room| 
scenes reproduced from photographs. Center piece, 33 x 26 
in., holds a quart can. Side cards 19x15 in. hold gallon cans. 
The set of three costs $2. Display No. 34 features a die cut 
Colonial doorway with which four accompanying inserts may 

used, cost $2.25. A three piece unit, No. I1, costs the 
dealers $2. Two of the pieces are die cut models and the 
center piece illustrates a home with a model. All the pieces 
in the four displays are lithographed in eight colors. The dis- 
play may be obtained from the bureau at 1500 Rhode Island 
Ave., N. W., Washington 5, D. C. 
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PINCOR 


POWER MOWERS 





Out Front— 


not by claim 
but by compariso 


Pincor’s the champ and it’s ready to prove it! 
Anytime, anywhere, on anybody’s terms. 

Take Pincor—put it up against anything on 
the market. A look will sway you... a test will 
convince you .. . but the comparison will sell you 
on Pincor. 
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Pincor gives you a terrific sales-edge 


It has the appeal of quality, styling and perform- 
ance that customers want in buying mowers. It 
has the engineering, skilled workmanship and 
little extra touches you want in selling power 
mowers. In short, Pincor has everything to meet 
and beat all competition! 

FACT: Pincor has more sales-making exclusive 
features by actual count than any other power 
mower. 


Use your own good judgment 


When a product can prove it’s better... when you 
can actually show how it’s better . . . there’s 
really no trick in selling it. Put yourself in— 


USE THAT COUPON. . 


PINCOR PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation 
5841 West Dickens Avenue ¢ Chicago 39, Illinois 


Power Lawn Mowers » Hand Lawn Mowers « Electric Hedge Trimmers 
Gasoline Engines + Electric Generating Plants » Battory Chargers « Generators 


Pioneer Gen-E-Motor Corporation 
Dept. HA1111 

5841 W. Dickens Ave., Chicago, III. 
BN eh aneatitiatisininticbaiconss 

ee ee Ten 


Street and Number 


City. ices SN cislicisennstisintatiiien 
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Edgewater Steel Purchases Tracy Company 


The Edgewater Steel Co., 
Pittsburgh 30, Pa., has ac- 
quired the Tracy Mfg. Co., 
Pittsburgh. Most of their 
buildings and equipment have 
been built and installed since 
1946. 

On January 2, 1951, Edge- 
water will start production 
against the present backlog 
of Tracy’s orders and will 
continue to carry on and con- 
duct the same type of busi- 
ness at the same location. 
No changes in basic products 
or distribution channels are 
contemplated; and the per- 
sonnel of the Tracy organiz- 
ation will remain intact, ex- 
cept that Charles Wiener, 


who has been president of 
the company, is retiring from 
its activities. The Tracy 
plant will be operated under 
the name of Tracy Mfg. Co., 
division of Edgewater Steel 
Co. 

For the last 30 years Edge- 
water Steel Co.s sales have 
been confined primarily to 
the railroad and other capi- 
tal-goods industries. The ac- 
quisition of Tracy’s assets 
provides an attractive invest- 
ment for surplus funds which 
will result in much greater 
diversification of product and 
should add at least 50 pet to 
the sales volume of the com- 
pany. 








COMBS HEADS GILMER 
PRODUCT DIVISION 


The appointment of Wil- 
bur E. Combs as_ product 
manager for the L. H. Gil- 
mer division of United States 
Rubber Co., New York City, 
has been announced. 

Mr. Combs will be respon- 
sible for sales of V-belts, 
shock pads, flat transmission 
belts and other Gilmer prod- 
ucts with headquarters at 
the Gilmer plant in Tacony, 
Philadelphia, Pa. 

Mr. Combs was formerly 
assistant manager of U. S. 
Rubber V-belt sales. He 
joined the company in 1945 
as a special representative 
in the Kansas City branch. 
He became a division sales 
engineer in the V-belt de- 
partment in 1948 and was 
named assistant manager of 
V-belt sales early this year. 





M. & H. SPORTING GOODS 
PLANS NEW STORE 


The M & H Sporting Goods 
Co., 512 Market St., Phila- 
delphia, Pa., whose present 
location at 512-14 Market 
Street has been purchased by 
the Commonwealth of Penn- 
sylvania for the Indepen- 
dence Square Hall Mall, has 
closed a long term lease. A 
new building is to be im- 
mediately erected on the site 
of the Capitol Theatre at 722- 
724 Market St. 

The new M & H Building 
will bea _ fireproof, rein- 
forced concrete structure, 
three stories and basement, 
with a modern store front, 
being a clear span. 

M & H Sports Stores have 
been in the sporting goods 


178 


business in Philadelphia for 
76 years, and located on Mar- 
ket Street for 40 years. 
Louis Moskowitz is president 
and Morton Moskowitz is 
secretary and executive head 
of the M & H Sporting Goods 
Co., which operate additional 
stores at 113 South Six- 
teenth St, and 131 W. Chel- 
ten Ave., Philadelphia, and 
1832 Atlantic Avenue, Atlan- 
tic City. 





CHERRY RIVET AND 
TOWNSEND MERGE 


The completion of a mer- 
ger of the Townsend Co., 
rivet manufacturer, New 
Brighton, Pa., and the Cherry 
Rivet Co., Los Angeles, Cal., 
was announced recently by 
F. R. Dickenson, president of 
Townsend. 

Mr. Dickenson said that the 
west coast plant will operate 
as the Cherry Rivet Co., Di- 
vision of Townsend Co. Wil- 













liam B. Hubbard, former 
president of Cherry, has 
been elected to the Townsend 
board of directors and will 
be managing director of the 
Cherry Division. 


EVANS DIRECTS G. E. 
APPLIANCE SALES IN 
NORTH CENTRAL AREA 


J. P. Evans has been ap- 
pointed assistant manager of 
General Electric appliance 
sales in the north central dis- 
trict. 

Mr. Evans joined the com- 
pany at St. Louis in 1939 
after 13 years with several 
utilities and the General 
Electric Supply Corp., in the 
appliance merchandising 
business. 

Since 1940, he has made 
his headquarters at Cleve- 
land, where he was_ suc- 
cessively sales representa- 
tive for vacuum cleaners, 
sales engineer for the indus- 
trial division of the appar- 
atus department, and, since 
1945, sales representative for 
heating devices and fans. 


TED WILLIAMS JOINS 
HORTON BRISTOL 
AS CONSULTANT 


Ted Williams, Boston Red 
Sox baseball player, has re- 
cently joined The Horton 
Bristol Mfg. Co., Bristol, 
Conn., as a consultant. Mr. 
Williams is recognized as a 
technical expert in the de- 
sign of equipment, according 
to Graham Treadway, presi- 
dent of the company. Many of 


his ideas on the _ correct 
weight ratio of rods, reels and 
lines will be incorporated 
into the manufacture of 


products that will carry his 
name as a designer. A line of 
rods, reels and lines bearing 
Ted Williams’ name is being 
planned by the company. 





STARRETT SALESMAN 


The L. S. Starrett Co., of 
Athol, Mass., has announced 
the appointment of Robert J. 
Hause as sales representa- 
tive in Minnesota and adja- 
cent territory, with head- 
quarters in Minneapolis. Mr. 
Hause was formerly located 
in the Chicago branch. 








Shipping End of Farrey’s Warehouse 
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Farrey’s Wholesale has added several new lines including 
Remington guns, Peters ammunition, U. S. Steel, Goodyear 
industrial lines, Pratt & Lambert paints and varnishes and in 


housewares and 


institutional 


lines, Anchor 


Libbey Glass, 


Hocking McKee Glass, Knowles and Homer Laughlin China. 


Farrey’s New Miami Warehouse 


idlinectendliceatie ss. 








Farrey’s Wholesale, 1222-1224 17th St., Miami Beach, 39, Fla., has recently completed 


a new 24,000 sq. ft. warehouse in Miami, with additional ground on the railroad siding 
for future expansion. It is located on 7225 N.W. 7th Ave., an artery leading into the 
main highways in and out of Miami. 
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To make profits 
promote PROFIT-MAKERS 


When prices are rising and profits shrinking, the items to push 
are those that make you money. We have such items for you in this 
revolutionary new Modglin line, backed by powerful national ad- 


_vertising. These Modglin products turn over fast. All of them pay 


you an extra wide profit margin. To give you service we’ve warehouse 
stocks in New York, Chicago, New Orleans, Los Angeles. We’ve 
done everything we could think of to give you a real profit-making 
deal. If you can think of anything else, I wish you’d write me person- 
ally. Stock these items and display them . . . put them out where 
Mrs. Public can see them and learn what a Gold Mine there is for 


you in the Modglin line. “Bue M p . 


MODGLIN Perma-broom 


Magnetic pick-up of Electrene Bristles picks 


MODGLIN Perma-scrub 
Leader of the Modglin Line 








up dirt as you sweep. Perma-broom comes 
in many gay colors. It’s washable, durable 
and economical. Makes ordinary brooms 
obsolete. Over 4,000,000 sold to date. Free 
display stand with 2-doz. order. Pays extra 
wide profit margin. Please write for details. 








MODGLIN Perma-broomette Gi (' 
and Dust-ette j 


Child-size toy Perma-broom . . . “just 
like Mother’s.”” Dust-ette is a beautiful 
small plastic dust pan. Both available in 
many colors. Pay wide profit margins. 
Write for details. 


MODGLIN Pick-ette 


Newest and finest toothpick 
made of flexible plastic. 
Comes approximately 72 
picks to the box in many 
sparkling colors. Retails for 
10¢. Makes wooden tooth- 
picks old-fashioned. Pays ex- 
tra wide profit margin. Write 
for details, 
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Revolutionary new scrubber for pots 
and pans. Removes grease and 
burned food in a jiffy. Keeps hands 
out of dishwater. Outmodes old- 
fashioned scouring implements. >>>, 


In many lovely colors. Pays extra fihiiyyy 
wide profit margin. Write for details. “lly /y 


MODGLIN WHISK-OFF 


More than 5,000,000 Whisk-Offs purchased 
by American consumers in only two years, 
Replaces old-fashioned whiskbrooms. 
Comes in many beautiful colors. Free 
counter display stand with order of 3-doz. 
assortment.’ Pays extra wide profit margin 
Write for details. 
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MODGLIN Combs 
and Brushes 


Aaananan’ 


Aupeneae 
Heutdaund ad 


a4 
Vaadenns TELE 


TAWA 


Known around the world for quality. 


GMA AA AAAAL AG 
is f 


GAIA 





Ry Beautifully designed, expertly made 

= of finest materials. All popular colors 

8S including fashionable new pastel Dp 

shades introduced by Modglin. Priced \ "| 
= for maximum turnover. Pay wide HZ 

|= profit margins. Write for details. i 













Learn what these revolutionary new Modglin 
products can do to pay you faster, larger profits 
from smaller shelf and floor space. Write to 
**MODGLIN, Los Angeles 65’’ and ask for a 
sales representative to call. 


DO THIS 
NOW! 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 
part of a wide variety of light 
builder’s hardware... 
quality produced by 

Griffin. ' 





o id if Every DOOR NEEDS THREE! 


~( sRIFFIN- 


Ulanufacturing Company 
ERIE * PENNSYLVANIA 


SALES OFFICE 


45 Warren Streexr, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Illinois 
9344 Woodward Avenus, Detroit, Michigan 

115 Broad Street, Boston, Massachusetts 

1355 Market Street, San Francises, 3, California 
917 St. Charlies Avenue, gg A Georgia 

3082 North Harwood, Dallas, xas 

4524 East 60th Street, Seattle, Washingto 

785 North President Street, Jackson S, Mississippi 
4638 Mill Creek, Kansas City, Misso 

2611 Garrison Bivd., Baltimore 16, siaryland 

(620 Garfield Street, Denver 6, Colorado 


j IN CANADA 
. 15 Wellwood Avenue, Toronto, Ontario 
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KYANIZE SALES MEETING 
INDICATES REVITALIZED 
SELLING PROGRAM 


A company starting its 
second half-century of ac- 
tivity, The Boston Varnish 
Co., Everett, Mass., held its 
annual sales meeting in Bos- 
ton with president Franklin 
J. Lane presiding. It was 
attended by all salesmen and 
executives from eastern and 
Chicago divisions. 

Keynote of the three-day 
meeting was a _ revitalized 
selling program planned to 
sell more Kyanize products 
through expanded and inten- 
sified sales coverage and co- 
operation with Kyanize dis- 
tributors and dealers. The 
sessions directly tuned to 
selling policies were con- 
ducted by J. E. Healey, di- 
rector of sales; and J. Van 
Vloten, sales manager, who 
reported a three point pro- 
gram for 1951—better sales 
supervision through the re- 
cently appointed group of 
regional sales managers; bet- 
ter sales coverage through 
the expanded sales force with 
138 new men added during 
1950; and better sales knowl- 
edge through a new sales 
analysis system recently in- 
stalled at the Everett home 
office. 

One day was devoted to 
organized product’ studies 
under the leadership of Wil- 


liam V. Binder, technical 
director and his assistants. 

A full morning was de- 
voted to merchandising plans 
advertising for 1951, pre- 
sided over by C. Fred Eberle 
and Harold E. MacInnis, Jr. 
In addition dealer helps have 
been expanded with more dis- 
plays and printed literature. 





90 ENJOY HARDWARE 
TRADE HOLIDAY PARTY 


More than ninety members 


and guests enjoyed the an- | 


nual Christmas party of 
the Hardware Trade Asso- 
ciation of New York at the 
Railroad Machinery Club, 30 
Church St., 


— eR 


New York City, | 


on Dec. 19, each bringing a | 


gift. Officiating in costume 
as Santa Claus was Mortimer 
Maas, manufacturers’ agent, 
who distributed gifts, each 


man bringing a present for | 


some other person attending. 
Festivities were in charge 
of Roy C. Schmidt, Stanley 
Tools, chairman of the board 
and entertainment committee 
chairman. John F. Ryan, 
Joseph C. Ryan & Sons, Inc., 
Yonkers, N. Y., president, 
welcomed members and 
guests. 

Nominations for a slate 
for 1951 were announced, 
election to be held at the 
January meeting. 








Viewing All America Sports Calendar 


| 
: 
‘ 
| 





The 1952 edition of the All America sports calendar is 
being admired by, left to right, seated, Benton J. Case, vice 
eee) in charge of sales and operations, Janney-Semple- 


Hill & 


sent out to dealers by 
pictures of seasonal sports. 


Co., hardware wholesalers, Minneapolis, Minn., an 
Christy Walsh, and standing, R. M. 
manager, Janney-Semple- "Th | Co. 


Fleming, sales promotion 
The calendar, which was 
contains 


12 colorful action f 





HARDWARE AGE, JANUARY 11, 1951 | 





YOUN 
DEA 
The | 

Purvis 
manage 





dealer s: 
Kitchens 
by Mulli 
ren, Ohi 
D. F. Se 
been nal 
ager, M 
position, 
troit, St. 
Mr. Pi 
his head: 
tory in \ 
with the 
He serve 
manager 
zone sale 
1950. 


Mr. Se 
offices in 
the firm i 
sales ma! 


NESCO 
COVER | 


Nesco, 
announce 
Nesco el 
electrical 
years ha 
turers’ a 
sumed by 
ular sales 

Willian 
Vice pre 
change wi 
Nesco’s n: 
ization. 
ordinarily 
salesmen 
in recent 
the shor 
vital to d 

The de 
company’s 
handle th 
an intern: 
to reduce | 
costs and 


HARDWA 





technical 
ssistants. 
was de- 
ing plans | 
51, pre- | 
2d Eberle | 
Innis, Jr. 
elps have 
more dis- | 
iterature. | 


WARE 
PARTY 


members 
| the an- 
arty of 
de Asso- 
rk at the 
' Club, 30 
ork City, 
ringing a 
. costume 
Mortimer 
rs’ agent, 
fts, each 
esent for 
attending. 
n charge 
» Stanley 
the board 
committee 
F. Ryan, 
Sons, Inc., 
president, 
ers and 





a slate 
nnounced, 
d at the 








calendar is 
Case, vice 
ey-Semple- 
Minn., an 
promotion 
which was 
rful action | 


Y 11, 1951 





YOUNGSTOWN KITCHENS 
DEALER SALES HEAD 
The appointment of J. W. 

Purvis as assistant sales 

manager and manager of 





J. W. PURVIS 


dealer sales for Youngstown 
Kitchens has been announced 
by Mullins Mfg. Corp., War- 
ren, Ohio. At the same time 
D. F. Sembach, Chicago, has 
been named zone sales man- 
ager, Mr. Purvis’s former 
position, in the Chicago, De- 
troit, St. Louis area. 

Mr. Purvis, who will make 
his headquarters at the fac- 
tory in Warren, O., has been 
with the company since 1940. 
He served as a regional sales 
manager until he was made 
zone sales manager in May, 
1950. 


Mr. Sembach will keep his 
offices in Chicago. He joined 
the firm in 1940 as a regional 
sales manager. 





NESCO, INC. SALESMEN 
COVER APPLIANCE SALES 


Nesco, Inc., Chicago, has 
announced the selling of the 
Nesco electric roaster and 
electrical line, for many 
years handled by manufac- 
turers’ agents, will be as- 
sumed by the company’s reg- 
ular sales force. 

William Howlett, executive 
vice president, said the 
change will more fully utilize 
Nesco’s national sales organ- 
ization. Housewares items 
ordinarily available to Nesco 
salesmen have been reduced 
in recent months because of 
the shortage of materials 
vital to defense. 

The decision to have the 
company’s regular salesmen 
handle the electrical line is 
an internal matter designed 
to reduce the company’s sales 
costs and to create greater 


efficiency in selling, both in 
the future and at this time 
when goods are short, accord- 
ing to Mr. Howlett. 





MARSHALL-WELLS 
BRANCH CONGRESS 
FEB. 12-14 


The annual Marshall-Wells 
Stores Congress will be held 
Feb. 12-14, 1951, the business 
sessions to be held in the 
Multnomah Hotel and the 
buying sessions during the 
afternoons and evenings in 
the merchandise mart of the 
Marshall-Wells Co., ware- 
house in Portland, Ore. 

“Let’s work as 1 in ’51” 
will be the theme of the con- 
gress. James Feir, vice- 
president of the company, 
and Sandy Oie, merchandise 
manager of the head office 
major appliance department, 
both of Duluth, will attend 
the congress. This meeting 
combines the areas covered 
by the Seattle and Portland 
branches of the company. 





PRATT & LAMBERT 
CHRISTMAS PARTY 


Employees of Fort Erie 
and Buffalo plants, with 
Pratt & Lambert officials, 
held their annual Christmas 
party Friday afternoon, Dec. 
22, in the company’s admin- 
istration building, 75 Tona- 
wanda St., Buffalo. The sing- 
ing of Christmas carols, and 
a gaily-decorated tree, added 
to the spirit of the party. 


Harold E. Webster, com- 
pany president, briefly ad- 
dressed the group, and then 
presented the service awards. 
Watches for 20 years’ service 
with the company were 
awarded to Mrs. Minerva M. 
Arkland, Mrs. Dorothy F. 
Smith, Howard Kluge, Elmer 
Lewis. Specially-designed 
cuff-links, for 10 years’ ser- 
vice, were presented to Ray- 
mond C. Radke and Samuel 
J. Rutherford. 

In Chicago a similar party 
was held for the employees 
of the company’s western di- 
vision. Award presentations 
were made by O. E. Ander- 
son, vice-president. Watches 
went to W. Frank Cady, 
Walter T. Flowers, Winston 
B. Jean. Cuff-links were 
awarded to James J. Schulte. 

C. W. Brown, vice-presi- 
dent, in charge of the eastern 
division, Long Island City, 
presented a watch to Helen 
Schusky and cuff-links to 
Thomas A. Malone. 

All employees 
turkeys. 


received 
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...t0 introduce 
a great, new 
Sales opportunity 


= a 


No 50 


best seller 


It's the new 


AJAX brings another 
to market 
Handi-Hook, used as a combination 
coat and hat hook and garment 
bracket. Dealers and jobbers 
= report tremendous sales volume 
And why not? Modern, graceful 
and practical in design, yet 20% 
cheaper than standard die-cast 
hooks! Extra heavy stcel 
construction rounded edges 
honed and burnished to a 
sparkling polished finish. Available 
Tame LiMe ti: lalel-la- Me ilall ial. Oe a 





Or 





catalog information 


6 


home has a thousand uses for 
the Handi-Hook. Individually 
carded for effective merchandising 


and quick sales 


Order Today 
write for detailed 
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YALE TO SUBORDINATE 
OWN AMBITIONS TO 
NEEDS OF COUNTRY 


The need for the subor- 
dination of individual cor- 
porate ambitions to the re- 
quirements of the nation and 
the elimination of all forms 
of waste, was stressed by Gil- 
bert W. Chapman, president 
of The Yale & Towne Mfg. 
Co., Chrysler Bldg., New 
York City 17, at a meeting 
of the officers and plant ex- 
ecutives of the eight domes- 
tic and foreign divisions of 
the company in Philadelphia. 
The waste referred to in- 
cludes manpower, materials, 
machine capacity and time, 
since we are in the face of 
communist aggression 
against American security. 

In addition to Mr. Chap- 
man, those participating in 
the meeting included: Fred 
Dunning, executive vice-pres- 
ident; Otto G. Schwenk, vice- 
president in charge of pro- 
duction; Philip B. Niles, 
vice-president in charge of 
marketing; Elmer F. Franz, 
treasurer; Milton M. Enzer, 
director of public relations; 
Henry D. Rolph, director of 
export sales; Elmer F. Twy- 
man, vice-president in charge 
of the Philadelphia division; 
Lawrence J. Kline, general 
manager, Automatic Trans- 
poration Co. division, Chi- 
cago, Ill.; Samuel F. Rolph, 
general manager, Berrien 
Springs, Mich., division; Leo 
J. Pantas, works manager, 
Salem, Va., division, and 
George L. Dirks, general 
manager, Canadian division, 
St. Catharines, Ontario. 





BOOSTERS HOSTS TO 99 
ORPHAN YOUNGSTERS 


Ninety - nine youngsters 
were guests at a Christmas 
Party, Dec. 16, at the Hotel 
Abbey, New York City, spon- 
sored by the Hardware Boost- 
ers, the children being from 
Mount Loretta Orphanage, 
Princess Bay, Staten Island, 
N. Y. and Our Lady of Grace 
Orphanage, Hoboken, N. J. 
Luncheon was served at the 
party, which included a 
varied bill of entertainment 
and distribution of gifts. 
Eighty other children at 
Givernaud Orphange, N. 
Bergen, N. J., unable to at- 
tend because of a_ scarlet 
fever quarantine were sent 
gifts they would have re- 
ceived had they been present 


at the party. 
Morris Dworetz, Worth 
Hardware Co., New York 
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City, wholesalers, headed the 
committee in charge of the 
gathering. He was assisted 
by William Wolfe and John 
Ellenbrecht of The Carbo- 
rundum Co.,and Arthur Pope, 
Sargent & Co., Mortimer 
Maas, manufacturers’ agent 
playing Santa Claus. Mr. 
Wolfe, vice president of the 
Boosters, served as master of 
ceremonies. 


HARDWARE 
WHOLESALERS HOLD 
FIFTH MEETING 
With the majority of its 
dealer members present, 
Hardware Wholesalers held 
its fifth annual merchandise 
two-day convention and 
stockholders’ meeting at its 
new warehouse in Fort 
Wayne on Nelson Rd. The 
tract of land on which the 
warehouse is placed com- 
prises 10 acres. The dealers 
were enthused at the stock- 
holders’ meeting when A. H. 
Gerberding, general manager 
stated the company had a 40 
pet. increase in business for 
the period between Nov., 

1949, to Nov., 1950. 





VACUUM CLEANER GROUP 
ELECTS DIRECTORS 


Alex M. Lewyt, president, 
the Lewyt Corp., Brooklyn, 
N. Y., and Joseph H. Nuffer, 
president, Air-Way Electric 
Appliance Corp., Toledo, 
Ohio, have been elected di- 
rectors of the Vacuum Clean- 
er Manufacturers’ Associa- 
tion. 


Joseph M. Flynn, traffic 
manager of Apex, has been 
appointed chairman of the as- 
sociation’s traffic committee 
to succeed R. F. Miller, the 
Hoover Co., North Canton, 
Ohio, who resigned his in- 
dustry post after holding it 
four years. In successfully 
opposing one application by 
railways for an increase in 
feight rates, the committee 
headed by Mr. Miller is cred- 
ited with having saved the 
industry more than $900,000 
annually in additional 
charges. 





CARY DIRECTS SILEX 
NEW JERSEY AREA 


William S. Cary, Jr., for 
16 years district manager 
for The Silex Co., Hartford, 
Conn., will become district 
manager for the state of New 
Jersey. William Mathesius, 
Jr. will take over manage- 
ment of the New York dis- 
trict. 

This shift in territorial 
management follows the an- 
nouncement that The Silex 
Co., will add home food con- 
tainers to its line of coffee 
makers and steam irons. 

Mr. Mathesius was for- 
merly connected with The 
Silex Co., in 1946 and 1947. 
He was then sales assistant 
to Mr. Cary in the New York 
office. Since that time, Mr. 
Mathesius was with The 
Martin Co., manufacturers 
representatives for many 
leading housewares lines. 








Slaymaker People Honor Executives 





The employees at Slaymaker Lock Co., Lancaster, Pa., 
raised sufficient funds to purchase Christmas gifts for the 
executives of the company at the company Christmas party. 
A pipe set was presented to S. C. Slaymaker, president; a 
wallet for W. Heyward Smith, vice-president; a cigarette case 
and a lighter for Joseph E. LePage, vice-president and fac- 
tory manager, and two automobile tires for Francis C. Mar- 


kert, assistant factory manager. 


Following a turkey dinner 


enjoyed by 265 of the 300 employees, the evening was spent 
in dancing, carol singing and games. 


WEED HEADS NATIONAL 
PAINT, VARNISH 
LACQUER GROUP 


Frederick G. Weed, Rin- 


shet-Mason Co., Detroit, 
Mich., was elected vice-presi- 
dent of the National Paint, 
Varnish & Lacquer Associa- 
tion. Roy B. Anderson, 
Brooklyn, Varnish Mfg. Co., 
was reelected treasurer. The 
regional vice-presidents who 
will serve for the coming 
year include: J. Wight Mor- 
ton, Carpenter-Morton Co., 
Boston, for the New England 
zone; Roy W. Lindsay, Pratt 
& Lambert, Inc., Buffalo, 
eastern zone; and Russell 
Dahlberg, Armstrong Paint 
& Varnish Works, Chicago, 
for the central zone. The 
western zone vice-president 
will be Frank West, Preser- 
vative Paint Co., Seattle; Joe 
M. Warren, Warren Paint & 
Color Co., Nashville, Tenn., 
will be southern zone vice- 
president; Frank A. Pratt, 
Pratt Paint & Varnish Co., 
Dallas, southwestern zone 
vice-president. 

Stuart Sanders II, Sanders 
Bros. Co., Richmond, Va., was 
elected divisional vice-presi- 
dent for the wholesale dis- 
tributors division. Joseph F. 
Battley, president of the as- 
sociation, was elected in 1948 
to serve a three-year term. 





WOOSTER RUBBER HITS 
ALL TIME SALE HIGH 


At a recent three-day sales 
convention held by The 
Wooster Rubber Co., Woos- 
ter, Ohio, J. R. Caldwell, 
president, announced that 
1950 was the best year for 
sales in Wooster’s history. 
While the present crude rub- 
ber situation makes produc- 
tion predictions for 1951 diffi- 
cult, Mr. Caldwell pointed 
out that the steady drive of 
synthetic rubber manufac- 
turers to increase production 
capacities should be felt by 
spring of next year. J. R. S. 
Conybeare, general sales 
manager, went over the Rub- 
bermaid promotion plans for 
1951. 


WESTINGHOUSE BUYS 
PHARIS TIRE PLANT 


The Westinghouse Electric 
Corp., has announced the 
purchase of plant No. 1 of 
the Pharis Tire & Rubber 
Co., Newark, Ohio. The plant 
will be converted to a feeder 
operation for the main appli- 
ance division plant at Mans- 
field, Ohio. 
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PACIFIC NORTHWEST 
HARDWARE GROUP 
ELECT PRESIDENT 


The Pacific Northwest 
Hardware & Implement As- 
sociation convention held at 
the Davenport Hotel, Spo- 
kane, recently, was attended 
by 275. G. Martin Landeen, 
Oregon City, Ore., was elect- 
ed president. Other officers 
elected include: Orvill Hull, 
Ritzville, Wash., vice-presi- 
dent; new directors are: 
Harold Fisher, Albany; Gene 
Ring, Redmond; Ray Mc- 
Nabb, Klamath Falls; Al 
Bramer, Omak, Wash.; Ted 
Vanairsdale, Newport, 
Wash.; and Harry Campbell, 
Coeur d’Alene, Idaho. 





B. F. GOODRICH EXPANDS 
IN SAN FRANCISCO 


Sales offices and warehous- 
ing facilities of The B. F. 
Goodrich Co’s., San Francisco 
district have been expanded 
into a new location at 1950 
Army Street. 

Moving from 355 Brannan 
Street, where the San Fran- 
cisco offices have been lo- 
cated for 35 years, the new 
operation provides more 
adequate warehousing space, 
better shipping accommoda- 
tions, and now houses the 
sales personnel of seven di- 
visions under one roof in 
modern new offices. 

The warehousing of B. F. 
Goodrich auto and home sup- 
plies has now been moved 
from Emeryville, Calif., to 
this location. Other principal 
warehouses on the West 
Coast are at Portland, 
Oregon and the company’s 
manufacturing plant in Los 
Angeles. 

B. F. Goodrich quarters 
now cover an area of 71,000 
square feet with 50,000 of 
that total devoted to ware- 
house. Shipping docks will 
spot five railroad cars and 
accommodate eight trucks at 
one time, and there is Park- 
ing area for 40 cars. 





LAMB MANAGES HOOVER 
SALES EDUCATION 


Randall B. Lamb, a Hoover 
veteran of 26 years, has been 
promoted to manager of sales 
education of the Hoover 
Co., Canton, Ohio. Mr. Lamb 
was previously assistant head 
of the department, a post he 
has filled since 1948. 

Mr. Lamb’s duties include 
the selecting and training of 
sales personnel, the prepara- 


tion of instruction manuals 
and guides and other aids to 
the training of managers, su- 
pervisors and salesmen. 

He joined Hoover in 1924, 
and for six years was a sales- 
man in various Michigan and 
Indiana cities. He was pro- 
moted to supervisor in In- 
dianapolis in 1931, and sub- 
sequently became personne} 
trainer, then field instructor, 
in Detroit. He saw service in 
North Africa and Italy dur- 
ing the war, and returned to 
Hoover in 1945 as a member 
of the sales education depart- 
ment. 





GERBER ORGANIZES 
TRUCKING DIVISION 


Gerber Enterprises, 232 
North Clark Street, Chicago, 
Ill., recently acquired its own 
delivery system by the for- 
mation of the new Gerber 
Enterprises Trucking Divi- 
sion. 

Leo Williams, executive 
vice-president, stated that 
the trucking division will be 
operated out of Delphi, Ind., 
and will deliver Gerber 
plumbing fixtures to Gerber 
wholesalers throughout the 
country. The division oper- 
ates 15 tractors and trailers 
and has complete storage and 
repair facilities at Delphi. 





FLORENCE NAMES BRANC'i 
PROMOTION HEAD 


Robert H. Nolan has been 
appointed southeastern divi- 
sion sales promotion man- 
ager for the Florence Stove 
Co., Gardner, Mass. 

In 1936, Mr. Nolan started 
his career as a major appli- 
ance salesman in the range 
and heater industry, covering 
the state of Georgia. In 1942 
he became a sales represen- 
tative of the Hunnefeld Co., 
Cincinnati, Ohio. After 4 
tour of duty with the Armed 
Services during World War 
II, he returned to his posi- 
tion with the sales organiza- 
tion of the Hunnefeld Co. In 
1944, he was employed as 4 
sales representative for the 
Florence Stove Co., in the 
southeastern division, and 
has held this position until 
his present appointment 4s 
division sales promotion ma?- 
ager. 

Mr. Nolan will work di- 


rectly with Florence distrib | 


utors, dealers, and salesmen 
in South Carolina, North 
Carolina, Georgia, Tennesseé, 
Mississippi, 
Florida. 
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CLEVELAND CAP SCREW 
CHILDREN’S PARTY 
ATTENDED BY 535 


The Cleveland Cap Screw 
Co., 2917-23 East 79th St., 
Cleveland 4, Ohio, recently 
held its annual children’s 
Christmas party in the Crys- 
tal Ballroom of the Tudor 
Arms Hotel attended by 535 
parents and youngsters un- 
der 18 years. Each child re- 
ceived a gift from Santa 
Claus, also a stocking filled 
with candy and toys. The 
parents were given a box of 
Christmas candy, the mothers 
a corsage and fathers a bou- 
tonniere. 

BoBo the clown and pro- 
fessional entertainers kept 
the youngsters occupied all 
afternoon. Buffet supper was 
served as well as refresh- 
ments throughout the after- 
noon. 

J. W. Fribley, president, 
and Frank G. Kaufman, vice- 
president in charge of pro- 
duction and engineering, both 
attended the party. 





A. V. WIEBEL HEADS 
TENNESSEE C. I. & R. 


Robert Gregg has retired 
as president of the Tennessee 
Coal, Iron & Railroad Co., 
and will be succeeded by 
Arthur V. Wiebel, presently 
vice-president in charge of 
operations. 

Also announced was the 
election of John Pugsley, now 
comptroller, to the newly 
established position of execu- 
tive vice-president. 

Succeeding Mr. Wiebel as 
vice-president in charge of 
operations will be J. M. 
Spearman, who advances 
from the position of manager 
of manufacturing operations. 

Mr. Pugsley’s successor as 
comptroller will be Hartwell 
A. Greene, presently assis- 
tant comproller. 

Mr. Wiebel came to the 
Tennessee Company in 1946 
from Pittsburgh, where he 
was assistant to vice-presi- 
dent in charge of engineering 
and operations, United States 
Steel Corp., of Delaware. A 
year later he became TCI 
vice-president in charge of 
operations. 

Mr. Gregg, in retiring, 
completes his second tenure 
as president of TCI. He first 
Joined in 1932 as vice-presi- 
dent in charge of sales, ad- 
vancing to the presidency in 
1983, and continuing until 
1985, whe he became vice- 
President in charge of sales, 
United States Steel Corp., 


HARDWARE AGE, JANUARY 








with headquarters in New 
York. Mr. Gregg returned to 
TCI as president in 1937. 





ELECT R. J. CORDINER 
G.E. PRESIDENT 


Ralph J. Cordiner was re- 
cently elected president of 
the General Electric Co., 
Bridgeport, Conn., succeed- 
ing Charles E. Wilson named 
chairman of the Defense Mo- 
bilization Board. 

Mr. Cordiner, who has 
been associated with G.E. 
for 24 years and has served 
as manager of five of the 
company’s departments dur- 
ing that period, has been 
executive vice president and 
a director of the company 
since 1949, 

The retiring president com- 
pleted 51 years of continu- 
ous service with the company 
in Nov. Mr. Wilson resigned 
also as chairman of the 
board of General Electric 
Supply Corp., and as a mem- 
ber of the board of directors 
of International General 
Electric Co., and the Guar- 
anty Trust Co. 

Mr. Cordiner has been con- 
nected with the electrical in- 
dustry since his first position 
with Pacific Power & Light 
Co., on a part-time basis. In 
1922 he was appointed com- 
mercial manager of a divi- 
sion of Pacific Power. Less 
than a year later he joined 
Edison General Electric Ap- 
pliance Co.,. with headquar- 
ters in Portland. Five years 
later he was named North- 
west manager in Portland 
and in 1930 moved to San 
Francisco to become Pacific 
Coast division manager. 

When the heating device 
section of Edison General 
Electric was transferred 
from Chicago and consoli- 
dated with General Electric’s 
appliance and merchandise 
department, Bridgeport, he 
was made manager and 
chairman of the management 
committee. He then became 
successively—assistant man- 
ager of appliance sales, man- 
ager of the radio division, 
assistant manager of the ap- 
pliance and merchandise 


department and in 1938, suc- | 
ceeded Mr. Wilson as man- | 


ager. 

In 1942 Mr. Cordiner en- 
tered government service as 
director general of war pro- 
duction scheduling and vice- 


chairman of the WPB. He | 
re-joined G.E. as assistant to 
the president in 1943 and | 
then was made vice-president. | 
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price-marking 


can be EASIER, BETTER, 


MORE COMPLETE 


“ 





SENSO LABELS can save you time and money 


Yes, there's a new, easy, tamper- 
proof price-marking for metals, 
glazed and non-porous items in 
the hardware store. Every piece of 
hardware can now be clearly, com- 
pletely, 
No more yelling the length of the 


accurately price-marked. 


store or catalogue fumbling to 
check prices while customers wait 


and wonder, 





Senso Labels—a new, improved 
type of pressure sensitive gummed 
label —are easily attached without 
moistening, readily removed. Price- 
marked on the handy Monarch 
“Pathfinder” 
chine, Senso labels give complete 


price-marking ma- 


information: season, resource, 
coded cost, quantity received, sell- 
ing price, 


Monarch ‘“‘PATHFINDER” price-marking machine 


Monarch “Pathfinder” price-marks 30 sizes, 10 
kinds of tickets, tags and labels, including pin 
tickets, string tags and button tags for stores 





charge or obligation). 
STIGRE NAME 
ADDRESS__.— 


For illustrated folders and free sample price-tags, 
FILL OUT, CLIP AND MAIL 


tHe Monarch i 
MARKING SYSTEM COMPANY 


216 South Torrence Street, Dayton 3, Ohio 


I'm open-minded about saving time and money by doing better 
price-marking. Send me descriptive folders on Monarch “‘Path- 
finder" and Monarch “‘Junior"’ price-marking machines (without 


a Oy 


handling soft goods. Hand-operated. Easily car- 
ried from one part of your store to another. 
Anyone can easily learn to do price-marking at 
top speed, saving time, effort and money. A 
larger price-marking machine of interest to 
hardware men is the Monarch “Junior” (hand- 
operated or motor drive). 


Use the handy coupon to get price-marking 
information for hardware stores. 
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HARDWARE 
WHOLESALERS 
ELECT DIRECTORS 


Hardware Wholesalers, 
Inc., Fort Wayne, Ind., dealer 
owned company, elected three 
new directors to serve on its 
board: Harold Main, Indiana 
Harbor, Ind.; M. S. Rudisill, 
Sturgis, Mich., and Harlan 
Waters, Paw Paw, Mich. The 
other six directors are: C. A. 
E. Rinker, Anderson, Ind.; 
Clair Reed, Columbia City, 
Ind.; Frank Cutler, Peru, 
Ind.; H. J. Klopfenstein, 
Portland, Ind.; George Wy- 
att, Garrett, Ind., and Har- 
old Rosser, Arcanum, Ohio. 





DUNN COOKING, HEATING 
APPLIANCE MAKERS 
GROUP SECRETARY 


The election of Cecil M. 
Dunn as secretary-treasurer 
of the Institute of Cooking 
& Heating Appliance Manu- 
facturers, Washington, D. C., 
has been announced by 
Samuel Dunckel, managing 
director of the Institute. 

Mr. Dunn is vice-president 
and general manager of The 
Estate Stove Co., a subsidi- 
ary of Noma Electric Corp., 
Hamilton, Ohio. It was an- 
nounced recently that Estate 
has acquired the Toledo Desk 
& Fixture Co., Maumee, Ohio. 


WHOLESALERS HANDLE 
WARM MORNING LINE 


The appointment of Alli- 
son-Erwin Co., 209 E. Fifth 
St., Charlotte, N. C., as ex- 
clusive wholesale distributor 
for Warm Morning heaters 
in North and South Carolina 
has been announced by the 
manufacturer, Locke Stove 
Co., Kansas City, Mo. 

Otis Hidden Co., 527-535 
W. Main St., Louisville, Ky., 
will also act as exclusive 
wholesale distributor for the 
complete Warm Morning 
heater line in the major por- 
tion of Kentucky and twelve 
counties in southeast Indiana. 

Braid Electric Company, 
109 11th Ave., S. Nashville, 
Tenn., will be exclusive 
wholesale distributor for the 
line in central Tennessee and 
southern Kentucky. 





WESTINGHOUSE TO BUILD 
ELECTRIC MOTOR PLANT 


The Westinghouse Electric 
Corp., will build a new plant 
for the production of small 
electric motors in Union City, 
N. J. 

The new plant will be a 
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modern one-story structure 
containing both manufactur- 
ing and office space. This ad- 
ditional facility is necessary 
because of increased demand 
for fractional horsepower 
motors arising from the na- 
tion’s defense program and 
from increased building of in- 
dustrial plants. 

Ralph E. Davis, who has 
keen plant superintendent at 
the Westinghouse small mo- 
tor plant at Bellefontaine, O., 
will head the new plant. 





SWANDER SALES HEAD 

FOR COLUMBIAN VISE 

Dan C. Swander, Jr., in ad- 
dition to his duties as vice 
president, has been made 





DAN C. SWANDER 


sales manager of the Colum- 
bian Vise & Mfg. Co., Cleve- 
land, Ohio. 


COLE REJOINS PHILCO 
AS AREA SALESMAN 


Bert Cole, who was a mem- 
ber of the Philco Corp., Phila- 
delphia, Pa., sales organiza- 
tion in New York from 1934 
to 1938, has rejoined the com- 
pany as district sales repre- 
sentative for the New York- 
Newark area, it was an- 
nounced. 

Mr. Cole joined Philco Dis- 
tributors, Inc., New York, 
the company’s wholesale dis- 
tribution organization in that 
area, as a salesman in 1934 
and served in that capacity 
for four years. He con- 
tinued to be active in the ra- 
dio and appliance industry, 
and since 1944 has been gen- 
eral manager of Crosley Dis- 
tributing Corp., in New York. 

In his new capacity, Mr. 
Cole succeeds Clare Court- 
ney, who was recently ap- 
pointed sales manager of the 


Phileo Accessory Division, 
with headquarters in Phila- 
delphia. 





WHITEHEAD METAL 
MOVES BALTIMORE 
WAREHOUSE 


T. M. Bohen, president of 
Whitehead Metal Products 
Co., Ine., has announced the 
removal of the Baltimore 
metal warehouse to enlarged 
and improved quarters at 
4300 E. Monument Street, 
Baltimore, Md. 

John W. Marple will con- 
tinue to direct activities as 
resident branch manager. 


NATIONAL TUBE INSTALLS 
TUBE EXTRUSION PLANT 


J. E. Goble, president of 
the National Tube Co., United 
States Steel subsidiary, an- 
nounced recently that a large 
extrusion plant for the man- 
ufacture of high alloy seam- 
less specialty tubs, as well 
as shapes and bars, will be 
installed at the Gary Works, 
Gary, Ind. 

It is expected that a sub- 
stantial part of the produc- 
tion afforded by these new 
facilities will serve very im- 
portant needs of the armed 
forces. 

The recently developed 
French Ugine - Sejournet 
process for the hot extrusion 
of metals, using glass as a 
lubricant, will be employed 
in the operation. 





NAME W. J. GREENE TO 
GROUP COMMITTEES 


William J. Greene, vice- 
president and director of 
sales of The L. S. Starrett 
Co., Athol, Mass., has been 
recently elected a director of 
Motor Equipment Manufac- 
turers Association for a 
three year term, 1951-1953. 

Mr. Greene, who has been 
very active during past years 
in automotive, manufactur- 
ing and industrial distribu- 
tion associations, has also 
been appointed to the execu- 
tive committee of the Amer- 
ican Supply & Machinery 
Manufacturers Association. 





NEW-WAY MOVES 


New-Way Enamelware & 
Hardware Co., 2412 20th St., 
Detroit 16, Mich., has moved 
from its old warehouse con- 
sisting of 16,000 sq. ft. to a 
new building at 897 Lawn- 
dale Ave. and Fort St., 
which has 35,000 sq. ft. of 
space. 


T. JACOBSEN MANAGES 
CALIFORNIA RETAIL 
HARDWARE GROUP 


Kreuger B. Jacobsen has 
been appointed successor to 
LeRoy Smith, who is retiring 
on March 1, 1951 as secre- 
tary manager of the Califor- 
nia Retail Hardware Asso- 
ciation. 

Mr. Jacobsen was associ- 
ated for a year as secretary 
of the Liquefied Petroleum 
Gas Association, Western 
Merchandise Mart, San 
Francisco. He also served as 
assistant public relations offi- 
cer of the Naval Supply Cen- 
ter, Oakland. Mr. Smith was 
appointed secretary in 1908. 
Prior to this he spent most 
of his time in the retail hard- 
ware field. 


PENNSALT CO. OPENS 
WEST COAST OFFICE 


The Pennsylvania Salt Mfg. 
Co., 1000 Widener Bldg., 
Philadelphia, has announced 
the opening of a new sales 
office in the Woolsey Bldg., 
2168 Shattuck Ave., Berkeley, 
Cal., to serve industry and 
agriculture of the western 
states. 

Making their headquarters 
at the new office will be R. A. 
Snyder, who will do technical 
sales service work for metal 
and maintenance cleaners in 
industries of California, an? 
J. Cameron Siddall, who will 
handle technical sales and 
service for agriculture in 
California, Arizona and New 
Mexico. 


LITH-O-WARE BUYS 

MODERN ARTWARE 
Lith-O-Ware Products, 
Inc., manufacturers of house- 
ware and giftware items has 
purchased the Modern Art- 


ware Co. The acquisition 
adds approximately eight 
new items to the Lith-0- 
Ware line. All operations 


will be handled at the main 
plant, 2450 S. Ashland Ave. 
Chicago 8, Ill. 





MAGICOLOR AD HEAD 


Harriet Leighton has been 
appointed advertising mana- 
ger of the Magicolor Co. 


Ashland Ave., at 29th St. 
Chicago 8, Ill. 
Miss Leighton, formerly 


with Ruthrauff & Ryan ad- 
vertising Agency, comes to 
Magicolor with 12 years of 
editorial and advertising ex- 
perience. 
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LICHTY — OF ‘GRIN AND BEAR IT” 


‘Comrade Agent send valuable | 
U.S. Industrial Secret ...in America, 


EVERYTHING HINGES ON IT!” 


ih © —a 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 


Founded 1849—Every Hager Hinge Swings on 100 Years of Experience — 
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HARDWARE BRIEFS 








ALABAMA 


Decatur hardware dealers 
have formed a Retail Hard- 
ware Dealers’ Association 
and W. Frank Clements has 
been named chairman. 





CALIFORNIA 


Burlingame Hardware Co., 
1208 Burlingame Ave., Bur- 
lingame, was opened after 
being remodeled recently. A 
glass front was installed at a 
cost of $25,000, and new fix- 
tures have been added. 





Howard Shuoda has opened 
Howard’s Hardware Center, 
839 Lincoln Way, Auburn. 





IDAHO 


Greenawalt’s Hardware, 
Buhl, has opened a toy and 
gift department in a re- 
decorated basement room. 





INDIANA 


Little’s Hardware, Garrett, 
was sold to Devon D. Wilcken 
by J. C. Little and James A. 
Barns. The store has been in 
business for 40 years. 





IOWA 


L. D. McKinney purchased 
The College Hardware, Sixth 
& Forest Ave., Des Moines, 
from Fred Hulten. 





KANSAS 


Browning Hardware, 843 
N. Kansas, Topeka, suffered 
$50 fire damage recently. 

Buffalo Hardware, Yates 
Center, was offered for sale 
by C. V. Arnett. 





MISSOURI 


A new hardware was open- 
ed in the location of Crane 
Hardware, King City. Kirk 
Dennis is the owner. 





Jennings Hardware Store, 
Centralia, was sold to J. J. 
Warwick by Harry Jennings, 
and the hardware store closed 
out. 





P. J. Knipp, Jr., sold his 
hardware store in Tipton to 
Carl J. Weingart. 





George Wilson Hardware, 
Palmyra, has been sold to 
H. M. Rose. The new name 
of the store is Rose Variety 
Store. 
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Lester Schuster has sold 
the Schuster Hardware, Gal- 
latin, to Howard Marshall. 





The stock and building of 
John Abbot Hardware has 
been bought by the Haydon 
Hardware Co., Hannibal. The 
stock was moved to Haydon 
Hardware, and the building 
is being used as a storeroom. 





Belton Hardware & Furni- 
ture Co., Belton, has added 
a store at Hickman Mills. 
Bob Steinbrueck is the man- 
ager. 





NEBRASKA 


P. J. Stanosheck has pur- 
chased the Schmitz Hard- 
ware, Osmond, from his 
mother, Mrs. Lilian Schmitz. 
The store’snamewas 
changed to Stanosheck Hard- 
ware after Mr. Stanosheck 
assumed ownership. 





NEW JERSEY 


Spotswood Hardware moved 
to a new store at 312 Main 
St., Asbury Park. 





William Van  Heertum, 
president of the Van Heer- 
tum Hardware Co., Palisades 
Park, has been elected chair- 
man of the Mohawk District, 
North Bergen County Coun- 
cil, Boy Scouts of America. 





Charles C. Lutz will enter 
the retail hardware business 
in Earlton. 





NEW MEXICO ' 


Construction has been 
started on a brick building, 
No. Canal Street, Carlsbad, 
where Raymond Blair will 
open a_ second hardware 
store. He is the owner of 
Blair Hardware Co. The new 
building will be 75 ft. x 80 ft. 





Sam Covington has become 
associated with Litchfield 
Hardware, Clovis, owned by 
Homer Litchfield. 





Zimmer Hardware, 4615 
No. Fourth, Albuquerque, is 
being constructed. 





NEW YORK 


The St. Johnsville Hard- 
ware Co., St. Johnsville, has 
been sold by Claude Bottom- 
ley, Jr., to Raymond Coco. 


The Heathcote Hardware 
Store, Palmer Ave. & Heath- 
cote Rd., Scarsdale, was 
opened by Bob Hamlet re- 
cently. Parking space is pro- 
vided for customers. 





Kenneth Littlewood has 
purchased the Morgan Bros. 
Hardware, Main St., Afton, 
from Glen Morgan. Mr. Mor- 
gan has been in business for 
over 43 years. 





NORTH DAKOTA 


Richard H. Hilber pur- 
chased the Lisbon Hardware 
Co., Lisbon, from Minard A. 
Halvorsen. Mr. Halvorsen 
had been connected with the 
business for over 30 years. 





Scheel’s Hardware, Hills- 
boro, celebrated its opening 
with an open house. F. E. 
Mergenthal is the manager. 





John Meyer has sold the 
Meyer Hardware, 614 Front 
St., Fargo, to H. O. Beck. 





OHIO 


Wolfe Hardware Co., of 
Athens, Inc., was formed re- 
cently, with Byron A. Wolfe, 
president. The corporation 
has bought the Carpenter 
Hardware store in Athens. 





PENNSYLVANIA | 


The hardware store in the 
Schwartz Building, 868 Brad- 
dock Ave., Braddock, was 
destroyed by fire recently. 





SOUTH DAKOTA 
Westside Hardware, 1910 
W. St. Joe, Rapid City, open- 
ed recently. Free parking is 
provided. : 





Gerhardt Block has opened 
Block’s Hardware and 


Plumbing, Big Stone City, in 
the remodeled building form- 
erly housing Bonn & Olson 
Hardware. 


TEXAS 
Santa Fe Hardware Store, 
2121 Commerce St., Dallas, 
has been opened by Sam 
Arons. 





Merriman’s Hardware 
Store, Throckmorton, was re- 
cently destroyed by fire, with 
an estimated loss of $75,000. 
E. L. Merriman is the owner. 





Neal Bros. Hardware & 
Appliances has been opened 
at 507 Dumas Ave., Dumas. 





VERMONT 


Powers Hardware Co., 
Hardwick, has moved to a re- 
built and renovated store on 
Mill St. The store has ap- 
proximately 3,000 sq. ft. of 
floor space, and two freight 
rooms. Parking is provided 
for customers. 





WISCONSIN 


The Belle City Hardware 
Co., Racine, has moved to a 
new building at 3308-3310 
Washington Ave., West Ra- 
cine. The store is operated by 
Adolph and William Larson. 





WYOMING 


The Wheatland Hardware, 
Wheatland, formerly owned 
by Mrs. Orville Watson, has 
been purchased by R. W. 
Nuckols. 





SOUTH DAKOTA 
Stavig Bros. Hardware, 
Sisseton, has been destroyed 
by fire. The business was 
founded 52 years ago, and 
has been a member of Our 
Own Hardware for 26 years. 








Management Certificates Awarded to Five 
Appliance Makers By American Institate 


Five companies in the ap- 
pliance field are among 238 
firms throughout the United 
States and Canada which are 
being awarded Certificates of 
Management Excellence for 
the year 1950 by the Amer- 
ican Institute of Manage- 
ment, New York, according 
to Jackson Martindell, presi- 
dent of that non-profit foun- 
dation. The awards are 
based on its continuing study 
of more than 2,000 leading 
concerns—designed to pro- 
vide a base for research into 
corporate policies. 
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The five honored companies 
referred to include: General 
Electric Co., New York; Gen- 
eral Mills, Inc., Minneapolis; 
General Motors Co., Detroit; 
McGraw Electric Co., Elgin, 
Ill., and Sunbeam Corp. Cred- 
its are given for excellence 
in 10 separate fields—economic 
function, corporate structure, 
health of earnings growth, 
fairness to stockholders, re 
search and development, di- 
rectorate analysis, fiscal 
policies, production efficiency, 
sales vigor and _ executive 
evaluation. 
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Sagging clothes racks aud bie closets are a thing of 
the past with smart, sturdy K-Veniences! K-Veniences 
double closet capacity — and they're non-sagging, extra- 
strong. Offer your customers the complete line of over 

40 space-stretching fixtures . . . scientifically designed 
to meet specific closet needs, yet fully adjustable to 
individual requirements. They're finished in gleaming 
chrome, easily installed with a screwdriver. Screws packed 
with each fixture. All tie racks gift-boxed. 

cwitn nteect edversing—- NSA 


in American Home, House Beautiful, WANNER OTE W. 


Better Homes & Gardens, House & 
Garden and Household. Grand Rapids 4, Michigan 
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Cash in on the popularity 
of USE-TESTED K-VENIENCES 


A. Three-Tier Shoe Rack +785, holds 
up to 9 pairs of shoes. 





B. Four Arm Swinging Tie Rack +773, 
holds ties, bags, belts. 


C. Combination Hat Rack +782, holds 
6 hats, ties, belts, scarves. 


D. Clothing Carrier +1, slides entire 
wardrobe out into room. 


E. Hat Rack +1125, holds 2 hats 
against wall or door or under shelf. 


F. Hol-Mor Tie Rack +771, 36 spaces, 
pulls out at a touch. 


G. Swinging Arm Hanger +550, holds 
4 skirts or 4 pairs of trousers. 


H. Shoe Rack +4, holds 5 pairs of 
her shoes, or 4 pairs of his. 


€) Send for complete catalog 




















NEWS OF 


MANUFACTURERS’ AGENTS 








SALES CHANGES LISTED 
BY PRETTY PRODUCTS 


Pretty Products, Ine, 
manufacturers of rubber 
housewares products, has an- 
nounced additions to its field 
sales organization as fol- 
lows: 

Zeusler Associates, 105 W. 
High Terrace, Rochester 11, 
N. Y.: Simpson & Co., 721 
M & M Bldg., Memphis, 
Tenn.; and Parker-Swanson, 
7-A Second Unit, Santa Fe 
Bldg., Dallas 2, Tex. 

Others are W. P. Me- 
Dowell, 1543 Mission St., San 
Francisco 38, Calif.; Jack 
O’Reilly Co., 500 Washing- 
ton Ave., Minneapolis 1, 
Minn.; and W. A. Murray, 
.P. O. Box 116, Station H, 
Toledo 13, O. 

Also, Sigmund .Morvay, 
1150 Broadway, New York 


1; Addington-Woodward Co., 
3016 McGee Trafficway, Kan- 
sas City 8, Mo.; and the 
Keller Co., 1197-A Merchan- 
dise Mart, Chicago 54. 

Also, United Sales Agency, 
138 W. Innes, Salisbury, 
N. C.; Lester Beckman, 1011 
Chestnut St., Philadelphia 7; 
and C. A. Jackson Associates, 
22 Virginia Circle, Grafton, 
Mass. 


DUO-THERM APPOINTS 


Duo-Therm Div., Motor 
Wheel Corp., Lansing, Mich., 
has appointed B. H. Spinney 
Co., Springfield, Mass.; Ma- 
jor Appliance Corp., Boston; 
J. A. Williams Co., Pitts- 
burgh; Kane Co., Cleveland, 
and Thompson & Hamilton, 
Inc., Columbus, as distrib- 
utors of Duo-Therm oil and 
gas heaters and furnaces. 


B. H. Spinney Co. will 
cover northern Connecticut, 
central Massachusetts, and 
southeastern Vermont, while 
the Hamden, Conn., branch 
of the firm will handle south- 
ern Connecicut. Major Ap- 
pliance Corp. will handle the 
Cape area, and its Provi- 
dence subsidiary will cover 
Rhode Island and Eastern 
Massachusetts. 

J. A. Williams Co. was 
assigned to western Pennsyl- 
vania, southeastern Ohio, 
and northern West Virginia, 
while the Kane Co. will han- 
dle the northeastern Ohio 
area. Thompson & Hamilton, 
Inc., will be the distributor 
for south central Ohio. 





OTHER APPOINTMENTS 


Ascot Products Co., 865 
No. Sangamon St., Chicago, 


will handle Levelmatic “Wob- 
ble-Stopper” Floor Glides for 
Ever-Level Glides, Inc., New 
York. 





Georgia Appliance Co., 
1404 Spring St., NW, At- 
lanta, has been appointed by 
Arvin Industries, Inc., Co- 
lumbus, Ind., as distributor 
of Arvin TV receivers, radios 
and appliances in the state 
of Georgia. 





Wallace Johnston Distrib- 
uting Co., 708 Linden Ave., 
Memphis, was appointed by 
Whirlpool Corp. to handle the 
firm’s home laundry equip- 
ment. 





Industrial Supply Co., 
Boston, and H. L. Gilliam, 
New York City, will handle 
the distribution of the “Sea- 
soned Hickory” tool handles 
of Fleischmann Handle Co., 
Baltimore. Industrilal Sup- 
ply Co. will cover New En- 
gland, and H. L. Gilliam, 
Metropolitan New York, 
Philadelphia, Eastern Penn- 
sylvania, and New Jersey. 








WESTINGHOUSE FORMS 
TUBE DIVISION; PLANS 
THREE NEW PLANTS 


The Westinghouse Electric 
Corp., New York City, an- 
nounced formation of an elec- 
tronic tube division and re- 
ported plans are in progress 
for three new plants to man- 
ufacture various types of 
tubes. 

Gwilym H. Price said the 
new plants undoubtedly will 
go into the production of 
tubes needed in the defense 
effort. Ultimately, he added, 
when military requirements 
drop off the plants will man- 
ufacture tubes for industrial 
and X-ray use, radio trans- 
mitting and receiving tubes, 
and television picture tubes. 
Westinghouse now manufac- 
tures electronic tubes at the 
company’s Lamp Division 
plant in Bloomfield, N. J. 

E. W. Ritter has been ap- 
pointed manager of the 
newly-established electronic 
tube division, Mr. Price an- 
nounced. 

Formerly an executive with 
the Radio Corp. of America 
and Corning Glass Works, he 
has had wide experience in 
the development, design and 


manufacture of _ electronic 
tubes and glass. 
Mr. Ritter, who joined 


Westinghouse last April as a 
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consultant, will retain his 
headquarters in Bloomfield 
for an indefinite period. 





FORT DUQUESNE STEEL 
DOUBLES PLANT AREA 


Fort Duquesne Steel Co., 
Pittsburgh, Pa., has acquired 
a warehouse building adja- 
cent to its Pittsburgh ware- 
house plant, doubling the 
floor area of the plant, ac- 
cording to an announcement 
by Donald C. Lott, president. 

An additional coil slitting 
line will be installed within 
the next 60 days, increasing 
the company’s cold rolled 
strip capacity. Automatic 
cut off equipment for cold 
finished bars is being added 
and the company plans addi- 
tional equipment for round 
edging strip and straighten- 
ing and cutting to length 
sheet and strip coils. 





SALES AREA CHANGES 


The National Pressure 
Cooker Co., Eau Claire, Wis., 
has made several changes in 
sales. territories recently. 
Salesmen and their territory 
coverage will be: M. H. Mel- 
ton, Alabama; Robert White 
of Atlanta, Ga., North Caro- 
lina, South Carolina and Vir- 
ginia; Rubin Katz of Boston, 
Mass., upstate New York 
through Syracuse; R. C. 


Warren, Washington, D. C., 
eastern Pennsylvania, includ- 
ing Philadelphia, and the 
Buffalo markets. 





YVONNE HORTON HOOVER 
HOME ECONOMIST AID 


The appointment of 
Yvonne Horton as assistant 
home economist in the 
Hoover Home Institute, the 
home economics department 
of The Hoover Co., pioneer 
maker of electric cleaners, 
was announced by Madge 
Dilts, director. Miss Horton 
was previously a member of 
the staff in the department of 
Household Equipment and 
Home Management at Syra- 
cuse University. 





YVONNE HORTON 


1400 AT WINCHARGER’S 
YULETIDE PARTY 


Fourteen hundred’ em- 
ployees and their children at- 
tended Wincharger Corp.’s 
annual Christmas Party at 4 
Sioux City high school audi- 
torium recently. 

Wincharger workers pro- 


vided entertainment from 
their own ranks: a Santa 
Claus, Christmas carolling 


groups, holiday readings, a 
variety of musical solos, and 
a ballet number by the 
talented daughter of a labo- 
ratory technician. 

Professional movies were 
shown—community singing— 
a Christmas tree with candy 
gifts, and over a thousand 
balioons made it a success. 

The Wincharger public re- 
lations department showed 
candid color photo slides of 
Christmas interviews with 
Zenith dealers on their Sioux 
City sales fioors, with wire 
recordings of their remarks 
on Zenith products. All re- 
marks were extemporaneous 
and unrehearsed. Also shown 
were candid color slides made 
in the homes of Zenith radio 
users in Sioux City. Select- 
ing addresses at random from 
dealer files, they visited the 
homes of Zenith listeners and 
wire recorded their reactions 
also. 
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OBITUARIES 





C. F. BENNETT 


Clarence F. Bennett, 78, 
president of The Stanley 
Works, died recently in his 
home in New Milford, Conn. 





Cc. F. BENNETT 


Mr. Bennett joined the 
Stanley company in 1891 as 
a shipping room clerk, and 
in 1912 was made a director 
of the company. He was 
elected president in 1923, and 
remained in that capacity un- 
til 1941, at which time he was 
named chairman of the 
board. He retired from this 
post in 1947, but continued 
to serve as a director. 

He was also a director of 
the New Britain Trust Com- 
pany, North & Judd Mfg. Co., 
and the Hartford County 
Manufacturers Association. 

Mr. Bennett’s widow and 
two daughters survive him. 





GEORGE F. RUBELMANN 


George F. Rubelmann, 81, 
president of the Rubelmann- 
Lucas Hardware Co., a heavy 
wholesale hardware firm, 
1939 N. Broadway, St. Louis, 
Mo., died recently following 
an operation in St. Luke’s 
Hospital. His home was at 
6419 Ellenwood Ave., Clay- 
ton, Mo. His father was one 
of the founders of the hard- 
ware company in 1860. Mr. 
Rubelmann is survived by his 
widow, three sisters and a 
daughter. 





JOHN P. HOELZEL 


John P. Hoelzel, 67, presi- 
dent of Pittsburgh Screw & 
Bolt Corp., Pittsburgh, died 
suddenly at his home, 5611 
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Aylesboro Ave., Pittsburgh. 

Mr. Hoelzel joined Pitts- 
burgh Screw & Bolt Corp. 
sales force as a young man. 
He rose to vice-president of 
sales and director, and was 
made president in 1939. 

His widow and two chil- 
dren survive him. 





CORLEY W. KIRBY 


Corley W. Kirby, 56, sales 
executive of the Crosley Di- 
vision of Avco Mfg. Corp., 
Cincinnati, died after an ill- 
ness of several months in 
Cincinnati. 

Mr. Kirby had been with 
General Motors Corp. for 18 
years, first in the company’s 
home radio operations, and 
then with the Chevrolet Div. 
and the Frigidaire Div. He 
was placed in charge of plant 
city relations during World 
War II. He joined Crosley in 
1947 as domestic sales mana- 
ger, and was advanced to 
assistant general sales man- 
ager in charge of the eastern 


region. 
He is survived by his 
widow, son, mother, four 


sisters and a brother. 





D. E. BAIRD 


D. E. Baird, 92, president 
of the Baird Hardware Co., 
Inc., a heavy wholesale hard- 
ware firm, Charleston, W. 
Va., died recently in a hos- 
pital at St. Petersburg, Fla. 
His home was at 613 Main 
St., Charleston. 

Mr. Baird started as a 
clerk in the N. S. Burlew 
Hardware Co., working there 
for 25 years. He then pur- 
chased the F. C. Higgin- 
botham hardware store, and 
started business for himself. 
He also was a vice-president 
and director of the Charles- 
ton Trust Co., and a member 
of the Knights of Pythias. 

Mr. Baird is survived by 
his widow, a son, a daughter, 
and a brother. 





THOMAS P. KIRK 
Thomas P. Kirk, purchas- 
ing agent, for the Laclede 
Steel Co., St. Louis, died re- 
cently. 





WILLIS H. SIMPSON 


Willis H. Simpson, New 
York City, died recently. He 
was a manufacturers’ agent. 
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LOUIS E. CRANDALL 


Louis FE. Crandall, 77, 
president for many years of 
the former Simmons Hard- 
ware Co., wholesalers, St. 
Louis, Mo., and at one time 
regional director of WPB 
with headquarters in St. 
Louis, died recently at his 
home, 1919 South Grand Ave. 

Mr. Crandall began his 





LOUIS E. CRANDALL 


hardware career in the retail 
business in Galesburg, Ill. In 
1905 he joined Simmons 
Hardware Co., becoming its 
president in 1932 and negoti- 
ating its sale to Shapleigh in 
1940. With the termination 
of the affairs of the Simmons 
company, he joined the Office 
of Production Management, 
Washington, D. C., to organ- 
ize field offices. He was then 
transferred from St. Louis to 
Washington by the WPB suc- 
cessor to OPM. 

In 1945, Mr. Crandall and 
one of his former WPB asso- 





ciates, A. H. Ricker, organ- 
ized the Crandall-Ricker 
Sales Corp., 1302 Paul Brown 
Bldg., St. Louis, Mo., manu- 
facturers agents who covered 
the central and midwestern 
states. He retired in 1948 
from the company. 

Mr. Crandall is survived 
by his widow Lorene and 
eight sons. 





R. W. MERIWETHER 


Robert W. Meriwether, 87, 
operator of Meriwether’s 
Hardware Co., died in his 
home in Paragould, Ark. He 
was an organizer and former 
vice-president and director 
of the National Bank of Com- 
merce. He was also a Mason, 
a Shriner, and a member of 
the Arkansas Retail Hard- 
ware Association. 





LOUIS HAMBROCK 


Louis Hambrock, 60, died 
at his home in St. Sauveur, 
Quebec, recently. He was a 
partner and vice-president of 
Throp-Hambrock Co., Ltd., 
and vice-president of the 
Murphy Paint Co., Ltd. 





H. B. JUSTICE 


H. B. Justice, 82, of Laurel, 
Miss., salesman for C. T. Pat- 
terson Co., New Orleans, died 
recently. He was previously 
associated with the Frank 
Gardiner Hardware Co. 





S. R. WEIGAND 


S. R. Weigand, Lynchburg, 
Va., hardware retailer, died 
recently. 
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1951 BRAND NAMES DAY 
SET FOR APRIL 11 


A luncheon for the Ameri- 
can merchant, a series of af- 
ternoon working clinics and, 
for the first time in the his- 
tory of the event, a dinner 
addressed by an internation- 
ally known speaker, will 
highlight Brand Names Day 
—1951, according to E. Hu- 
ber Ulrich, assistant to the 
president, The Curtis Pub- 
lishing Co., Philadelphia, af- 
ter members of the 11-man 
Brand Names Day commit- 
tee had met for the first time. 

The sixth annual all-day 
conference on brands and ad- 
vertising to be sponsored by 
the Foundation, will take 
place on April 11 at the 
Hotel Commodore in New 
York City. It will coincide 
with BNF’s annual member 


meeting and the election of 
new officers and directors. 

At that time, the Founda- 
tion will confer “Brand 
Name Retailer of the Year” 
citations to merchants in 17 
separate categories of retail- 
ing for outstanding brand 
promotional campaigns dur- 
ing 1950. 





H. R. FISCHER DIRECTS 
NICRO STEEL PLANT 


H. R. Fischer has been 
named plant superintendent 
of the recently acquired Nicro 
Steel Products Co., division 
of the Cory Corp. 

Mr. Fischer was associated 
with the former Nicro Co. 
and was active with them in 
the capacity of assistant 
plant superintendent. He 
had been with Nicro since 
early in 1947. 
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How's the Hardware Business? 
(Continued from page 14) 


hardware lines such as tools, build- 
ers’ hardware, paint, glass, house- 
wares, household appliances, cut- 
lery and roofing materials. 


The five leading states in terms 
of sales volume of hardware stores 
in 1948 were New York, California, 
Ohio, Pennsylvania and Illinois, in 


that order. The ranking in 1939 
was New York, Ohio, Pennsylvania, 
California and Illinois. 

For the workweek ended nearest 
Nov. 15, 1948, there were 113,165 
paid employees in hardware stores, 
of which 98,311 were paid for the 
full workweek. Total payroll for 


Hardware Sales Up Sharply in Latest Census Data 


The data below are the latest information released by Bureau of Census, based on the 1948 Census of 

































































Business. It shows number of stores and sales in 1939 and 1948, and payrolls and personnel for 1948. See text 
for definition of a hardware store. 
Establishments Sales, entire year Unincorporated ae te 
Pay roll, businesses asm aoe. 35 1948 
(Number) (Thousand dollars) —— a 
Geographic division and State 1948 nie Unpaia 
proprie- family Full 
1948 1939 1948 1939 tors, workers, Total workweek 
(n — Nov. 1948 | Nov. 1948 
dollars) | (Number) (Number ) (Number) | (Number) 
United States, total.... 34,674 29,147 | 2,493,669 629,276 244 ,093 36,017 15,176 113,165 98,312 
ie Ss osicecncnsvecesoses 1,907 1,675 154,684 47,054 19,149 1,507 564 8,580 7,368 
MED ccctecdsconebsaeiceces 200 211 15,635 5,024 1,648 170 77 784 706 
130 91 15,619 4,075 2,144 100 35 914 804 
96 101 6,337 2,649 694 92 25 336 299 
931 853 66,676 22,623 8,138 668 252 3,759 3,224 
151 121 4,518 3,892 1,836 133 51 835 688 
PRIMER se sacssvesscoeses 399 298 35,899 8,791 4,689 344 1% 1,952 1,647 
WiAiia BURNE6s 0c 5 cvccccccee 6,082 6,084 395,384 116,054 42,433 6,229 2,667 18,482 16,377 
ME Scbacvewdsensnesse 2,954 3,192 188,158 59,125 21,095 2,946 1,165 8,615 7,771 
1,113 1,007 56,103 17,602 5,357 1,132 529 2,286 1,979 
2,015 1,885 151,123 39,327 15,981 2,151 973 7,581 6,627 
East North Central.........0e- 8,233 7,410 583,262 142,476 60,573 8,791 3,824 27,337 22,917 
CN cesitsncscscrsiscomeses 1,960 1,808 152,323 40,043 16,199 1,980 828 7, bbele 6,357 
MMMM ai tacaeveeneevewes ‘ 1,038 876 83,412 16,430 9,086 1,073 430 4,018 3,498 
SE Een 2,150 2,151 139,291 34,977 14,633 2,355 1,058 6,327 5,329 
os kinscantepemnonr’ 1,862 1,465 117,050 29,197 11,108 2,162 884 5,031 4,097 
CES ciccesverseveserss 1,223 1,110 91,186 21,829 9,547 1,221 624 4,517 3,636 
West North Central........++++ 6,243 5,768 373,301 90,464 29,853 6,828 3,049 16,521 13,795 
PRs poccecseresscinnes 1,514 1,282 99,747 25,410 8,338 1,653 689 5,085 4,357 
MM Didiecscecsaunreinecne 1,287 1,208 81,376 19,446 6,876 1,468 624 3,624 2,959 
EE ee 1,080 1,042 57,787 16,932 4,964 1,127 482 2,592 2,227 
474 424 27,557 5,405 1,810 505 236 956 768 
456 388 25,478 4,585 1,521 476 272 888 679 
DER pr rd0ecdecescercous 702 653 43,544 9,106 3,194 768 366 1,679 1,369 
MM tecddccicccavccvssxs 730 771 37,812 9,580 3,150 831 380 1,697 1,436 
3,627 2,380 319,629 (x) 30,943 3,477 1,154 14,610 13,255 
7 4 7,051 1,007 850 7 26 393 339 
480 392 27,417 7,752 2,565 524 201 1,202 1,059 
104 98 8,875 (x) 1,005 121 34 427 368 
489 331 54,341 12,273 5,514 433 121 2,593 2,329 
West Virginia........sseeeee 298 213 25,759 5,224 2,796 266 108 1,238 1,118 
North Carolina....sssssseees 603 384 57,575 13,786 5,534 587 169 2,590 2,380 
South Carolina....sssseeeeee 311 194 34,128 6,954 2,995 265 75 1,591 1,409 
ME focteverescconcaraee 618 387 53,684 12,274 4,620 597 175 2,355 2,175 
Pe ieschrecosssececsiode 643 333 50,799 11,212 5,064 633 245 2,221 2,078 
East South Central............ 2,016 1,257 163,329 36,854 12,472 2,233 825 6,696 6,146 
NEG is cctsauceaecdwess 594 434 44,832 10,345 3,097 690 273 1,629 1,476 
Cn ee 578 324 47,357 12,292 3,510 634 200 1,917 1,770 
Ric cascunasededeamnens 532 297 44,413 8,431 3,639 571 214 1,986 1,823 
ES RE Se 312 202 26,727 5,786 2,226 338 138 1,164 1,077 
West South Central.........+++ 2,614 1,883 168,485 45,339 13,972 2,696 1,296 7,239 6,583 
DED odcWieatercssrseses 321 236 22,139 6,436 1,559 340 148 842 77 
PEs ccevciccesovceuse 460 251 30,423 6,816 2,634 443 232 1,336 1,246 
re 526 490 27,440 9,495 2,231 589 276 1,188 1,061 
Si adewegeccwescveevesous 1,307 906 88,483 22,592 7,542 1,324 640 3,873 3,505 
1,131 7169 94,028 (x) 8,568 1,111 503 3,912 3,295 
233 164 18,808 4,346 1,531 236 85 715 592 
178 132 15,267 4,005 1,299 187 85 562 498 
RR bc cvwncesseteseevens 80 59 6,849 1,497 544 68 34 268 22 
CE cocnncesbeusecesees 336 236 24,110 5,000 2,050 348 ug 1,053 854 
No xie<occconcoeees 97 57 8,468 1,925 801 96 54 355 304 
PE Ricbsbsccccrvedeesse 100 48 9,548 3,123 1,037 89 42 407 356 
inckcsnisnsenteriedseese 80 48 8,210 886 1,035 61 36 461 384 
DEER c ccccccccccesceceseocs 27 25 2,768 (x) 27 26 18 91 85 
ici niwnecenatiaasied 2,831 1,921 241,567 56,209 26,130 3,145 1,294 9,788 8,575 
Mi ccsascsdvevednews 550 382 44,035 10,207 4,811 585 275 1,782 1,508 
ivesccadesrieeneeteae 427 277 34, 7,566 2,934 521 208 1,190 1,048 
IRS 5 évacnrrccsvesecs 1,854 1,262 163,155 38,436 18,385 2,039 811 6,816 6,019 
x Withheld to avoid disclosure. 
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FROM 
ANY 
Tel tl te: 


IN 
ANY 
CAPACITY 


GOULDS FAMOUS JET-O-MATIC— 
Wide range of capacities, pres- 
sures. For shallow or deep wells. 





AT 
ANY 
PRESSURE 





GOULDS CID DEEP WELL UNIT— 
For wells up to 290 ft. in depth. 
6” and 9” strokes. ; 


ELECTRIC 
OR 
GASOLINE 





GOULDS PYRAMID UNIT— 
Capacities up to 3500 gallons per 


hour. Pressures up to 75 Ibs. SENECA FAR 


WATER 


FOR EVERY FARM 
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GOULDS BALANCED-FLOW JET— 
Tankless, with self-adjusting capac- 





ity. For shallow wells. 








GOULDS CID SHALLOW WELL— 
Capacity 350 GPH. Piston type. 
Moderate speed gives long life. 





GOULDS HORIZONTAL 
CELLAR DRAINER — 


Nothing in sump but suction pipe 
and weights. Many other distinct 
advantages. 


SYSTEMS 


AND HOME NEED 


1948 in these stores amounted to 
$244 million. 

The following breakdown of 1948 
data shows the relation of the vari- 
ous geographical regions and states 
in number of establishments and 
volume of business: 


Retail Hardware Sales 
In 1948, By States 


Number of Stores 
% of U. 8. Total 
Retail Sales 

% of U.8. Total 


New England 6.2 5.50 
Maine .62 58 
New Hampshire .62 37 
Vermont 25 .28 
Massachusetts 2.67 2.68 
Rhode Island 58 44 
Connecticut 1.43 1.15 

Middle Atlantic 15.85 17.54 
New York 7.54 8.52 
New Jersey 2.25 3.21 
Pennsylvania 6.06 5.81 

East North Central 23.39 23.74 
Ohio 6.11 5.65 
Indiana 3.34 2.99 
Illinois 5.59 6.20 
Michigan 4.69 5.37 
Wisconsin 3.66 3.53 

West North Central 14.97 18.00 
Minnesota 4.00 4.37 
Iowa 3.26 3.71 
Missouri 2.82 3.11 
North Dakota 1.10 1.37 
South Dakota 1.02 1.31 
Nebraska 1.75 2.02 
Kansas 1.52 2.10 

South Atlantic 12.82 10.43 
Delaware .28 .20 
Maryland 1.10 1.38 
Dist. of Columbia 36 30 
Virginia 2.18 1.41 
West Virginia 1.03 86 
North Carolina 2.31 1.74 
South Carolina 1.37 .90 
Georgia 2.15 1.78 
Florida 2.04 1.85 

East South Central 6.55 5.81 
Kentucky 1.80 j By § 
Tennessee 1.90 1.67 
Alabama 1.78 1.53 
Mississippi 1.07 90 

West South Central 6.76 7.54 
Arkansas .89 .93 
Louisiana 1:22 1.33 
Oklahoma 1.10 1.52 
Texas 3.55 3.77 

Mountain 3.77 3.26 
Montana 75 .67 
Idaho 61 51 
Wyoming 27 .23 
Colorado 97 97 
New Mexico 34 .28 
Arizona, 88 .29 
Utah 33 28 
Nevada 11 .08 

Pacific 9.69 8.16 
Washington 1.78 1.59 
Oregon 1.38 1.23 
California 6.54 5.35 
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Purchasing Agents Expect Pinch in Civilian 
Goods Will Be Felt in March 


(Continued from page 14) 


March and the early part of the 
second quarter. The report stated 
that industrial inventories are at 
a low for the year and are gener- 


ally out of balance. Raw material 
stores are probably below a prac- 
tical working inventory, it was 
stated. 


Wiring, Plumbing and Heating Materials 
Will Curtail Building Operations in 1951 


A reduction in construction in 
1951 due to shortages in vital 
building materials was seen by 
A. Naughtin Lane, president of the 
Producers’ Council, building ma- 
terial’s industry trade group. 

Among the items which he said 
would be in short supply were 
copper for electrical wiring, stain- 
less steel and other metals for 
plumbing fixtures and steel for 
furnaces. He said there would 
also be difficulty in getting parts 


for heating systems, materials for 
windows and frames, and possibly, 
an adequate supply of nails. How- 
ever, substitutes would be easier 
to obtain for these than for copper 


wire, plumbing fixtures and 
furnaces. 
Meanwhile, Clyde A. Fulton, 


president of the National Retail 
Lumber Dealers Association, said 
that building expenditures in 1950 
set a new high, exceeding $27 bil- 
lion. 


Strong Demand for Tight Supply of Civilian 
Goods Will Loom Large in Business Picture 


Civilian goods will be restricted 
in 1951 because of the tempo of 
the war effort, which wiil increase 
the tempo of business activity, 
stated Henry H. Heimann, execu- 
tive manager of the National Asso- 
ciation of Credit Men, in a year- 
end statement. 

Mr. Heimann makes the follow- 
ing observations on the new year’s 
business picture: 

Labor will be in short supply. 
Wages, despite all efforts to con- 
trol inflation, will rise in dollars. 
The buying power of the dollar, 
however, may deteriorate further. 

Taxes may increase to the point 
where they destroy incentive . 

A war situation, however, would 
boom per capita production. 

Business earnings have passed 
their peak. 

Agriculture will stimulate pro- 
ductions through heavier plant- 
ings and better farming. The in- 
come of the farmer will be main- 
tained at a high level. 

Construction of homes will de- 
cline rather drastically. 

Automobile production will be 
curtailed. 

The cost of living will continue 
to rise. 

Expect more controls and regu- 
lations. 

Mr. Heimann suggests some 
things business should do to meet 
the pressure of a war economy in 
1951: 


Don’t speculate in inventories. 

Keep equipment up to the min- 
ute. Be more cautious about plant 
expansion irrespective of the tax 
amortization law. Overhead will 
be an important factor later on. 

Be sure to anticipate your in- 
creased taxes not only in the year’s 
balance sheet because of any re- 
troactive feature but in its impact 
on your cash position. 

Maintain a strong sales and 
credit department. You'll need 
them badly later on. 

Don’t make the mistake of sell- 
ing only to gilt edge credit risks. 
Instead develop better credit 
worthiness with marginal custom- 
ers through guidance and sound 
counsel and advice. Marginal cus- 
tomers today may mean the differ- 
ence between a profit and loss 
tomorrow. 

Summing up Mr. Heimann said, 
“Domestically one of the great 
fears is that of continued inflation. 
Inflation is the result of a dan- 
gerous ratio of money supply to 
available goods and services. It 
can be checked by limiting money 
supply or bringing up production 
of civilian goods to get it in 4 
comfortable balance to our money 
supplies. 

“It is obvious it will be most 
difficult if not impossible to in- 
crease the production of peace- 
time civilian goods and services 
when so much of our effort will 
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be required for war or defense 
purposes. It is also a sad fact 
that the limitation or reduction of 
money supply is politically next 
to impossible. With billions of 
dollars accumulated in the hands 
of the consuming public any con- 
trols or regulations limiting ci- 
vilian production and buying will 
merely defer inflation or cause a 
wild scramble for the limited sup- 
ply of goods.” 


New GE Head Says 
Output May Drop 33-45%, 


General Electric Co. expects that 
between 33 and 35 pct of its output 
in 1951 will consist of military 
products, according to Ralph J. 
Cordiner, the company’s new presi- 
dent. 

Defense work accounted for 21 
or 22 pct of General Electric’s busi- 
ness in 1950. In the event of all-out 
mobilization of industry in 1951 
the figure might hit as much as 
45 pet, Mr. Cordiner stated. 

Due to shortages of materials, 
the company plans to reduce pro- 
duction of refrigerators at its Erie, 
Pa., plant in January. The amount 
of the cut has not been determined. 
It was stated that where cutbacks 
of refrigerators or other appliances 
are made necessary, they will af- 
fect all models and not particular 
items in certain price classes. 


Westinghouse Head Predicts 
Deep Cutback in Durables 


Industry’s problem in 1951 is to 
produce for defense and at the 
same time maintain a flow of essen- 
tial civilian goods, said Gwilym A. 
Price, president of Westinghouse 
Electric Corp., in a year-end state- 
ment. 

“Limitations on basic materials 
such as copper, aluminum, steel, 
nickel and cobalt, will determine 
the extent to which it will be able 
to meet both of these responsibili- 
ties,” he said. “This is especially 
true in the electrical manufactur- 
ing industry where all heavy in- 
dustrial equipment as well as 
appliances, television and radio re- 
ceivers require these strategic ma- 
terials. 

“Only a short time ago it looked 
as if electrical manufacturers could 
meet the nation’s foreseeable mili- 
tary requirements without too seri- 
ously dislocating civilian produc- 
tion. Now accelerated military 
orders indicate steep cutbacks in 
the output of consumer durable 
goods.” 


HARDWARE AGE, JANUARY 11, 1951 





New Markets! 





of 

VIL AAGDY AN 2744 

FUSE COUPLING 
A TOTALLY NEW kino oF PROTECTION 


PROTECTS THE HOME 


New Volume! New Profits! 
What FIREGUARD <2 


A Fuse ——— with a built-in fire-safety feature . . . a unit that 
holds a small fuse to protect extension cords and lamp cords. 


FIREGUARD fits any standard wall outlet and is listed under Re- 


examination Service of Underwriters’ Laboratories, Inc. 


What FIREGUARD does 


Makes possible the use of a fuse small enough to give proper pro- 
tection to extension cords or lamp cords. 


Breaks circuit automatically — shuts off danger point from main line. 
Locates damaged wire — saves time and inconvenience. 


FIREGUARD opens new markets .. . 


is a prospect, and almost every office and store. 


every wired home 














A HALF CENTURY 

OF "KNOW-HOW" 
F. H. Smith Mfg. Co., manufacturer of 
FIREGUARD, has been making high 
quality precision built hardware for 
nearly 50 years. 


CONTACT YOUR JOBBER 


Contact your jobber today. Write us 
for detailed information . . . giving us 
your Jobber's name. 





F.H. SMITH MFG. CO. 


SALES OFFICE 


NATIONAL 
3628 SOUTH BLAKE ST. * CHICAGO 9, ILLINOIS 
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and so do their parents 


Fast moving off the shelves of 


dealers as they are on the flying 
feet of moppets, Lilliputians are true exten- 
sion sidewalk skates, especially designed for 
children from 3 to 6 or 7. 





Safety for small skaters is built in: small 
diameter wheels (to lower center of gravity) 
adjust with foot plate for proper alignment 
on feet and good balance. Heel and toe 


straps hold small feet securely. Two models: 
No. 1, wheels mounted directly on axle; No 
2, genuine ball bearing skate. 


SEE YOUR JOBBER OR WRITE DIRECT 
FOR SKATE CATALOG 


HTAN TTT at) 


HARDWARE COMPANY 


Torrington, 
Connecticut 
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Government Cuts Paint Colors from 500 to 187; 
New Specification Expected to Reduce Costs 


The colors of paint to be used 
throughout the government have 
been reduced from 500 to 187, ac- 
cording to a Federal specification 
issued on Dec. 24 by the General 
Services Administration. 

Color experts in Government and 
industry cooperated in the develop- 
ment of the new specification. The 
problem of reducing colors has been 
under consideration for more than 
20 years. 

Jess Larson, Administrator of 
General Services, stated, “It is a 
landmark in our efforts to stand- 
ardize materials used by govern- 
ment and thus to bring about sub- 
stantial savings. 

The Federal Government spends 
annually about $100 million and 
this reduction in the number of 


colors purchased is expected to re- 
duce paint costs and inventories as 
a whole. 

A color card book in loose leaf 
form has been developed for the 
use of purchasing agents in gov- 
ernment who buy paint. 

Printed by special process, this 
book consists of stain- and fade- 
proof color squares on paper, group- 
ing the 187 colors from browns to 
grays, in three classifications of 
gloss, semi-gloss and lustreless. 

The book, representing thousands 
of dollars for technical research, 
will be available to the public in 
February, at the Government 
Printing Office, for $4.50 per copy. 
Its title is: “Federal Specifica- 
tions, Colors (for) Ready-Mixed 
Paints.” 


National Output in 3rd Quarter Rose 
$14 Billion; Partly Due to Higher Prices 


National output, which is the 
nation’s gauge of total production 
of goods and services has been 
rising as fast in the final quarter 
of the year as it did in the third 
quarter, according to the U. S. 
Commerce Dept. In the third 
quarter production was up at a 
rate of $14 billion, touching a 
$284,300,000,000 annual rate for 
the period. 

Another rise of this magnitude, 
it was pointed out, would put out- 
put at the $300 billion level, a goal 


Mid-Dec. Dept. Store Sales 
Higher in Many Big Cities 

Ohio cities led in the improve- 
ment in department store sales in 
the week ended Dec. 16, over the 
same week of 1949, according to 
the Federal Reserve Board. 


Cleveland and Akron department 
stores both did 22 pct more busi- 
ness in that week than in the same 
period of last year. Ohio stores 
did more business late in Decem- 
ber because of the storms which 
slowed trade in the early weeks. 


Other leading cities and their 
percentage of increase over the 


previous year were: Houston, 18 
pet; Duluth-Superior, Erie, In- 
dianapolis, Louisville, Milwaukee, 


Toledo and Syracuse, 16 pct, and 
Columbus, Detroit and Seattle 
15 pet. 

None of 46 reporting cities did 


which President Truman last Jan- 
uary set to be reached in five years. 

However, even if this point were 
reached it would not achieve the 
physical output sought by the 
President as a considerable part 
of the dollar-volume output in- 
crease in the final two quarters 
has been due to higher prices 
rather than to a rise in production. 

Most of the direct impact of the 
stepped-up defense program will 
not be felt until 1951, the depart- 
ment stated. 


less business in the week ending 
Dec. 16 than they did in the like 
1949 period. 


November Retail Sales 
Of All Kinds Down 3% 


November sales of retail stores 
amounted to $11,650,000,000, or 7 
pet above a year ago, according to 
the Dept. of Commerce. After ad- 
justing for seasonal factors and 
trading day differences, the dollar 
volume of November sales was 
about 3 pct below October. 

The downward movement was in 
general confined to the durable 
groups. Seasonally adjusted sales 
of all durable-goods stores in No- 
vember declined about 10 pet from 
the previous month, while those 
in the nondurable categories rose 
about 11 pet. 

The buildings materials and 
hardware group of stores showed & 
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5.5 pet decline in sales from Octo- 
ber to November, after adjustment 
for seasonal factors and trading 
day differences. Larger sales de- 
clines were shown by automotive, 
home furnishings and _ jewelry 
stores, in the durable goods cate- 
gory. 


Plymouth Increases Prices 
On Entire Rope Line 


A general increase on rope prices 
was made by the Plymouth Cordage 
Co., effective Dec. 14. The price 
of Ship brand Manila rope, %4 in. 
diameter, rose two cents per pound, 
from 56 to 58 cents. The last price 
increase was made on July 31, 1950. 

Other increases, on 34 in. diame- 
ters, were: Ship brand Manila 
stormline, from 57 to 59¢ per Ib.; 
Manila purse line, 61 to 63¢; Ma- 
nila bolt rope, 68 to 73¢; Manila 
harpoon line, 68 to 73¢; Manila 
wheel rope, 68 to 73¢; Manila trans- 
mission rope, 70 to 75¢; Yankee 
pure Manila rope, 51 to 53¢; sisal 
transmission rope, 49 to 5612¢; and 
sisal rope, 4114 to 49¢. 


International Harvester 
Withdraws Price Increases 


International Harvester Co. has 
agreed to withdraw price in- 
creases put into effect after Dec. 1. 
The company notified the Eco- 
nomic Stabilization Agency to this 
effect after the agency imposed a 
“voluntary” freeze on prices but 
stated that adjustments may be 
possible under four “fair stand- 
ards” it cited. The company agreed 
to the rollback, although it indi- 
cated it was not clear as the mean- 
ing of the government’s new “fair 
standards.” 

The company on Dec. 12 in- 
creased prices on most of its farm 
machinery and industrial power 
units 4 pet and boosted truck 
prices by between $25 and $100. 


Permalite Aggregates 
Boosted in Price 


A rise in the price of Permalite 
aggregates by approximately 8 pct 
Was announced by the building 
products division of the Great 
Lakes Carbon Corp. Permalite 
aggregates are used in place of 
sand in plaster and concrete. 

The company said later that it 
didn’t think it would have to re- 
scind the increase, which went 
into effect Dec. 15, in the light of 
the voluntary rollback order of the 
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For new fields of 
sales and profits 





ELECTRIC HOUSEWARES 


CEREAL RL OI Na 


For welcome added business and extra profits, look to 
the OSTER line of electric housewares. Each OSTER prod- 
uct has its own strong, special appeal—each is a wanted 
item that sells today and every day. 

OSTER Electric Housewares are consistently advertised 
in LIFE, GOOD HOUSEKEEPING, SATURDAY EVENING 
POST. 
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* 
The Original Liquefier and Blender 
Only OSTERIZER has the leakproof container that opens at 
both ends. Easy to clean, easy to empty. Removable container 
base also fits standard Mason jar. Exclusively recommended by 
Gayelord Houser, famous food authority and author. 
I I a  s 
t 2-Beater M \ 
Portable assage Instrument 
| Electric Mixer The only massage instrument thot 
1 gives real Swedish-type massage. 
OSTERETT has more power per Exclusive Suspended Motor Action 
2 pound than any mixer in the delivers thousands of rotating- 
iQ world. No other mixer is so handy, es . patting movements per minute to 
so powerful, and so easy to use fingertips. Two models: STIM-U- 
e for every food mixing job—mixes, & « LAX, Junior and SCIENTIFIC Mas- 
b mashes, creams, whips, beats. Ie sage Modality. 
: \ Seiten Airjet Hair Dryer 
b ; America's most beautiful hair 
le Electric Knife Sharpener dryer. Exclusive, efficient jet de- 
PT Sharpens both sides of blade at sign. Very lightweight and easy 
once, no skill required. Gives to use—hold in hand, stand on 





table, tlt to any angle. Powerful 
motor speeds hot or cool air flow. 


Oy 


factory-sharp hollow-ground 
edge. Sharpens any knife. 


, OS 


Electric Hair Clippers 





OSTER is the world's most famous Hand Hair Clippers 


name for electric hair clippers. 
Always finest craftsmanship and 
materials. A model for every job 
—human and animal use. 


A complete line of hand hair 
clippers for human and animal 
use. Recognized the world over 
for quality. 














ELECTRIC HOUSEWARES 
JOHN OSTER MANUFACTURING CO., RACINE, WISCONSIN 
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Why Pay More? 


Deluxe KLEENCUT 


Quality Merchandise at Popular Prices 
for your Sew and Save Week Promotion 


Deluxe KLEENCUT is designed for the mass market, for the women who 
can afford $1.69 or $1.79, the biggest section of the Shear market. 

Guaranteed Deluxe KLEENCUT is the best product at the lowest price 
on the market today — we invite comparison of style, appearance, quality 
and performance with merchandise at any price. 







Order No. 110C 


1 RETAIL 
7” Fully Nickel 


Plated Straight 
Shears. 






Order No. 132C 


$17? 


7” Fully Nickel 
Plated Bent 
Dressmakers’ Shears. 


Why should you handle Deluxe KLEENCUT Shears? 


@ Good Housekeeping approved 


@ Guaranteed by the World’s 
Largest Manufacturers of Scis- 
sors and Shears. 


@ Lower inventory investment 
@ Faster turnover 

@ Greater Profit 

@ Finest quality 

@ Nationally advertised 


Nos. 110C and 132C, pictured here, 
will be featured for Sew and Save 
Week in February issues of Woman's 
Day, Today’ s Woman and Farm Journal. 


Mats on all Deluxe KLEENCUT Shears 
are available. 





EVERSHARP and KLEENCUT 


offer maximum dealer profits 


See Your Jobber 
The ACME SHEAR CO. Bridgeport 1, Conn. 
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Economic Stabilization Agency. 
It was explained that the company 
cut prices by 10 to 25 pct in Sep- 
tember in order to attract busi- 
ness. Since then costs have ad- 
vanced sharply and the company 
can no longer absorb the increases, 
it was noted. 


Norge Increases Prices 
On 1951 Appliance Line 


The Norge Division of the Borg- 
Warner Corp., Chicago, has an- 
nounced increases on its 1951 line 
of household appliances ranging 
from 3 to 10 pct. The company has 
added two new gas range models 
to the line. One of them, N-12-TLC, 
retails at $224.95 and the other, 
N-16-TLC, sells at $244.95. Two 
new conventional washing machine 
models have also been added, with 
CW-210 retailing at $139.95 and 
CW-210P at $149.95. 


Price Advance Withdrawn 
Voluntarily By Bissell 


Bissell Carpet Sweeper Co. has 
cancelled a recent price increase 
on its line of sweepers, announced 
J. W. Scott, sales manager and 
secretary. A 7% pct price rise 
announced Dec. 15, has been with- 
drawn, it was stated “in conform- 
ance with the government procla- 
mation asking for such voluntary 
action.” 


House Furnishings Still 
Lead in Price Parade 


The consumers’ price index for 
Nov. 15 stood at 175.6 (1935-39 
equals 100), setting a new high, 
reported the Bureau of Labor 
Statistics. 

This figure compares with 175.1 
in October. It was 3.2 pct above 
the June, 1950, index, 4.2 pct over 
the same time in 1949 and 81.7 pct 
above the June, 1946, level. 

Prices of all major commodity 
groups and services rose between 
mid-October and Nov. 15. The ad- 
vance was paced by a 1.3 pet rise 
in house furnishings. 


Sylvania Electric Reports 
Backlog of $70 Million 


Sylvania Electric Products Inc. 
reports that despite a backlog of 
$70 million of unfilled orders at 
the end of 1950, there will be some 
reduction in the going-rate of pro- 
duction during the first half of 
1951, as the result of restrictions 
on the use of critical materials and 
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the lag time between placement of 
defense orders and full speed pro- 
duction. 


Building Materials One Line 
On Which Prices Are Stable 


The pinch in building supplies 
appears to be easing as the rate of 
construction levels off, the Com- 
merce Department declared in its 
December “Survey of Current 
Business.” It found building mate- 
rials the only group of products 
“for which prices have ceased ris- 
ing.” 

Home building, the department 
said, dropped in October and No- 
vember but there was an offsetting 
increase in non-residential con- 
struction. Tight mortgage credit 
controls have served to eine 
home building. 

Discussing prices before the re- 
cent “voluntary” freeze, the survey 
said: 

“The basic tendency toward high- 





er prices manifested in earlier 
months continues to characterize | 
market developments. A leveling- | 
off in primary and wholesale nrices | 
in October, reflecting declines in | 
food and farm products rather eng 
any general pause in trend, was fol- | 
lowed by general increases in No- | 
vember and early December.” 


Flat Glass Industry 
Had Best Year in 1950 


Record-breaking sales were en- 
joyed by the flat glass industry in 
1950, according to John D. Biggers, 
president of the Libbey-Owens- 
Ford Glass Co. This is:the fourth 
year in succession in which the in- 
dustry has touched peak volume 
due to unprecedented demands for 
home and commercial construction, 
automobiles, furniture and refrig- 
erators. 


Libbey-Owens-Ford will probably 
report a 20 pct rise over 1949 sales. 





Chain Store Inventories 
To Be Included in Survey 


The Census Bureau has amended 
its annual survey on trends in re- 
tail inventories and inventory-sales 
ratios to include multi-unit (chain) 
retail stores as well as single units. 
The first survey will cover 1950 and 
will be collected from a group of 
firms selected according to the 
number of retail units operated, 
sales size, and location of the store. 

Single and small multi-unit firms 
operating establishments located 
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MODEL 161 
Magnifying Lens 


3 wis 





Profits ! 


i 


For more than 30 years Health- 
o-Meter Bath Scales have been 
the popular favorites every- 
where. Wide acceptance by the 
medical profession plus use in 
thousands upon thousands of 
homes proves conclusively that 
Health-o-Meter Bath Scales are 
the preferred personal weighing 
instruments. That kind of lead- 
ership is the result of one thing 
—our determination to always 
build precision weighing instru- 
ments that perform accurately for 
the longest possible time. 

The popularity of Health- 





‘ealth-o-Meter 





a «A 


_ MODEL 187 
Magnifying Lens 





MODEL 134 
Airplane Dial 


Kath Eales 


o-Meter Bath Scales can mean 
profitable business for you, too. 
Make the three top-selling 
Health-o-Meter Scales your line 
of bath scales—the line with a 
ready market built through 
years of consumer acceptance. 





CONTINENTAL SCALE CORPORATION 


5701 S. Claremont Avenue 


e Chicago 36, Illinois 
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No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 








LICENSE 
PLATE 
FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts. For 
older 
model 
cars 


















At your 
favorite jobber 
or write direct 


Shave Bolland Sctbu! Lo. 


BOSTON 10, MASS. 





SHARON HAS SHIPPED ITS 





PROOF POSITIVE 


THAT SHARON 
REFILLABLE ASSORTMENTS 
TURN LOSSES ON DIME 
SALES INTO PROFITS 
Ds 
Shavon Bill and Screw! Lo. 


BOSTON 10, MASS. 
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within 68 Census sampling areas | 
will be required to submit reports 
for individual establishments. 

Large multi-unit firms will be re- 
quired to submit reports covering | 
all retail stores operated by each 
firm. Sampling will be based on | 
data submitted in the 1948 Census | 
of Business. 


Predicts That 400,000 
lroners Will Be Sold in ‘51 


Sales of home ironers will 
amount to 400,000 or more units 
for 1950, estimated Joseph Gro- 
shanes, chairman of the Ironer 
Division of the American Home 
Laundry Manufacturers Associa- 
tion and general sales manager 
of the Simplex Division of Speed 
Queen Corp. He termed the figure 
“highly creditable,” considering 
the fact that the first six months 
of the year were slow in many 
lines. “There will be a drop in 
output in 1951, due to materials 
shortages, he continued. 

Mr. Groshane said that this is 
the time for a dealer to “practice 
selective selling with a keen eye 
to future bigger profits.” 

“Every dealer lucky enough to 
get hold of any ironers in 1951 
should sell each where it will do 
him the most good in time to 
come,” he added. “Every ironer 
should be allocated to a home 
where a woman will have the in- 
telligence to use it enthusiasti- | 
cally and tell about it in the same | 
manner.” 


Says It Will Be Good Year 
If Buyers Will Pay Prices 


Frank G. Hoover, president of 
the Hoover Co., sees 1951 as a} 
good business ‘year “provided the 
public is willing to pay higher 
prices based on higher’ wages, 
higher materials prices and higher 
costs of all kinds.” Despite many 
uncertainties, he said that his com- 
pany, which makes vacuum clean- 
ers, ironers, floor polishers, com- 
mercial die castings and fractional 
horsepower motors, “is prepared as 
well as it can be to meet what 
crises may develop.” 

Mr. Hoover declared that earn- | 
ings of the general public in 1951 
will touch a new high and there 
should be no drop in the demand 
for the company’s products. How- | 
ever, he concluded, everything de- 
pends upon whether the nation has 
a defense program which will ab- | 
sorb all or just part of its manufac- | 
turing resources. 








MONEY MAKERS 


For Hardware Stores 
DAISY uno. 


CEMENT-ON-SOLES 





No other soles stick so 
tight. wear so long, 
and give such wonder- 
ful satisfaction, thanks 
to Patented feature. 
Millions sold yearly for 
men, women, children. 
Come on 4 color dis- 
play card. Write for 
catalog and prices. 


SCHACHT RUBBER MFG. CO. 


Dept. H, Hunting? 














(2 


[THE BEST KNOW 
» NAME IN 


THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 
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HOOKS — EYES 
RINGS — SCREWS 
SPECIAL SHAPES 


Brooks’ products in use today 
represent more than a century of 
experience. Order from us—in 
confidence. 


M.S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS i HOOKS 














DADO 
l { 7 SAWING 
WITH LVverr WASHERS 


0 THEY? §=you BET | 
? seul * THEY DO® 


When woodworkers and hobbyists see 
this amazing new invention in action 
-.. they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
Stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it’s a woodworker’s dream!’ 


WRITE FOR INFORMATION 


WARREN DADG SAWING WASHERS CO. 
70 Medbury, Detroit 2, Michigan 


 — 
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New Heating, Cooling System 
To Operate for 30-50% Less 


Dr. Clarence A. Mills, professor 
of experimental medicine at the 
University of Cincinnati has de- 
veloped a low-cost heating and cool- 
ing system for homes in all price 
classes which he said would be 
ready for widespread use by next 
spring. The method, termed reflec- 
tive radiant conditioning, can be 
operated, he said, for 30 pct of the 
cost of conventional air condition- 
ing and 30 to 50 pct of the cost of 
standard heating methods. 

The unit, Dr. Mills declared, 
costs about the same to install as 
a thermostatically controlled hot 
water system, or about 12 pct of 
the building cost. A home using 
this system, he stated, does not re- 
quire insulation, double glazing on 
windows, summer screens or other 
usual weather proofing fixtures. 
Aluminum foil wallpaper is a 
requisite for this type of home con- 
ditioning and the cost was said to 
be comparable to a good grade of 
wallpaper. 


Product Diversification 
Under Way at Presto 


Presto product diversification is 
making rapid progress, L. E. 
Phillips, president, told  stock- 
holders of the National Pressure 
Cooker Co. 

One of the new products intro- 
duced during the year, the Presto 
automatic vapor steam iron, 
jumped to second place in sales na- 
tionally in spite of inability to pro- 
duce enough irons to meet the de- 
mand, Mr. Phillips stated. He also 
reported that another new product, 
the Presto Dixie automatic deep- 
fat fryer, had been introduced in 
the Middle West markets and that 
national coverage would be 
achieved by April. 

Mr. Phillips announced that his 
company and its subsidiaries al- 
ready has several million dollars of 
defense orders. 


TV Production Dropped 
62,000 Sets in November 


November production of tele- 
vision receivers totaled 752,005 
sets, the Radio-Television Manu- 
facturers Association announced. 
This was a decline cf about 62,000 
from the previous month and 
65,000 below September’s record 
production. However, it represent- 
ed a rise of 236,000 over November, 
1949. 

(Resume reading on page 15) 





DON’T MISS THIS 
OPPORTUNITY FOR 


67% 
PROFIT 


ON STERLING BRUSH 
wm, CLEANER 
STERLING 


BRUSH CLEANER 





You get Cost to you Retails for 
12 quarts 
24 pints $20.40 $30.60 


24% pints ) $20.40 


plus 10 FREE Profit $10.20 
Brush Combs Added profit$ 3.50 


TOTAL PROFIT $13.70 


= 67.1% 








Reed’s paint brush combs regularly retail 
for 35¢ apiece. We supply them FREE! 
You get all this plus special free 
counter display and free supply of 
advertising leaflets. And, remem- 
ber, you can’t sell a better brush 
cleaner than Sterling’s. 

THIS GET-ACQUAINTED OFFER GOOD 
ONLY DURING JANUARY & FEBRUARY. 


Act now. Send your order to: 


STERLING 


PAINT AND VARNISH COMPANY 


184 Commercial Street, Malden, Mass. 
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Weavy end Lighter Duty Hand 
Power Tool Grinders. 4”, 5”, 
&, 7” wheel sizes. One-piece 
geer case, accurately machined 
bearings, smooth, quiet gears, 
attractively finished. Competi- 
tively priced from $2.80 to 
$8.00 (List, F.0.B. Minneapolis). 
















WRITE FOR DESCRIPTIVE CATALOG TODAY! 


A COMPLETE LINE . . . BACKED 
BY MOST YEARS’ EXPERIENCE 
IN DESIGN AND MANUFAC- 
TURE OF TOOL GRINDERS. 


ELECTRIC TOOL AND 
SICKLE GRINDERS 


For Farm and Farm Service Shop. Heavy duty 1/3 H.P. 
motor mounted behind and away, allowing easy, 100°, 
accessibility to grinding wheels. Designed for rough, 
awkward, long handled grind- 
ing jobs. List Price, only $54.12 
(F.0.8. Minneapolis). 


STREAMLINED GRINDERS 


Made with 6x1”, 5x1”, 4x1” 
fully vitrified abrasive wheels. 
Supplied also as buffing and 
polishing heads, without wheels. 
Also, heavy duty models with 6 
to 10 inch wheels. List $2.50- 
$36.00, F.0.B. Mpls. 






WHEELS PROJECT IN FRONT 
OF FRAME PROVIDING FULL 
ACCESSIBILITY. 


TOP QUALITY SICKLE CONES AND WHEELS 

Manufactured in our own modern wheel plant 
to highest specificati Competitively priced 
to increase your sales! Fully vitrified, spe- 
cially bonded, accurately 
dressed. Available loose and 
in popular assortments. 





ASK YOUR JOBBER 








NEW TYPE REMOVER 
Peels Off Paint 





CLEAN—NO MESS 
NEEDS NO AFTER-WASH 
NON-INFLAMMABLE 
WORKS ON ANY FINISH 


STRIP 


Order from your jobber. 
Write us for free sample. 


W. M. BARR & CO. 
2342 South Lauderdale, Memphis, Tenn. 
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ARMSTRONG BROS. 


iileenmatnei 


PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout . . . built to give 
years of good service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated bedy 
and a replaceable hardened steel nut te 
take up the wear and thrust of handle screw. 
Used either as 1-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 

“ARMSTRONG BROS.” Knife Biade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated. They 
cut rapidly and easily, held their 
keen edge. 








RONG BROS. TOOL CO. 


“The Teol Holder People” 











5214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
aiaiiieill 


| 





Priority Digest No. 1 


(Continued from page 169) 


M-10 (11/30/50): Limits 


inventories and distri- 
bution of cobalt. Amendment 1 
(12/30/50): Requires NPA ap- 
proval for cobalt purchases of more 
than 25 lbs. Use form NPAF-15 for 
purchase application by the 15th of 
each month for following month. 
Effective Feb. 1. 


(11/29/50) : Rules for 
M-11 


placing, accepting and 
scheduling rated orders for copper 
and copper base alloys. (See also 


M-12). 

(11/29/50): Limits 
M-1 9 non-defense production 
and use of brass mill and copper 
wire mill products to 85 pct in 
January and February and 80 pct 
in March, of average quarterly pro- 
duction and use during first six 
months of 1950. Amendment 1 
(12/30/50) : bans the use of copper 
in the manufacture of more than 
300 products, effective March 1, ex- 
cept where it serves a functional 
purpose, as in moving parts and 
where no practical substitute is 
available. (See also M-11.) 


(12/1/50): Rules for 
M-13 


placing, accepting, and 
scheduling rated orders for high 
tenacity rayon yarn used primarily 
in the manufacture of tires. 


(12/1/50): Limits 
M-14 


non-defense consump- 
tion of primary nickel during the 
first quarter of 1951, at 65 pct of 
average quarterly consumption dur- 
ing the first six months of 1950. 


(12/1/50): Limits 
M-15 


non-defense production 
and use of zinc products at average 
quarterly rate of 80 pct of produc- 
tion or use during first six months 
of 1950. (See also M-9.) 


(12/11/50): Applies 
M-1 to distribution of cop- 
per scrap and limits inventories of 
scrap dealers. Amend. 1 (12/18/- 
50): Bans toll agreements in cop- 
per scrap except where specifically 
approved by NPA. 


(12/18/50): Limits 
M-17 


number of defense 
rated orders for certain electrical 
components and parts manufactur- 
ers are required to accept, i.e.: 
pressed steatite electrical ceramic 
products, electronic tubes (except 
power tubes), and fixed composi- 
tion resistors. 
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M (12/21/50) Limits sale 
-18 of imported hog bris- 
tles to a dealer, dresser of bristles, 
or to a manufacturer of brushes 
or other products containing hog 
bristles. Also establishes inven- 
tory limits. 


(12/27/50) Prohibits 
M-19 use of cadmium for 
any purpose not cited in the regu- 
lation, effective Jan. 1. 





Inven- | 


tories are limited to a 30-day sup- | 


ply. 


REG. 1 


(9/18/50): Sets as 
a practicable work- 


ing inventory, for 24 basic materials | 


and six products, the smallest 


quantity of material from which a | 


person can reasonably meet his de- 
liveries or supply his services on 
the basis of currently scheduled 


method and rate of operation. Jn- | 
terpretations 1, 2, and 3 (11/10/- | 


50): Methods of adjusting orders, 
imported materials exemption, and 
deliveries of goods through inter- 
mediate distributors. 


REG (10/3/50): The 
7 9 basic rules of the 
priorities system. Interpretation 


1 (Oct. 20, 1950): DO ratings for 
containers, packaging and chemi- 
cals need to fill defense orders for 
petroleum and food. Amend. 1 
(10/12/50) : Precedence of priority 
rated orders. Delegation 1 (11/- 
1/50): Assignment of ratings for 
authorized: programs: Delegation 2 
(11/2/50): Broadened use of rat- 
ings by Atomic Energy Commis- 
sion. Delegation 3, 4 (11/8/50): 
Permits National Advisory Com- 
mittee for Aeronautics and the 
Coast Guard to assign ratings. 
Amend. 2 (11/16/50): Bars use of 
DO’s for wood pulp. 


REG 3 (11/8/50): Joint 


priority system be- 
tween United States and Canada. 


NOTICE 1 222 


sive accumulation in inventory of 
55 items deemed vital to defense and 
civilian production. Sets no limits 
but includes consuming public. 





Control Over Rubber 


The Federal government has 
taken over the importation and 
distribution of natural rubber un- 
der a new NPA order banning the 
private importation of crude nat- 
ural rubber or natural rubber 





latex, with limited exceptions. 
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2218 S. BAY ST., MILWAUKEE 7, WIS 


MILWAUKEE. 


WROT WASHERS 













WASHERS 
..- Competitively Priced 


Large volume production, the most advanced 
methods and facilities, plus more than 60 years 
of continuous experience in the manufacture of 
Washers, are factors that enable us to offer you 
top quality washers and stampings at competitive 
costs. Over 22,000 sets of dies for making 
Washers of every type (Standard and Special), 
from every type of material, for every purpose, 
in any finish. STAMPINGS of all descriptions; 
Blanking, Forming, Drawing. Submit your blue- 
prints and quantity requirements for estimates. 






WROUGHT WASHER 
MANUFACTURING CO. 


The World's Largest Producer of Washers 








EMBURY 


BALANCED AIR CONTROL 


Windprog 


4 the Flame 







Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one tenth gallon spouted car- 
tridge for vse with the PECORA QUICK- 
LOADING CAULKING GUN (Illustrated). 


PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 
1 * Downdrafts balanced, 
against updrafts 

* Excess air 


chimney hood 


For Building Materials of Superior Quality, it's 


PAINT company, 
Lawrence & Venango Sts., Phila. 40, Pa. 


Sides) tel 


* Flame can't leap from 
wick 


* Air pressure at burner 





always in balance 





* Side tubes carry ample 


for proper combustion 


For More Air Pilot Facts Write Manufacturers of Mastics for Structural Glass or Tile installa- 


tions... Sealing Compounds...Glazing Compounds... Stove 
Putties. ..Roof Coatings... Industrial Paints and Finishes 


EMBURY MANUFACTURIN 
WARSAW * NEW YORK 
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YA CATALOG 
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and Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
1056 S. Central Ave., Chicago 44, Illinois 




























STOCK 


the TOP NOTCH tine of 


CHICAGO 


“Safety plus" Hexagon 
Head Cap Screws 


(Bright or Heat Treated) 
for These TOP NOTCH reasons: 


® Constant Demand—The constant de 
mand for the “Chicago” line makes it 
easier to sell—it’s the line for replace- 
ment used in original assembly an 
fields of manufacture. Why? 

© They're Stronger— More uniform—give 
a perfect fit for every replacement need, 
and... 


© They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “easier to sell.” 

© Better Service—Increased “Chicago” 
plant facilities and production means 
“round the clock” service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater projit line for 
you to feature—all four ways. 

Remember to ask for these “Chicago” 
products from you hardware distributor: 
Hexagon Head on Screws, Steel and Brass © 
Square Head and Headless Cup Point Set Screws 
© Semi-Finished Hexagon Nuts, Steel and Brass ° 


Square Head Dog Point Set Screws 
© Keys, Assortments and Kits. 


“The CHICAGO SCREW COMPARY 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers’ 
Assn., 100th semi-annual convention 
held jointly with the 60th annual 
convention of the Southern Whole- 
sale Hardware Assn., April 8-12 at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Secretary-trea- 
surer, manufacturers’ group, Arthur 
L. Faubel, 342 Madison Ave., New 
York City 17; managing director, 

. wholesalers’ group, T. W. McAllis- 
ter, 814 Metcalf Bldg., Orlando, Fla. 


American Toy Fair, March 5-16 at 200 
Fifth Ave., 1107 Broadway, and 
other permanent showrooms and the 
Hotel McAlpin and Hotel New 
Yorker, New York City. Sponsored 
by the Toy Manufacturers of the 
U. S. A., Ine., 200 Fifth Ave., New 
York City, Horatio D. Clark, secre- 
tary. 


International Heating and Ventilating 
(Air Conditioning) Exposition, Jan. 
22-26, Commercial Museum, Phila- 
delphia, Pa. Charles F. Roth, 480 


Lexington Ave., New York, N. Y., 
manager. 


Housewares and Home Appliance 
Manufacturers’ Exhibit, Jan. 18-25 
at the Navy Pier, Chicago. A. W. 
Buddenberg, National Housewares 
Manufacturers Assn., 1140 Mer- 
chandise Mart, Chicago 54, secre- 
tary. 


National Sportsmen’s and Vacation 
Show, Feb. 7-25, Grand Central Pal- 
ace, New York City. 


Southern Wholesale Hardware Assn., 
60th annual convention held jointly 
with the 100th semi-annual conven- 
tion of the American Hardware 
Manufacturers Assn., April 8-12 at 
the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Managing direc- 
tor, wholesalers’ group, T. W. Mc- 
Allister, 814 Metcalf Bldg., Or- 
lando, Fla.;  secretary-treasurer, 
manufacturers’ group, Arthur L. 
Faubel, 342 Madison Ave., New 
York City 17. 


, Regional Events 


Ace Hardware Corp. convention and 
exhibit, Jan. 29-31, Stevens Hotel, 
Chicago. E. G. Lindquist, Ace Hard- 
ware Corp., 2355 S. Blue Island 
Ave., Chicago 8, secretary. 


American Hardware Supply Co. Mer- 
chandise .Fair and Stockholders’ 
Meeting, Jan. 29-30 at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh 19, Pa. Wm. 
M. Stout, executive vice-president 
and general manager. 


Buffalo Sports and Boat Show, March 
10-18, 65th Regiment Armory, Buf- 
falo, N. Y. 


Builders’ Hardware Conference (Pa- 
cific Coast), April 24-26, at Victoria, 
B. C., sponsored by Districts 18, 19, 
and 20 of the National Contract 
Hdwe. Assn. and the American So- 
ciety of Architectural Hdwe. Con- 


sultants. Managing director Consul- 
tant’s group, John R. Schoemer, 420 
Madison Ave., New York City. 


Chicago International Sports and Out- 
door Show, March 2-11, Inter-Na- 
tional Amphitheatre, Chicago, IIl. 


Coast-to-Coast Stores annual meeting, 
Feb. 4-7 at Nicollet Hotel, Minne- 
apolis, Minn. Mastercraft conven- 
tion for sales people, April 15-17. 
York Langton, trade extension man- 
ager, Coast-to-Coast Stores Central 
Organization, Inc., 43 Main St. S.E., 
Minneapolis, Minn. 

Cotter & Co. Stockholders’ Meeting 
and Spring Merchandise Show, Feb. 
5-6 at company headquarters, 365 
E. Illinois St., Chicago 11. 


Decatur & Hopkins Co., Boston, Mass., 
will hold a merchandise exhibit for 
dealers, Feb. 19-22, at its permanent 
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_ | GOLDBLATT 


-to- Mason Tools 
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td Give You... 










ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 
Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient. 


* Greater Profits * Faster Turnover ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 


Me. ‘ : 3 ae ‘ 
— ris Satisfied Customers * Repeat. Sales y direct to dealers — is able to 


a 











offer attractive dealer discounts. 





















































ppliance 
n. 18-25 
A. W. 
isewares : 
10 Mer- SEND TODAY FOR FREE CATALOG — Write for 
i, secre- your copy of Goldblatt’s illustrated catalog de- Goldblatt Tool Co. a 
=" scribing the most complete line of the finest 1920 Walnut St. Kansas City 8, Mo. 
Vacation t . 
soll Teh masonry tools and equipment. 
‘e ASsn., ® FIRST CHOICE OF THE TRADE FOR 65 YEARS 
d jointly ae 
conven- 9 
adware Short of Help? Use FASTER Threaders 
» Hotel QUIJADA “Chief” 4”-2” Pipe 
g dens. and Bolt Threader is FASTER! 
W. Me- It’s the only Automatic Chuck- 
ig., Or- ing Machine. 
reasurer, 2” pipe chucked, thread- 
Gee 1. ed, reamed, cut off and un- 
i“ " New chucked in just 26 seconds! 
is This Automatic Chucking 
feature alone established 
j age ge og 
- WOODRUFF KEY astest of them all 
7 s And—the QUIJADA 
—— - Ss * MACHINE KEYS aur" is not only 
z YY _—=S the fastest threader— 
mer, 420 ID” Sfp A 2 *MACHINE RACK but the simplest to 
ity. = a = operate and the 
anh Gat = - iS “TAPER PINS easiest to handle. 
nter-Na- E > = “COTTER PINS 
go, Ill. 7 <<) ° SPEC 
sata SS WS \ IAL PARTS = Illustration shows front jaws 
, Minne- OE di and other Stanho products = (cover removed) in action grip- 
conven- 4 ~ Bulk or Packaged ping and centering 44” pipe. A 
“il 15-17. \ EZ yyw simple pull of the switch and 
ion man- ya A WRITE for CATALOG the positive, unfailing automatic 
; Central N and PRICES chucks go to work. 
St. S.E., ee 
Meeting 
i SOLD ONLY 
: RSE NAIL CORP penne 
n, Mass., as arede eyes j ee. i JOBBERS 
hibit for NEW BRIGHTON, PA 
rmanent QUIJADA TOOL CO., INC. 5476 Alhambra Ave., Les Angeles 32, Cal. 











11, 1951 HARDWARE AGE, JANUARY 11, 1951 205 














The McGill 


ALSTEEL 


mouse trap 





Best test of this proven all-stee! 
nickel-plated trap is its phe- 
nomenal repeat sales. Easy auto- 
matic set and sanitary release. 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 














ALWAYS READY 


ALWAYS RELIABLE 





Wa lara hs 
SB SYRACUSE 1, N. Y. 





“1840 


Send for facts about the new COMET 
LANTERN —ORDER. FROM YOUR JOBBER 








06 





| 
| 








display rooms at company head- 
quarters, 93 Berkeley St. 

Detroit Congress Sportsmen’s and 
Detroit News Travel Show, March 
31-April 8, State Fair Grounds, De- 
troit, Mich. 

Franklin Hdwe. & Supply Co. annual 
stockholders’ convention, Feb. 6, at 
company’s warehouses and offices, 
918-928 N. Delaware Ave., Philadel- 
phia 23, Pa. 

Gift Shows, Feb. 4-9 at Merchan- 
dise Mart, San Francisco; Feb. 11- 
15 at the Olympic Hotel, New Wash- 
ington Hotel and Terminal Sales 
Bldg., Seattle, Wash.; Feb. 18-21 
at Portland Hotel, Portland, Ore. 


Marshall-Wells Stores, Congresses: 
Duluth, Minn., Feb. 5-7; Portland- 
Seattle (at Multnomah Hotel, 
Portland, Ore.), Feb. 12-14; Spo- 
kane, Wash., Feb. 15-16; Billings, 
Mont., Feb. 19-20. Sponsored by 
Marshall-Wells Co., Duluth 1, Minn. 


Rehr cdware Co. Dealer conven- 
tio. and merchandise exhibit, Feb. 
21-22, at company office and ware- 
house, 1501 Blue Island Ave., Chi- 
cago, Ill. 


Wisco Hardware Co. Merchandising 
School and Sales Show, Jan. 29-31, 
at company headquarters, 15 So. 
Brearly St., Madison, Wis. 


State Events 


Alabama Retail Hdwe. Assn., annual 
convention and exhibition, April 25- 
26, at Admiral Semmes Hotel, Mo- 
bile. Secretary, Mrs. Euna G. Ram- 
sey, 509 N. 19th St., Birmingham 3. 


Arkansas Retail Hdwe. and Impl. 
Assn., convention and exhibit, Feb. 
18-19. Little Rock, Ark. Head- 
quarters, Lafayette Hotel. Exhibit, 
Robinson Memorial Auditorium. 
Executive Secretary, Wayne Tisdale, 
Lafayette Hotel, Little Rock. 


California Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 19-22, 
Fairmount Hotel, San Francisco. 
Secretary, LeRoy Smith, 1355 Mar- 
ket St., San Francisco. 


Connecticut Hdwe. Assn. convention 
and exhibit Jan. 24, Stratford 
Hotel, Bridgeport. Secretary, Ned 
Russell, Harris Hdwe., Southport. 


Florida and Georgia Retail Hdwe. 
Assns. joint convention and exhibit, 
May 7-9, Geo. Washington Hotel, 
Jacksonville, Fla. Executive Man- 
ager, William W. Howell, Waycross, 
Ga. 


Illinois Retail Hdwe. Assn., conven- 
tion and exhibit, Jan. 30-Feb. 1, 
State Armory Bldg., Springfield. 
Managing Director, Wm. W. Ewert, 
1194 Merchandise Mart, Chicago 54. 


Indiana Retail Hdwe. Assn., conven- 
tion and exhibit, Jan. 30-Feb. 1, 
Indianapolis. Headquarters, Hotel 
Lincoln. Exhibit, Murat Temple. 
Managing Director, G. F. Sheely, 
333 N. Pennsylvania St., Indianapo- 
lis 4. 

Intermountain Assn. convention, Jan. 
26-27, at the Hotel Utah, Salt Lake 
City. Secretary, Leon L. Weeks, 224 
Continental Bldg., Boise, Idaho. 


Iowa Retail Hdwe. Assn., convention 
and exhibit, Feb. 6-9, Des Moines. 
Headquarters, Hotel Savery. Ex- 
hibit, lowa Exhibit Bldg., State Fair 
Grounds. Secretary, P. R. Jacobson, 
Mason City. 


Kentucky Retail Hdwe. Assn., conven- 
tion and exhibit, Feb. 6-8, Brown 
Hotel, Louisville. Secretary, D. W. 
Laws, 501 Republic Bldg., Louisville. 


Louisiana Retail Hdwe. Assn., conven- 
tion, March 11-13, at the Evangeline 
Hotel, Lafayette, La. Secretary, 
David O. Mansfield, 226 S. State 
St., Jackson, Miss. 


Michigan Retail Hdwe. Assn., conven- 
tion and exhibit, Jan. 16-18, Detroit. 
Headquarters, Statler Hotel. Ex- 
hibit, Convention Hall. Manager, 
Harold W. Schumacher, 1916 Olds 
Tower Bldg., Lansing. 


Minnesota Retail Hdwe. Assn., con- 
vention and exhibit, Jan. 23-25, Min- 
neapolis. Headquarters, Curtis Ho- 
tel. Exhibit, Auditorium. Manager, 
C. J. Christopher, 2110 Nicollet 
Ave., Minneapolis 4. 


Mississippi Retail Hdwe. and Imp. 
Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi. Sec- 
retary, David O. Mansfield, 226 S. 
State St., Jackson. 


Missouri Retail Hdwe. Assn., conven- 
tion and exhibit, March 6-8, Jeffer- 
son Hotel, St. Louis. Secretary, 
M. E. Pohlman, 812 Olive St., St. 
Louis. 


Mountain States Hdwe. and Impl. 
Assn., convention, Jan. 23-25, Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 


Nebraska Retail Hdwe. Assn., conven- 
tion and exhibit, Feb. 13-15, Omaha. 
Headquarters, Paxton Hotel. Ex- 
hibit, Auditorium. Secretary, C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln 8. 


New England Hdwe. Dealers’ Assn., 
convention and exhibit, Feb. 20-22, 
Statler Hotel, Boston, Mass. Execu- 
tive Secretary, Russell B. Mueller, 
185 Dartmouth St., Boston 16. 


New York State Retail Hdwe. Assn., 
convention and exhibit, Feb. 27- 
March 1, Buffalo. Headquarters, 
Statler Hotel. Exhibit Auditorium. 
Secretary, Nicholos H. Kiley, 904 
Hills Bldg., Syracuse 2. 


North Dakota Retail Hdwe. Assn, 
convention and exhibit, March 19-21, 
Fargo. Headquarters, Gardner Ho- 
tel. Exhibit, Sports Arena. Secre- 
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HERE’S WISHING YOU A 





SPEED 


ROLLER 


















Prosperity is just across your 
counter when you stock and 
sell the famous “Speed King” 
line. ““Shaped-to-the-Shoe”’ toe- 
plate construction and other 
exclusive ‘“Speed-King” fea- 
tures provide the sales pluses 
to keep cash registers ringing 
all through the new year. And 
Hustler has the complete line 
—from the inexpensive No. 
550 for beginners to the 
speedy 500-Miler, world’s fast- 
est skate, guaranteed a year. 
There’s roller skate weather 
ahead! Place your order now 
and receive attractive counter 
and window display free. 
Write for illustrated catalog. 


HUSTLER CORPORATION 
STERLING, ILLINOIS 


No. 600 . 
500-MILE SPEED KING 


No. 530 
HUSTLER SPECIAL 


No. 480 








SPEED KING 

















Since 1912—the leading 
source of top quality 
e BASEBALLS 
¢ SOFTBALLS 

¢ PLAYGROUND BALLS 


Write for Catalog 


Tober Baseball Mfg. Co., Inc. 


MANCHESTER, CONNECTICUT 





‘ 
a 
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NATIONAL 
ADVERTISING 
SELLS TACKLE 
FOR YOU! 


H-I advertising messages are slanted toward your best 
prospects. They’re written in the fisherman’s language 
. .. designed to interest him, along with selling him 
on “better buy H-I.” And each advertisement directs 
him to his H-I dealer—you—to look over H-I tackle. 









YOU’RE THE MAN—LET ’EM KNOW IT 


Display H-I tackle . . . feature it in your own adver- 
tising. It’s the only way to profit most from H-I’s 
outstanding national advertising. Be sure prospects 
know you are the H-I dealer. 


We'll help, by furnishing free newspaper mats, top- 
notch display material and other sales aids. Ask your 
H-I man—or write us direct. Horrocks-Ibbotson Co., 
Utica, N. Y. 





We're Pre-Selling 


17 MILLION READERS 


In The Books They Read. . . 


Outdoor Life 
Sports Afield 
Field & Stream 
Hunting & Fishing 
True 

Argosy 

Full color pages—and supporting black-and-white 


advertisements—will tell the H-I story to fisher- 
men throughout the selling season. 


Outdoorsman 
Fur-Fish-Game 
Outdoor Sportsman 
Salt Water Sportsman 
Boys’ Life 

Open Road Magazine 











| 
| HORROCKS-IBBOTSON CO. 


| UTICA, N. Y. 


| 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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vV_————— 
FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
CLOTHES DRYER has 
everything you and 
your customers want: 
Plenty of drying space 
-24 smooth snagproof, 
rustproof feet for in- 
between washings, dia- 
pers, lingerie! Compact—closes completely 
to only a few inches of space! Lightweight 
—all select hardwood, weighs only 5 Ibs.! 


And it's priced —m--~3 at on ony. Ss. 
her West of Rockies 


See your anes or write 


ARTMOORE CoO. 


Dept. A-I!, 1319 North 3rd Street 
Mi lwaukee 12, Wisconsin 


AN ARTMOORE PRODUCT——~; 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 














IN 
WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


THE LAST WORD 












STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 

DARK, TINNED, 
GALVANIZED 
COILS AND SPOOLS 

1 OZ. TO 20 LB. 








PACKAGES 
BRAIDED 
PICTURE WIRE 
STRANDED 
AERIAL WIRE 
RADIO 


ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 











SEE YOURS FOR PARTICULARS 


Witty CONFIDENCE 


4) NCHOR 
WIRE CORPORATION 
8 


i ee a | AVe 
ISLAND Le ee 


suyY 








tary, Frank M. Bayer, 54% Broad- 


way, Fargo. 


North Coast Retail Hdwe. Assn., con- 
vention, Feb. 11-13, Olympic Hotel, 
Seattle, Wash. Secretary, D. D. 
Stewart, 714 American Bldg., Seat- 
tle 4. 


Ohio Hdwe. Assn., convention and ex- 
hibit, Feb. 13-15, Cleveland. Head- 
quarters, Statler Hotel. Exhibit, 
Auditorium. Secretary, John B. 
Conklin, 198 S. High St., Columbus. 


Oklahoma Hdwe. and Impl. Assn., con- 
vention and exhibit, Feb. 6-8, the 
Auditorium, Oklahoma City. Execu- 
tive Secretary, R. K. Thomas, 711 
Wright Bldg., Oklahoma City 2. 


Pennsylvania and Atlantic Seaboard 
Hdwe. Assn., convention and exhibit, 
Feb. 6-9, Philadelphia. Headquar- 
ters, Bellevue-Stratford Hotel. Ex- 
hibit, Convention Hall. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hdwe. Assn., 
convention and exhibit, March 13- 
15, Sioux Falls, S. D. Headquarters, 
Cataract Hotel. Exhibit, Coliseum. 
Secretary, O. R. Baily, 300 S. Jef- 
ferson Ave., Sioux Falls. 


Southern California Retail Hdwe. 
Assn., convention and exhibit, Feb. 
20-22, Long Beach. Headquarters, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 


Tennessee Retail Hdwe. Assn., con- 
vention, Feb. 18-20, Farragut Hotel, 
Knoxville. Secretary, Morris Jones, 
P. Q. Box 784, Nashville. 


Texas Hdwe. and Impl. Assn., con- 
vention and exhibit, Jan. 15-17, San 
Antonio. Headquarters, Plaza Hotel. 
Exhibit, hotel and Transit Tower. 
Secretary, R. M. Souder, 822-23 
Texas Bank Bldg., Dallas 2. 


Tri-State Hdwe. and Impl. Assn., con- 
vention, Feb. 12-13, Herring Hotel, 
Amarillo, Tex. Secretary, M. D. 
Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn., con- 
vention and exhibit, March 27-29, 
Roanoke. Headquarters, Hotel 
Roanoke. Exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville, Va. 


Western Retail Impl. and Hdwe. Assn., 
convention and exhibit, Jan. 15-18, 
Municipal Auditorium, Kansas City, 
Mo. Secretary, William J. Shaw, 
3915 Main St., Kansas City, Mo. 


West Virginia Hdwe. Assn., conven- 
tion and exhibit, Feb. 19-21. Daniel 
Boone Hotel, Charleston. Secretary, 
James C. Fielding, 1628 McClung 
St., Charleston. 


Wisconsin Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 6-8, Mil- 
waukee. Headquarters, Hotel 


Schroeder. Exhibit, Auditorium. 
Secretary, H. A. Lewis, Stevens 
Hotel. 





PROFIT TIP 


Ta-pat-co Sleeping Bags are a real 
source of profit to many hundreds 





of retailers. There's a complete 
style and price range . . . fifteen 

ool, Kapok and Down filled mod- 
els to please all 
your customers. 





Sportsmen everywhere know the 


Ta-pat-co label . . . know it stands 
for quality and ‘comfort. That's 
why it pays to handle the Ta-pat-co 
line! Write us, or see your jobber 
for details. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


LIFE SAVE VESTS, BUOYANT CUSHIONS, SLEEPING 
BAGS SPORTS CLOTHING, CAMP EQUIPMENT, HORSE 
COLLAR PADS, TRACTOR SEAT CUSHIONS 








“Is it 
too late, 
Doctor?” 





It’s not too late for Americans 
who go to their doctors at the 
first sign of any one of cancer’s 
7 danger signals: (1) any sore 
that does not heal (2) a lump 
or thickening, in the breast or 
elsewhere (3) unusual bleed- 
ing or discharge (4) any 
change in a wart or mole (5) 
ersistent indigestion or dif- 
Fculty in swallowing (6) per- 
sistent hoarseness or cough 
(7) any change in normal 
bowel habits. 
Guard yourself against cancer. 
Phone the nearest office of the 
American Cancer Society or 
simply write to “Cancer.” 


American Cancer Society 
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Use the ensemble idea for easy Extra Sales! 


National Can Cor- 
poration’s popular 
FIELD FLOWER 
pattern 


| 
a a 


Continental Can Company’s 
famous TULIP design 








+ 
— ment 
i eee 


PRO-TEX All-Purpose PADS 


«« colorfully match the leading kitchenware designs! 


Field Flower and Tulip, illustrated above, are two of the gorgeous, colorful PRO-TEX 
patterns that perfectly match. the most popular deluxe sets of kitchenware. They give 
you extra sales ... extra profits. 


There are many other PRO-TEX designs in a wide range of sizes and prices. 


SEE THE COMPLETE PRO-TEX LINE 
All-Purpose Pads « Hot Dish Mats * Burner Pads « Iron Pads 
NATIONAL HOUSEWARES SHOW-—BOOTHS 864-866-868 


>. Ballonotp METAL PRODUCTS CO. 


1820 EAST 37th STREET . CLEVELAND 14, OHIO 

















NAME YOUR TAPE... » IF IT's 
GET MORE FOR YOUR MONEY | ~ BULL DOG 
IT WILL HOLD! 


PICTURE HANGERS 
PICTURE WIRE 
CUP HOOKS 

PUSH PINS 
DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 
FRICTION CATCHES 
SASH LOCKS 

COIL WIRE 


r.«. TATE co. %) 


BOSTON, MASSACHUSETTS —U.S.A. 








“The tape with the yellow core’’ made by OKONITE 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


“Sar 4 
tf SB iT 
Tew? ee |) ae 


hy ae 
ey 


friction and rubber tapes 
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4-STAR FAVORITE 


“UTILITY” Combination 
SAFETY POLL Opener 


%& Can Opener 
* Bottle Opener 
%& Corkscrew 


No. 174-M 


Housewives love the conven- 
ience of this four-in-one kitchen 
aid. No need for separate 
openers — Vaughan’s “UTIL- 
ITY” Combination opens them 
all! Safety Roll feature rolls 


% Canned Liquid Opener 





easily, quickly and safely. 
Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. Made of 
heavy gauge steel, heavily 


THEY REMEMBER AT HOME 
FORGET IN YOUR STORE! 

















nickel plated. Individually 


the edge smooth as it opens 
carded. Retail price—39c 


square, round or oval cans 





“ 


VAUGHAN MFG., CO. 
3211 Carroll Ave. * Chicago 24, Ill. 
Half-Century of Quality and Service 


World's Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 























STOP BY 
BOOTH 3. 
NATIONAL 
AND SEE 
leading s1 
coast stoc’ 
dise the 
SEAM AND EDGE BINDING 7 
General H 
GET EXTRA SALES WITH S & W’S New Utila 
reason for 
| demand f 
SELF-SELLING DISPLAY! must” kit 
General of 
Many a repair job gets neglected one for ev 
INDIVIDUAL because the home owner forgets + — 
12-FT. CARTONS to make a purchase while in your ae 
‘ 7 store ... and you lose an extra 
¥2 feet of pliant, sil- sale! Put the S & W linoleum seam We'll be 
very zinc in each small and edge binding displays near 18th to grt 
box... pre-shaped, your cash register and watch them that is nev 
prepunched with nail empty out. No cutting ...no meas- 
holes . . . plus all nec- uring. The customer pockets the 
essary nails. Available handy box. You ring up the sale! 
also in brass, steel and 
plastic in 75 ft. rolls. WRITE FOR PRICES, LITERATURE, Write 
AND JOBBER INFORMATION Dept. 212 | 
S$ & W MOULDING CO. | stein 
980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC wee tS E: 
eeocecs 











ARCHITECTS ond BUILDERS 
AGREE ON ~~(CHICAGO) 
SPRING HINGES 


Streamlined “TRIPLEX” 
SPRING BUTT-HINGES 


Every year more and more Archi- 
tects and Builders of Modern arch- 
itecture are specifying Chicago 
"Triplex" Spring Butt Hinges and 
here are a few of the reasons why: 


1. They are smart looking and 
streamlined to harmonize with 
the most modern architectural 
requirements. 


2. Careful and capable designing 
has created many superior fea- 
tures of time tested advantages. 


3. Here is a product that main- 
tains our tradition for quality 

- @ tradition that has guided 

us through more than 60 years. 





Spring Hinges of Quality 


ring Hinge Co. 


U.S.A. NEW YORK 








Chica 


CHICA 








gos Sp 
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ELECTRICALLY 
WELDED ‘I 


DESMOND- STEPHAN MFG. CO. 


Sales Offices: 


Also manufacturers of Grinding Wheel Dressers & Cutters 





YO 


NOW Wh 


in Four Sizes 






FOR 





HARDENED STEEL 
. CuT OFF TOOL 
ANVIL 


WITH HORN 





STEEL CHANNEL 
SLIDE PROTECTS) 
SCREW 








a DRIP STO 
ALL-PURI 

ACHINIST’S 
1" —— Stopper ' 
—— ($2.95 re 
A’ 


URBANA, OHIO 


74 Murray St. 
New York City 


EDW 


11948-50 


34 N. Clinton St. 
Chicago. Ill. 
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STOP BY AT 
BOOTH 325-327 


WATIONAL HOUSEWARES SHOW > 


AND SEE WHY 


leading stores from coast to 
coast stock, feature, merchan- 
dise the complete line of 
General Home Slicers and the 
New Utila Board! There's good 
reason for this unprecedented 
demand for this recognized 
"must" kitchen accessory. Only 


General offers a full line of slicers, 
one for every slicing job. And now 
with Utila Board, the portable ledge 
General affords a place to mount 


the slicer in every kitchen. 


We'll be in Chicago beginning January 
18th to greet you with a complete line 
that is new and 2xtra-profitable. 







Write 
Dept. 212 


SLICING / MACHINE CO., INC. - WALDEN, N.Y. 


F Three great kit- 
chen models all 
professional-type 


slicers. Modern, 

streamlined, fully-equipped 
MODEL 300— 

som Sb. 
MODEL 400— 

soot 19%, 
MODEL 319— 

Heavy duty $27%5 

BOARD 70 








YOUR CUSTOMERS ARE 


WATER CONSCIOUSE 


FOR A FAST PROFIT, DISPLAY 










aun O84 REFUND o> 
¥ Guaranteed by © 
Good Housekeeping 
a Sop \y 


\) 
4S anvennisto WES 





FAUCET REPAIR SETS 


STOP FAUCET DRIP QUICK—EASY! 


@ NATIONALLY 


KEEPING & other 
publications. 


Every 0’MALLEY Faucet Repair -Set car- 
ries the GOOD HOUSEKEEPING guarantee 
seal—including the O’Malley Repair 
PARTS CARD (39c), the O’Malley No. 3 
DRIP STOPPER SET (85c), the O’Malley 
ALL-PURPOSE FAMILY SET—both drip- 
stopper and nu-seater tools and parts— 
($2.95 retail) ... A set for every purse! 
ASK FOR CATALOG FOLDER 












EDW. O'MALLEY VALVE CO. 


11948-50 S. HALSTED ST 
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BABY’S SAFETY COMES 





Made of seasoned <o- 

hardwood. Slats 33” $ 
long, ends and cor- 
ners neatly rounded, with 14” steel 
rods to secure them to archways, 
porch or door casings. Natural 
wood finish heavily varnished. 
@ Safety gate illustrated with No- 
Mar gate mounting, our exclusive 
patent*. Holds safety gate on door 
casings or arches up to 7” wide 
without wood screws. Sold as an 
accessory. Full markup! 


*Patent pending 





WEIGHTS PER DOZEN 
No.93 3Ft 45 Lbs, No.9 6Ft 76Lbs 
No.94 .4Ft.. S4lbs No.97 ..7 Ft. 68 Lbs. 
No.9S5 .SFt. 631bs No.9? OFt 98 Lbe 
PACKED '4 DOZ. TO THE CARTON. 











FIRST WITH PARENTS! 























L.HOPKINS 
MANUFACTURING 
COMPANY 


NORTH GIRARD, PA. 
Permanent Showreems: 
AMERICAN FURMN, MART, CHICAGO 
SOUTH. FURN. EXPO. BLDG., HIGH POINT 


PLAY YARDS CHILDREN'S SWINGS DOLL BASSINETS 





Write today for Free illustrated booklet 





No. 744 — %"" chain 
No. 745 — %'"' chain 


No. 746 — 2"' chain 


LOAD 


These heavy duty load binders 


integral part of clevis and 
strap for safety. Bright 
enamel finish. Write for 
Bulletin 849— contains de- 
tails and specifications on all 
Moline Load Binders. 


DISTRIBUTED BY 
JOBBERS EVERYWHERE 














MOLINE 


HEAVY-DUTY 


BINDERS 


satisfy men who know and 


use them. Most important is strength to stand the strain, 
positive locking, and ease of operation. Every part of a 
Moline Binder is matched in ruggedness for greatest dura- 
bility. High strength malleable iron handle, strap and 
clevis. Drop forged extra heavy steel hooks. Swivels cast as 


MOLINE 


wORKS 
sROR aos » 





SEVENTY YEARS OF SERVICE 
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* copin 9s ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices 
‘Ow frames & co Nationally Advertised Products saws * 
m y le 
hack Saws Pass saws and eyho 
block pig panel saws + Pruning ‘iene isels ® ore PO ck sow frames 
* nes & han ~ saws ood ch! ‘on lor sow 
mitre saws «ee HK jack P es & circvlo 


Ts 
screw drive a® «mooth pian 


GREAT NECK SAW MFRS., INC. coping ° 1s *& petty knives * ya - +. for the stars in so line 


MINEOLA, NEW YORK scratch OW see your jobber 























MORE PROFIT for yOU selling the only filter disc | oe ‘ ; 
your CUSTOMERS in mind I WRLC Cp AIG 


line designed with your CUSTOMERS in mind 


at wf | forevery “pregerred by all 


rai purpose — uho want the best!” 































1 2 
Perfection... DUBL-CHEM-FACED...  Elgr a. ‘ ear 
America’s Finest line Triple-Filter quality at Economy is the small. Standard auger bits 
of Milk Filter Discs. low cost. er milk-producers. Auger bits for 17 sizes (44¢" to24™”) 


Write for Free Samples, Prices and Sales-Promoting Aids electric drills ———— 
4/16” to 12/16” 


SCHWARTZ MANUFACTURING CO., Two Rivers, Wis. 










































America's Foremost Manufacturer of Filtering Aids for Dairymen Widwag Sales Office and Factory 
THE MIDWAY TOOL Melvin, Ohio 
TWINCO 
QUALITY 
FEATURES 
Strong, Spring 
h a Steel ‘Teeth 
Dog Com S a a < | SAWHORSE BRACKETS 
: j ye * — | SET UP OR TAKE DOWN 
retail price Rounded Points WITHOUT NAILS OR BOLTS 
49* each i Chrome Plated = 2’ x 4” FOR LEGS 
Rustless 
ATTRACTIVE COUNTER eo 






_ DISPLAY PACKAGE Saves time and storage space... for home use 
or by workmen in building trades. 


EACH PACKAGE A COLORFUL COUNTER DISPLAY 


Order now from 
jobber or write 
direct. 


Nationally advertised to 
THE retail at $1.50 ($1.60 west of ] 50 
NATIONALLY ” WINSTED CO. the Rockies). Order from — 
ADVERTISED WINSTED, CONN. your jobber, or direct. 





GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 













"hale 


appeal Portable Electric Drills 


Electric Drill Kits 
Senet & Carded Portable Electric Saws 
popular-priced> 


}\ for LACQUERING, Portable Paint Sprayers 


VARNISHING Portable Polishers & Sanders 
= ee ENAMELING Fractional H.P. Motors 
MARKING and ‘i P P 
Wh TOUCH-UP See your jobber or write direct 





XS M. GRUMBACHER | WuxcLALL GL ka) 


332 West 83rd Street, Chicago 20, Ill. 
_ 460 West 34th St., New York 1, N. Y. In Canada: 369 Danforth Ave., Toronto 13 


CARPENTERS oe go anil 
eet ace AYESEEVELS 


\\L2)AND ALUMINUM 
, MAYES GUARANTEES ACCURACY, SERVICE. 
ASK YOUR DEALER *AND DURABILITY: ye 


raves too.s MAYES BROS.TOOL MANUFACTURING CO.,Inc. PortAustin. Mich. 
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DRILLS 


SANDE 
POLISH 


BENCH 
GRIND) 








HARDWAI 





















ory 


: 


ne use 











ISPLAY 


159 


rs CO. 











PRICE 


Wt a 


CRYSTALMIST 


REMOTE CONTROL 
LAWN SPRINKLER 


Me Tsoat Eppriables- Wert lo Raitt 
A Slight Tug 
of Hose... 


SUBJECT TO 
CHANGE 














REGULATES SPRAY OR 
SHUTS OFF WATER 








SS —* 
NO WALKING BACK 
AND FORTH TO TAP 


Home Owners everywhere are demanding the Crystal Mist Re- 
mote Control Lawn Sprinkler. The only Sprinkler with REMOTE 
CONTROL—a slight tug of the hose shuts off or regulates rain- 
like spray 5 ft. to 45 ft. It saves time—steps—lawns and hose. 
Precision made and GUARANTEED. Nationally Advertised to 


over 5,000,000 Homes. 
FREE WINDOW STREAMER! COUNTER DISPLAY! MATS! 


Tie-in with Better Homes 4 Gardens, House ¢ Garden, Housy 
Beautiful, Flower Grower and Sunset Ads appearing in April, 
May, June, July. Be sure to stock—don’t disappoint your cus- 
tomers. Dealer Helps are free—write for them NOW. 
Order from Jobber or write us Today! 
Dealer price $4.75—6 to Carton. 


CHICAGO ROLLER SKATE CO. 


Sprinkler Division 
CHICAGO 24, ILL. 





4471 W. LAKE STREET 














FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
yong Hits | 


DRILLS LEC om 
SANDER- 

POLISHERS TOOL KITs 
BENCH STANDS 
GRINDERS ACCESSORIES 





Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 








WN inelel-liiiels aktiala= 


MAIL BOXES 








| CONSISTENTLY ; Meson 

| ADVERTISED TO WORLD CHAMPION AMMUNITION 
youR Xpert 

| CUSTOMERS 22'S AND SHOTGUN SHELLS 
IN THEIR 
FAVORITE upert: 

| MAGAZINES 22'S, SHOTGUN SHELLS, 

CENTER FIRE CARTRIDGES 








« « e BRINGING THEM INTO YOUR STORE FOR HIGHEST QUALITY 


IN ARMS, AMMUNITION, AND ALL PRODUCTS 


bon “KEILSON’ 
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THE COMPLETE 1951 PARRIS-DUNN LINE On Display 
ama: NEW YORK TOY FAIR—Room 633, Hotel New Yorker 








porated 


f ase mae 
a ss 











* MARSHALLTOWN TROWELS*« 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 




















FINGER GRIP ADJUSTABLE CLIPS 


... for parking things where you use them. 


















%& Fasten to any A very desirable hose ac- 59 y 
woodwork cessory, providing instan- tore 

% Can be adjusted taneous shut-off or con- 
in a jiffy trol of water for use with 

sk Packed in at- Sherman Handy Spray, 
tractive display hose nozzle, auto wash 
seta mops and dozens of other purposes. 

ana a Durably made of cast brass, with 
: Reagng Pie long-wearing valve mechanism. 34” 
cian ote Gier the hose thread, both ends. Packed % 
hates <= Che doz. in attractive merchandising 

ea oad display carton. No. 139 

ioe ORDER NOW FROM YOUR SHERMAN JOBBER! 

ARTHUR I. PLATT CO. ASK YOUR JOBBER H. B. SHERMAN MANUFACTURING co. 
‘Fairfield, Conn. —OR WRITE. BATTLE CREEK, MICHIGAN 





























STEVENS LEVELS 
sell themselves! (© 


Aluminum Levels Torpedo Levels 









































































ett" tN NYo) (ol oh 
fever? leading jobbers ee Niatalh LEVEL conioaisl NEWTON FALLS OH10 
7 \__ «easier ro use || WATER HEATER Gripper Clips 
siasts concer || REPAIR COILS agi Ass A 4 
SUNSHINE *# CLEANS BETTER | For old, new and be - ~~ 
venghpanaupatt obsolete heaters. tools, garden im- 
FRENCH PROCESS | asx vour Jsosser 90 DIFFERENT MAKES Kitchen utensils 
CHAMOIS FOR OUR Single, Double, Triple, Packed oo cards 
omeitate DOUBLE DUTY CHAMOIS Instantaneous, Multi-Coil Units im dos. 
MACE INUSA | DOUBLE VALUE TO THE Send for Catalog "™” mail.) Retails at oa 
2 oouete ouTy \ CONSUMER DORMONT MFG. CO. Sten schaols, 
131 i ’ dustrial 
HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. | ee tenis e guson GOOD TOOLS, ine. a levndel 
Oreage, Mass., other co 
= cial uses. 
Tightens loose furniture te meet 
New WOOD FASTENERS sae i tal ‘See 
WITHOUT taking it apart i 2 





The New Type 
Hardened Steel 


cf Searren ms CHAIR-LOC Py Buy =|} f— 





MITER JOINT 
FASTENER Cf} woo JOINTS TIGHT 





Only “CHEVRONS" have 
all of these outstanding 
features: 


® Scientifically designed to draw wood 
together. Eliminates doweling, mortis- 
ing, nailing. 

Just hammer in. Presto—a firm joint 


THE oe COMPANY, Freeport, N.Y. 


& 
pris Echt Your Hand Hovte Savings 
a Narrow surface outline of fastener 
Bonds 














Ss ' * 
lends artistic appearance to joint. ri Sa r time 
® Can be used in hard wood where others fail and la b or. Lifts 
® Can be easily countersunk and concealed with wood from 1,000 to 2,000 


fillers. Permits planing or sanding on all sides. Ib " 
with 
And best of all—a fast turnover, with a 4 ome. 





on that is worth writing E ] evator Power 
Send for FREE Literetere ond Somples Units. Electric Elevators. Dumb Waiters. 
ae inna. ao Write for information and prices. 
. & A _ 
: DAVIS & NEWCOMER 
New YORK 6. MY, Electric Elevator Co., Fostoria, 0. 



































vores 
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INCREASE PROFITS 


DRAW TRADE - 





You'll find increased trade, sales and profits when you modern- 
ize with smart, new Heller Fixtures. Added attractiveness is im- 
parted to your store and merchandise. The finest in construction 
and materials, the widest choice of designs, the sectional, inter- 
changeable, sturdy, durable and warp proof qualities assure 
you of outstanding service and styling in Heller Fixtures. The 
quality found in Heller Fixtures is the trade mark of Heller’s 
59 years of experience in the industry. Send sketch of your 
store for free store plan and estimate. Ask for catalog No. 50. 
















Waenmnt 5710/27 Hew-Attractive HELLER FIXTURES 


MONTPELIER, ute 








STEEL FENCE POSTS 


"U" flanged posts with 


lugs. No Staples Required. 


self-fastening 








DEALERS! If your jobber cannot supply, 


write us. Attractive prices and 
delivery dates. 








Manufactured 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 





by 





MADE IN S 
GENUIN 





WALKER 























TYPE 34 Help Your Customers 
‘tame SAVE UP TO 25% 
>» “ ON FUEL! 


small office Now, you can offer savings up to 25% 


R 


Sizes 16-36 inches. DRAFT REGULATORS 


PRICED FOR 








Qudornaliz 


buildings ond ae i n of all kinds orted 
em. " > «alte tasrenmy taped Udine tec Craftsme n will really go for these os fin- 
Sizes 6-20 inches. Regulators. Assure maximum, economical | repairme liers— —forged and ha 
Shown with in- combustion under ALL stack conditions. | Swedish steel plie | with box joints. 
stallation collar. Quickly installed. Easily adjusted. Guar. | aed 10 @ high polish—@ Style. 
COMMERCIAL and INDUSTRIAL — | ishe ty of Size in Every StY 
Over 7 million in use! ieties—Variety 
a power git al this fast torning, protit-tine of All Varie = 
, in he’ e e 
eee Sy ae B. JADOW, ine 
neo aoa pote og ty" ‘patel daan 860 B:way ot 7 
cial uses. Built alers only 
ALKER 


M 
e SWEDISH STEEL 


Vigor | PLIERS 


Sold through wholes 

















PRECISION 


from jewelers to radio 








GENUINE 
ORIGINAL 


One set on « Card. 
12 Cords in « bex. 


SIZES 
Wa” 4" Ve” 
wer hy” 





DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- —y 1%" 


tainers, box or card are displayed on counters. Genuine DOMES %” %” %” br 


OF SILENCE glide softly, silently, smoothly 
over all flooring; saves floors and furniture For 
years the favorite with houseowners and fur:ature 
manufacturers. 





DOMES OF SILENCE 








Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 


One Set in «2 
ae 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additional word.......... 10 


Positions Wanted 
oan set solid, maximum, 


ene 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remalling. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order ia form 
of check or money order, not currency or 
stamps. 














Representatives Wanted 


Representatives Wanted 


Accounts Wanted 








SHELLAC REPRESENTATIVE 


Old established Importer, Bleacher and 
Manufacturer of Shellac, interested in 
securing state wide representation. All 
correspondence kept strictly confidential. 


Address Box A-!, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





WANTED 
FACTORY REPRESENTATIVE 


with established following among wholesale 
hardware buyers to sell line of auger bits in 
Midwest territory on commission basis. 


THE MIDWAY TOOL COMPANY, INC. 
Room 1000, 18 E. Fourth Street 
Cincinnati, Ohio 














SALESMEN SELLING LARGER DISCOUNT 
RETAILERS to sell factory inventory of 3 piece 
steel wall cabinet sets $12.75 complete to finish up 
preparatory to changeover to D.O. work. This 
is not a permanent position but the quantities 
available are tremendous as inventory of steel 
sheets is high. 10% commission. Address Box 
A-5, care of Harpware AGE, 100 East 42nd 
Street, New York 17. N. Y. 








PLUMBING SPECIALTIES SALESMAN 
WITH FOLLOWING for established New 
York firm. Sell to Hardware Stores and 


Plumbing Contractors. Choice (protected) 
territories open. Commission. Replies con- 
fidential, 


Address Box A-2. care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











EXPERIENCED 
COMMISSION SALESMEN 


SELLING TO WHOLESALERS ONLY. REFRIGERATORS — 
DEEP FREEZERS — VACUUM CLEANERS — LAWN 
MOWERS, ETC., ETC. WRITE FULLY TERRITORY, ETC. 
Ate. Box R-66, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











ESTABLISHED MID-WEST TERRITORY 
AVAILABLE through former _representative’s 
death. Excellent opportunity for productive manu- 
facturer’s representative covering hardware whole- 
salers Pittsburgh to Mississippi River, Michigan 
to Tennessee. Write giving references, lines car- 
ried, territory covered, how long established, and 
frequency of coverage all accounts. Address 
Atlas Asbestos Company, North Wales, Pa 





MANUFACTURER OF LAUNDRY, SHOP- 
PING & CLOTHESPIN BAGS (Drill or rubber- 
ized Nylon & Cotton) at very competitive prices, 
wants representatives with good following among 
Wholesale & Retail Buyers. Protected territories 
open. Liberal commission. Fremont Bags, 1874 
Commonwealth Avenue, Brighton 35, Massa- 
chusetts. 
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SALES REPRESENTATIVES, 
AGENTS AND NATIONAL 
SALES ORGANIZATIONS 


Wanted for exciting new line of ‘‘Perma-Krome’’ 
aluminum paints on liberal commission basis. Entire 
line beautifully packaged, priced right and fully 
backed by tremendous national advertising campaign 
and many point-of-sale pieces. 
Address Box A-7, care ef HARDWARE = 
100 East 42nd Street, New Yor 17, N. Y 


NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














SALESMEN ATTENTION! 


If you are now selling to Hardware Dealers 
and Plumbing Contractors, expand your line. 
We can supply your customers with a most 
complete line of plumbing and heating sup- 
plies and specialties. All territories open. 
Write for details. 
Address Box A-8, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN, FOR REPUTABLE BUILDERS 
HARDWARE MANUFACTURER. We have a 
few excellent territories for aggressive men to 
solicit lumber and hardware dealers on commis- 
sion basis, with a complete line of door locks and 
door accessories. State full details when reply- 
ing. Address Box R-106, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y 


ORDER REPEATER. POPULAR PRICED 
MIRROR LINE for the Home sells to Furn., 
Hdwe., Var. and Dept. Stores. Repeats 5 to 6 
times annually, Big commissions. Only 2 Photos 
necessary to sell from. Dandy side line. Rated 
manufacturer. Write ‘fully to Standard Art In- 
dustries, 327 S. La Salle St., Chicago 4, Illinois. 


SALES REPRESENTATIVE WANTED 
WITH FOLLOWING among retail hardware 
and paint stores, to represent long established 
coated abrasive manufacturer on well-known line 
of floor sanding Paper on commission basis. 
Choice, protected territories now open. Advise 
lines now carried and exact territory covered. Ad- 
dress Box R-95, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y 


MAKE $1.00 A MINUTE! NEW 2 in 1 
Kangaroo Brush. Sash brush pops out of 2 inch 
size at snap of button. Sells on sight. Liberal 
commissions. Sell to stores. Send $2.00 for 
sample and complete details. Sales Department, 
Kangaroo Brush Company, 3856 Spring Garden 
Street, Philadelphia 4, Pa. 





COMPETENT REPRESENTATIVE ESTAB- 
LISHED WITH JOBBERS and chains only, 
desires additional lines of Hardware Electrical 
supplies and Plumbing & Heating supplies for 
Michigan, Indiana, Ohio, Kentucky, Wisconsin, 
Minnesota and Iowa. Harold N. Fitting, 4841 
So. Park Drive, Fort Wayne, Indiana. 





WANTED: HARDWARE, HOUSEWARE 
OR INDUSTRIAL accounts by Manufacturer's 
Representatives covering Western territory. 
Twenty years experience. Can warehouse limitec 
stock. Address Box A-3, care of HARDWARE AGE, 
New York 17, N. Y 


PT 


100 East 42nd Street, 





TO THE MANUFACTURER WISHING TO 
SELL to the wholesale hardware and plumbing 
supply houses. We have an excellent selling or- 
ganization of fifteen salesmen, covering most of 
the states. Warehouse connections on the west 
coast for non-conflicting lines. Some of our own 
patented products will have to be discontinued 
because of shortage of copper and brass, there- 
fore we can use some good, worthwhile items. 
Others not considered. Can handle as distribu- 


tor or on straight commission basis. Address 
Box A-11, care of Harpware Ace, 100 East 42nd 
Street, New York 1 a. 





MANUFACTURERS REPRESENTATIVE, 
20 YEARS’ EXPERIENCE in selling sheet 
metal products to Hardware, Housewares, Furni- 
ture and Department Stores, wants additional 
line to present one, for metropolitan New York, 
North Jersey, Connecticut and Rhode Island. A-1 
references. Address Box A-14, care of HARDWARE 
AcE, 100 East 42nd St., New York 17, N. Y. 


MANUFACTURERS REPRESENTATIVE, 
COVERING THE STATE of Tennessee and 
southeastern Kentucky, desires additional lines of 
Hardware and Electrical equipment to the whole 
saler. Experienced personnel will give you the 
coverage and volume that your line deserves in 
the area that we serve. Address Box A-13, care 
! Harpware AGE, 100 East 42nd St., New York 
17, 





THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 

N-696, care of eer Age, 100 East 42nd 
St., New York 17, N. 











Buy Savings Bonds 
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Cl ifi d O tT iti Se tion 
ne 
ege ese J ese 
Positions Wanted Positions Wanted Business Opportunities 
ure, 
= i ae TWENTY-FIVE ane ~~ OUNG MAN, SINGLE. CATALOG a nl WILL PURCHASE 
in progressive merchandising, fa- | with ten years ardware experience, familiar 
— ye —— details, ith reliable fene — office ee eg ro mater. JOBBING CONCERN 
sales, Seek responsible position with reliable firm. | wishes to connect with wholesale house in the 
Past ten years head of own business in New | metropolitan New York area. Address Box A-6 = ey = ate yd pie iow Joes, 
th a Pang Che av “% - — me in New = ¥ co ne 100 East 42nd Street, 4 pe ences atabliched business. 
er ngland or New York State location or inter- ew York 1 
days view—Address Box A-12, care of HARDWARE AGE, Write all details in oe first letter. 
100 East 42nd St., New York 17, N. Y. Address Box A-9, care f BARDWARE AGE 
ceca “imap unviitaisiiiaaiaitoaag 100 East 42nd Street, New York 17, 
form eh Ke — 
ded 2S RETAIL HARDWARE AND PAINT BUSI- 
YEARS EXPERIENCE: bedue nial sen, | NESS, including 2-story brick building, with one 
envenomed SALES MANAGER, OUTSTANDING REC-| two years travelling experience. Want position | "¢w 5-room apartment, one new 2-room apart- 
ORD OF ACCOMPLISIIMENT in building | with manufacturer or wholesaler as representa- | ment, full basement. Automatic heat. Over 
volume sales. Anxious to join Manufacturing cr| tive in Dallas, Texas, area. Desire remunera- | $50,000 gross annually reported. Can be in- 
——_‘—_ Jobbing Firm with “Big Ideas.” Thorough knowl-| tion on an incentive basis. Excellent references. | creased. Located in outlying business district, 
of edge of Hardware & Housewares, well versed in | Address Box A-4, care of HarpwaRe AGE, 100 | next door to Rexall Drug Store. Building $20,- 
; all phases of merchandising. Address Box A-10,| East 42nd Street, New York 17, N. Y 000. Inventory approximately $12,000. Ideal for 
ne care of Harpware Acz, 100 East 42nd Street, couple or partnership. Everett H. Sornberger, 
New York 17, N. Y. Realtor. 508 2nd Street, La Salle, Illinois. 
~ 
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o the whole ? 
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Andre Reports: 


“Constant Demand For 
‘SKI SPORT’ Skis” 


“I always stock SKI SPORT 
SKIS,” says Andre of New York, 
one of America’s most successful 
dealers. “There’s a constant de- 
mand because skiers find them 
exceptionally responsive, easy to 
ski on. SKI SPORT SKIS’ shape 
and flexibility always follow the 
up-to-date trend. Their quality 
and workmanship is very good.” 
Stock SKI SPORT SKIS which 
skiers prefer. Excellent markup. 
For price list, Jobber territory con- 
tact the manufacturer: DERBY 
and BALL, Waterbury 6, Vermont. 




















| Better Get Your Anco 


ae! 


Now! 


rolls 


] 


details 





and before prices advance. 


| ANTHONY TRUCK CO. 


Guard against man-power 
CUTS COST OF MATERIALS 
HANDLING IN HALF 


of two—with half the effort. 
Tilt slightly forward and ANCO 


moderate pull-back on handles | | 
and ANCO is ready to go. 


in your own plant. 


Pallet Truck NOW! 


and material shortage 


One man does the work 


under pallet easily —a 


O DAYS FREE TRIAL 


Write today for 
while trucks are still available 


Paducah, Kentucky 











I -LN@ ) mk a 





TWINGS 
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PUSH-PINS e PICTURE 


‘These two Moore products have been standouts in their field 
ears. You can sell them to your customers with 
COMPLETE CONFIDENCE. Nationally advertised. 


for 50 


MOORE PUSH-PIN 


113-25 BERKLEY ST 





HANGERS 


CO. Since /900 


PHILADELPHIA 44, PA 














SPESCO ¢ 1744.N. W. Ist Ave., Miami 36, Fla. 


TEPTENE 


Scientifically Compounded Paint Thinner. 


WORLD'S LARGEST 
MANUFACTURER OF 


MORE ECONOMICAL THAN TURPENTINE. 

SEVEN ADVANTAGES: USE TO THIN: 
1—Economical Evaporation 1—Paints remover 
2—Pleasant 5—Long Wet 2—Varnishes 6—Good for 

Odor Edge 3—Synthetic cleaning 
38—No Residue 6—Even Flow Enamels Wood, 
4— Controlled 7—Non-Toxie 4—Auto-Brush- Metals, 
ing E 1 Cc 
5—Use as a 7—Dry-Cleaning 
grease Clothes 


FOR USE IN ALL PAINTS—INSIDE OR OUTSIDE 


Prices Delivered East of 


Drums (55 Gal.) 65¢Gal. Quarts ...... 24¢ Qt. 

5 Gallon Cans .. 75¢ Gal. Pints ........ 15¢ Pint 

1 Gallon Cans .. 80¢ Gal. 4 Oz. Bottles. .96¢ Doz. 
Bottles 


SPESCO 1744N. W. 1st Ave., Miami 36, Fla. 





Mississippi River 














218 





Index to Advertisers 





A 
Aecurate We. Co. .....0ccessecs 82 
Ace Products Company ......... 219 
a 198 
Og ee 
Ajax Hardware Mfg. Corp. ...... 181 
Alaska Freezer Co., Inc. ........ 169 
PE ES oss csesiencseses 143 


American Fl. Surfacing Mch. Co. 51 
American Grease Stick Co. ...... 160 
American Pad & Textile Co. .. 208 
American Sliding Door Hdwe. 


RT cio wicainicaluietstedwicerek wen 121 
Ames Baldwin Wyoming Co. ..... 60 
Anchor Wire Corp. .......... . 208 
Anderson Brass Co. .............. 86 
Anthony Truck Co. ...........-.+. 208 
A-P Controls Corp. ............... 133 
Archer-Daniels-Midland Co. ...... 71 
Armour Fertilizer Works ......... 123 


Armstrong Bros. Tool Co. ....... 202 
PDS, ecisn ev opvincuxcewees 208 


I MII, ‘endecrcecsviseciveras 184 
Mas EG occ cvcesceccccs 
Autoyre Co. ........ . .36-37 
B 
Ballonoff Metal Prod. Co. ....... 209 
ge a A err 202 
ESC ceGtacvckiaeaneenei ee 24 
Bethlehem Steel Co. .............. 85 
Black & Decker Mfg Co. ........ 213 
BE EIS hice stinakseswsevess 154 
I Ge ls. OUb doco crcececceuséce 167 
Bommer Spring Hinge Co. ...... 213 


Boss Mfg. Co. ... 
Boston Woven Hose & Rubber 


Mn cen cuageaked vena evewadwes 32-33 
RS Sirens cancun: peememeeae 145 
Brainard Steel Co. ........... «a ae 
Briggs & Stratton Corp. ......... 147 
i He Os cs emcsensevecetos 86 
oe Serer 201 
a OS a eee 38 
5 rere eer 151 
Burroughs Mfg. Corp. ............ 64 

c 
Campbell-Hausfeld Co. ......... 78 
Campbell Chain Co. .........++++ 49 
Century Plastic Prod., Inc. ..... 141 
Chee Gee cocci cvccdcdssccees 214 


Champion Lamp Wks., Div. of 
Consolidated Elec. Lamp Co. .. 39 





Chevrolet Motor Div. ..........-- 84 
Chicago Die Casting Mfg. Co. .. 54 
Chicago Roller Skate Co. ....... 213 
Chicago Saw Works ...........+++ 162 
Chicago Screw Co. .......+.++6 204 
Chicago Spring Hinge Co. ...... 210 
Choremaster Div., Lodge & Ship- 

WE MS se vecoedcveoncuveseresvecns 58 
Clark Wits. Ge, J. bn. os: cis0508005 220 
Ce Gh, BOE. 6.cccsiccescevsesess 6 
Clemson Brothers, Inc. .........-. 34 
Coburn Products ..........-cceees 152 
Colorado Fuel & Iron Corp. ..... 152 
Columbian Rope Co. ............ 48 
Consolidated Mfg. Co. .......... 23 
Consumers Glue Co. a0 oa 
Continental Scale Corp. ......... 199 
Corning Glass Works ............ 68-69 

D 
Davis & Newcomer Elec. Elevator 
DR dcivcwsceevecedesmecsswerews 214 






Dazey Corp. ........sccccccccceees 156 
Detco Products Co. ... ..-++--eee: 140 
Derby & Ball ..........ceescereeee 218 
Desmond-Stephen Mfg. Co. ...... 210 
Devoe & Raynolds Co., Inc. ..... 171 
Ne 2 eee eee 206 
| Disston & Sons, Inc., Henry ..... 46-47 
| Domes of Silence .........---+-+ 215 
| Dominion Electric Corp. .......-- 79 
Dormont Mfg. Co. ......------+55 214 
Dow Chemical Co. ............- . 159 
duPont de Nemours & Co., Inc., 

E. |., Poly Chemical Dept. Plas- 
NG cdapcdacsaneivdesaewsans Wi 
E 
Eagle Lock .......-..-sccccssee os ~ 
OE Sarr 165 
Edmont Mfg. Co. .... 153 
Ekco Products Co. ...ccccccseccce 25 
Embury Mfg. Co. .....cccccccces 203 
Evans Products Co. ..........-+++- 75 
BT Ge. o.vcccccccccsscceececee 78 
4 
Fasco Industries Co. ..........--. 170 
Federal Tool Corp. .......-..-.-- 1344 
Federated Metals Div. ........... 165 
Ferry Cap & Set Screw Co. ...... 56 
Fuller Teo! Co., ING. ...ccccccess 140 


& 
General Electric Co., Clock Div.. 129 
General Slicing Mch. Co., Inc.... 2! 
Gensco Tool Div., Gen. Steel 
Warns, Ge, CAE: ocicceviscsss 171 
Getty & Co., lnc., 4. $. ......-- 74 


Geuder, Paeschke & Frey Co. ....16-I7 


Gibson Good Tools, Inc. ........ 214 
Goodrich, B. F. (Chemical Co.). 148 
Goldblatt Tool Co. .............- 205 
Boulds Pumas, INE. ..ccccccccsoece 193 


Grcham Co., Inc., John H. ..146, 150 
Grand Haven Stpd. Products Co. 212 


Great Neck Saw Mfgrs., Inc. ... 212 

Greenlee Tool Co. ........cccceee 120 

Gries Reproducer Corp. ......... 140 

Gillie Co., GB. Wa .cccsccsccesve 146 

I TI on vvcvscscccsevesscecs 180 

Grumbacher, Inc., M. .........--- 212 
H 


Hager & Sons Hinge Mfg. Co., C. 187 
Hawkins Iron Co., Inc. .........-- 80 





eter B Ge, We Gi. ccccissiveses 215 
Hopkins Mfg. Co., L. .......----- 211 
Horrocks Ibbotson Co. ........-. 207 
SOON, BIG... cccciccvcsccccces 9 
Hoyt & Worthen Tanning Corp... 2/4 
Hozon Company .......sc.cce0es- 219 
Huenefeld Company ............- 222 
ND NS 25% acecae sundae wenn 207 
PE I, Ss vce ccncsesesesenee 137 
1 
Independent Metal Strap Co. .... II7 
J 
Jacobsen Mfg. Co. ........... 77 
ee 18 
SS eee 215 
a ae ne 167 


HARDWARE AGE, JANUARY 11, 1951 











Kaiser A 
Kay-Tite 
Kellogg 
Kester S 
Keystone 
Kilgore 

Knape & 
Kromex (¢ 
Kwikset | 


Lamson & 
Lectro-W, 
Lockwood 
Lubriplat. 

a 
Lucas & ¢ 


Mandevill 
Marshallt< 
Martin St 
Master Le 
Mayes Bre 
McGill M 
McKay Ce 
McKinney 
Metaloid « 
Midway Tx 
Miller, Inc 
Minute Mc 
Modglin ¢ 
Moline Iro 
Monarch kh 
Moore Pus! 
Motor Wh 
Myers & Br 


National L 
National M 
National S 
New York ' 
Norcross & 


Okonite Co. 
O'Malley Vv 
Oster Mfg. 
Oster Mfg. 
Owens-Corn 
OxFibre Bru 


Packard Co 
Parker Mfg. 
Parris-Dunn 
Patent Nove! 
Pecora Paint 
Pennsylvania 
Pheoll Mfg. 
Phoenix Tabl 
Pioneer Gen. 
Pittsburgh PI 
ee 
Popeil Broth 
Portable Elec 
Proto Tools . 


Quijada Tool 


HARDWA 








Index to Advertisers 





k Div.. 129 
Inc.... 211 
e! 





Be....0. 


11, 1951 





K 
Kaiser Al. & Chemical Corp...... 125 
I i lista ic si<esbndawdeu 183 
Kellogg Brush Mfg. Co. .......... 135 
Kester Solder Co. ................ 157 


Keystone Steel & Wire Co. .... .. 59 
Kilgore Mfg. Co. ............... 
Knape & Vogt Mfg. Co. 
Kromex Corp. .... 





Kwikset Locks, Inc. ......... 88 
L 
Lamson & Goodnow Mfg. Co. ... 138 
ROCIFEIE, DIB. oie vccccces 0s 43 
Lockwood Hdwe. Mfg. Co. ....... 9 
Lubriplate Div., Fiske Bros. Ref. 
BE INSEE ta a ee 27 
Lucas & Co., Inc., John .......... 8! 
| 
M 
Mandeville & King Co. ......... 35 
Marshalltown Trowel Co. ........ 214 
Martin Stpg. & Stove Co. 156 


Master GOCE GO. x... ccescccccccace it 
Mayes Bros. Tool Mfg. Co., Inc.. 212 





McGill Metal Products Co. ..... 206 
IIS gs siacinie copied ceian deskee 80 
McKinney Mfg. Co. .............. 155 
SONI, onsen awenubenieses . 31 
Midway Tool Co., Inc. ........... 212 | 
Miller, Inc., Robert E, .......... 215 | 
Minute Mop Co. ......ccccccccccs 219 | 
Modglin Co., Inc. ............ 86, 179 | 
Moline Iron Works ..............- 21 
Monarch Marking System Co. .... 185 
Moore Push Pin Co. .............. 218 
Motor Wheel Corp. ............. 42 
Myers & Bro. Co., F. E. .......... 62 
N | 
Matenst Gack Co. ..ccccovccccse 115 | 
National Mfg. Co. .............. 156 | 
National Screw & Mfg. Co. ...... 221 
New York Wire Cloth Co. ....... 73 


Norcross & Sons Co., C. S. ...... 


° 
SNS. cmsucnniciiscuaabiemsatd 209 | 
O'Malley Valve Co., Edward .... 211 | 
Oster Mfg. Co., John ......... .. 197 | 
ak re ener 164 | 
Owens-Corning Fiberglas Corp. .. 22) 
OxFibre Brush Co. ..........cc000 26 | 

P 
Packard Co., Inc., E. B. ........ 214 
Parker Mfg. Co. ......... ... 6 
Parris-Dunn Corp. .............. . 213 
Patent Novelty Co. ............... 220 
Pecora Paint Co., Inc. ........... 203 | 


R 
Bes GS... cccvcvcccees > 
SU NE: ID cose cccdunudoaeds 2 
Red Head Brand Co. .......... 28 
Richards-Wilcox Mfg. Co. ........ 76 
Rogers Isinglass & Glue Co. .... 220 
Rudolph Poultry Equipment Co. .. 215 
MN Sy, Se We os ccs ctscedeeaeece 220 

s 
S & W Moulding Co. ............ 210 
I NN icc cudnsevees 50 
Savage Arms Corp. ............ 31 
og re 142 
| Schacht Rubber Mfg. Co. ........ 200 
Schlueter Mfg. Co. ........... . 
Schwartz Mfg. Co. 212 
Shaksepeere Ce. .....ccccccccccss 29 
Sharon Bolt & Screw Co. ...... 200 


Sheffield Bronze Paint Co. ....... 52 


Sheffield Steel Corp. ............. 16! 
Shelby Spring Hinge Co. ......... 154 
Sherman Mfg. Co., H. B. ....... 214 
Slaymaker Lock Co. ............. 72 
Smith Mfg. Co., F. H. ............ 195 
Southern Screw Co. .............. 66 
Speed Products Co., Inc. ......... 175 
Es dncéchssconcwendentcuvadt 218 
Standard Horsenail Corp. ....... 205 
Slandard Teel Ce. ....5 60.0000. 4l 
NEI. ssc uineigeneenes . © 
Star Brush Mfg. Co. .............. 70 
Star Metal Products Co. ....... 126 
I MN nn on renhevews 57 
Sterling Paint & Varn. Co. ...... 201 
Stevens Level Co., E. A. ........ 214 
Swan Rubber Co. .............. 19-20 
Swift & Co. "'Vigoro Div." ....... 21 
Swing-A-Way Mfg. Co. .......... 137 | 
; T 
Tape, Inc. iia Sule peeeandeall 176 
Se ie WE OR. . i jamndesessaronne 209 
Taylor Instrument Cos. ........... 65 
_  & & See meee 165 
EE MRS. -aNhntccaneniaweds 163 


Templeton, Kenly & Co. .......... 204 


Toastmaster Products Div. ....... 83 
| Tobacco By-Products & Chem. 

Riis ts nackonacyeancguawnsss 67 
Tober Baseball Mfg. Co., Inc. ... 207 
U 
Union Hafdware Co. ............ 1% 
United States Plywood Corp. .... 55 
Vv 
Vaughan Mfg. Co. ............... 210 
PUES WEEE BES ‘aiuvcswatecvenscs 124 
w 
Walker Mfg. & Sales Corp. ..... 215 
| Wall De hs 1G. aemsccavertenes 162 
PEE TG 5 gvnicncavinn weasel anne 166 
Pennsylvania Lawn Mower Div... .44-45 | Warren Dado Sawing Washers Co. 20! 
Pheoll Mfg. Co. ............ SUNT PS bib sn siccovecnes. . 6 
Phoenix Table Mat Co. ... _... || Waterbury Tool Div., Vickers, Inc. 116 
Pioneer Gen-E-Motor Corp. ...... 177 | Western Cartridge Co. ........... 213 
Pittsburgh Plate Glass Co., Brush White Mop Wringer Co. ......... 82 
ae sah A i ce 68 | WHO BIMEIES ccccvcccccsesvcccees 160 
Platt & Co., Arthur I. .......... _ 214| Whiting-Adams ..................- 70 
Popeil Brothers, Inc. .......... _ 149 | Wickwire Spencer Steel Div. ..... 152 
Portable Elec. Tools, Inc. ........ 212| Winsted Co. ............eeeeees . 22 
Proto ee RSE eee oe 15 Wissota Mfg. SN ccncetecesocseeen 202 

Wrought Washer Mfg. Co. ...... 203 
9 Y 
Quijada Tool Co. ............0.0. 205 | Yale & Towne Mfg. Co. .......... 3 


HARDWARE AGE, JANUARY 


11, 1951 

















Stainless Steel 

Ivory or Black 

Catalin Handles 
Lifetime Guarantee 


Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 


7-Pieces beautifully 
packaged in Gift Box 


Order from your Whole- 


saler. $4 295 


Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 


| ACE HOMEMAKER GIFT SET 

























AN ORIGINAL 

4, SENSATION IN 
\ 7) SPONGE MOPPING 
bend- Nia 


Wring 
here 


Stand 
upright 










No Stooping 


Lever on handle of Hydro-matic 

lets housewife drain water from 
sponge without wetting hands. Hands always away 
from wet mophead. Has versatile handle, bumpers, etc. 
> Sensational new features put it in a class by itself in 
arousing housewife demand. Call your jobber today. 


MINUTE MOP (0. 13.5:23.0:5" 


CHICAGO 16 ILL. 
ee - Means 


EXTRA SALES 


to Garden Lovers 


This popular, fast-selling device provides 
an easy, economical way to apply soluble 
fertilizers and chemicals wherever the 
arden hose reaches. No danger of burning. 
eee in and dilutes as you sprinkle. SELL 
A HOZON to each purchaser of fertilizers 
o: other garden supplies. Indi- 
vidually packaged. $1.75 list. 
Carton of 12 weighs 5 pounds, 


costs $12.60 F. O. B. 
HOZON CO., BOX 703A, CLEVELAND 22, OHIO 


This is Hozon's Sixteenth Year 



















Pull out a 
for sweet, juicy sales! 


See the new items at 


National Housewares and Home 
Appliance Exhibit 
Booths 201-203-205 


January 18 to 25 
Chicago Gift Show 


February 5 to 16 
Room 682, Palmer House 


Deliveries? Yes! 


and at al sewares 


7 
4, 
Leamngtiy heantifal 


ene) tien @= 


CLEVELAND 3, OHIO 
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Reinforced Wire 
Corners 


@ Automatic Closing Lid. 
@ 26° Carpet 


Handle. 
@ 12" inserted Steel Edge. 
—Visit Our Booth 


CHICAGO HOUSEWARES SHOW 





\ TOP QUALITY ALWAYS 








POLLY PRIM 


DUST 
PANS 


The Sanitary Dust Pan: 


Dust Retaining Hump. 
Corners Reinforced. 

26 Gauge Material. 

Size 12% x 8 x 212. 
Preferred by Housewives. 
Demanded by Janitors. 
Recommended for Schools 
and Institutions. 


Sweeper 





January 18-25 
NAVY PIER — BOOTH 135 








Write today for literature and price list on the ‘*Fulton Line’ 


PATENT NOVELTY CO. 


DEPT. HA 


FULTON, ILL. 








READY-PAK 


DISPLAY SELLS MORE 
RUGG"ALL-PURPOSE” ROPE 


Six connected coils.,.each securely flanged NOW AT 


+ « « packed in sturdy shipping carton that YOUR JOBBER’S 
unfolds to make colorful display. OR WRITE 


Ready-Measured Per Coil Per Display 
Y_" rope 75 ft. aso, THE E.T. RUGG CO. 
300 ft. 51 MILLER STREET 


¥,” rope 50 ft. 
VY” rope 50 ft. 300 ft. NEWARK, OHIO 


BY RUGG 








FEATURING: 


Order from 
Your Wholesaler, 
or Write Us 
for Reference 


a 
YS, 


wali 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 


#3 Ivory 8-17/64" 
#8 Ivory 9-3/4" 


Packing — | dozen per carton, | gross per case 


43 Ibs. 
62 Ibs. 


6” or 7” 3 Ibs. 7 oz. 
7” or 8” 5 Ibs. 


J. L. CLARK MFG. CO., Rockford, Ill. 





Ll — 
OGER 
~ ¢ BUSINESS 

FOR 


Rogers creates consumer demand by continuous 
national advertising in POPULAR MECHANICS, 
POPULAR SCIENCE, SCIENCE AND 
MECHANICS, MECHANIX ILLUSTRATED 
and POPULAR HOMECRAFT. This advertising 
reaches over 11,000,000 potential customers — 
makes people ask for Rogers — builds more 


business for you. 
Plus This - 


You have guaranteed profit pro- 
tection because Rogers still main- 
tains its policy of selling ex- 
clusively to the hardware trade. 
Chain stores, group buyers, and... 
mail order houses cannot handle ¥ 
Rogers. 

Sell the quality glue . . . Actual 
tests show Rogers has a holding 
power of 3885 Ibs. per square 
inch. 


See your jobber today. 


ROGERS 


ISINGLASS AND GLUE CO. 
GLOUCESTER, MASS. 
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